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In 1924 


a Bright and Prosperous 


New Year 


to Every Hardware Dealer 
in the United States 


is the wish of The EAGLE-PICHER 
LEAD COMPANY. To insure it we 
propose that each of them shall 
stock Eagle White Lead in Oil,. 
pure Old Dutch Process. Whiteness, 
covering power, smooth and/easy 
brushing, durability and ease of 
breaking up, have made it favor- 


ably known to the painters 18 
_—.. ces of the United States since 43 
i P: re. = 6° eogniod The EAGLE-PICHER LEAD COMPANY 


Ve PROCESS 208 South La Salle Street . CHICAGO 


he pet 2 


Bish ITE if E; AT CINCINNATI PITTSBURGH CLEVELAND 
rao M8 4 BUFFALO . BALTIMORE DETROIT NEW ORLEANS 


PHILADELPHIA KANSAS CITY ST. LOUIS 
JOPLIN NEW YORK MINNEAPOLIS 


Eleven Manufacturing Plants 


























Circulation of this issue, 19,000 copies 
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Most Attractive 
26-Piece Silverware Proposition E:ver Made 


In all the years of silverware history, flatware has never been more attrac- 
tively presented than in our new No. 4722 Chest—for price of silverplate 
alone; no charge for the chest. [lustrated above with Anniversary pattern 


but can be supplied with any pattern. 


This chest is substantially made of wood covered with blue marquisette paper ; 
cover gold embossed; lined with grey velvet and poplin. It has wonderful 
display value, being racked to hold threes instead of sixes. 


The last word in merchandising the staple pieces of silverware. 


For further information ask your jobber or write Sales Promotion Depart- 
ment, International Silver Co., Meriden, Conn. 


1047 ROGERS BROS 


‘ RPLAT 


INTERNATIONAL SILVER CO. 
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A Hammer 
Criterion! 


V&B Vanadium Hammers have 
long been the criterion of ~com- 
parison! 


Made from special V & B formula 
vanadium steel, (4) handled with 
the finest hand-shaved second 
growth white hickory, and (5) 
inspected and approved by the 
Underwriters’ Laboratories, they 
are uniquely superior. The (2) 
patented Vaughan’s Expansion 
Wedge firmly Jocks the handle 
tizht—and is absolutely positive 
insurance of a tight head at all 
times. The octagon neck, (1) and 
round-faced pattern is neat and 
practical, and the special non-slip 
claw firmly grips either a brad or 
a spike. The wax hole (6) is a 
feature especially appreciated by 
those who work with hard wood. 


The special-shaped handle and 
head of the tool gives a hammer 
of minimum vibration and nice 
balance—has created a steadily 
growing demand. Stock them— 
it pays! 


VANADIUM 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


Makers Of Fire ‘Toots 
2114 Carroll Ave. ~ ~ Chicago, lh U.S.A, 











4 HARDWARE AGE 


January 3, 1924 


DUA 





There’s no “skimping” 


in Gem Quality 


It is not an uncommon occurrence 
to find Gem Oil Cans outlasting 
two or three ordinary ones. They 
are made of heavy gauge brass or 
steel with carefully brazed seams 
that do not leak or crack open 
when the cans are dropped. 
And should spouts be accidentally 
broken, new Gem Interchangeable 
Spouts can be quickly screwed in. 


These quality Cans are made for 
users who look upon the purchase 
of an Oil Can as an investment, 
and who expect the Cans they buy 


to give steady, dependable and 
long service. It is to this type of 
user that Gem Oil Cans make 
their greatest appeal. 


Gem Oil Cans are not “skimped”’ 
in quality, nor “skimpy” in the 
profits they return to you. Start 
selling them. Start giving your 
customers the best you can get for 
them in the line of Oil Cans. 


Start by seeing your Jobber about a 
stock of Gems today. 


GEM MFG. CO., Pittsburgh, Pa. 


GEM OIL CANS 
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Here’s the Display Gem Plain Brass — Gem Plain Brazed 
That Sells Them Bench Oilers Steel Bench Oilers 
This Display Stand comes free with Made of No. 20 gauge cold rolled Made of No. 20 gauge brass sheets, 
the Gem Quality Assortment, which Sess ARI, PAGS od te Raab ence! bushings of sl brass 


castings, machine cut; leather wash- 
ers cut from split sides; all parts 


sizes with 3, 4, Br 9 in. spouts, 


popular and called for models. It 6 and 9 in. s4.. are furnished 


will boost your Oil Can sales by 


' bent unless otherwise specified. interchangeable. Highly polished, 
its presence on a counter where Bushings are of solid brass castings, finished and lacquered, most attrac- j 
customers can see it and is worth machine cut. All spouts interchange- tive. Made in % Ye» ¥% and , pt. 
many times the space you allot to it. able. ——_ ies with 3, 4, 6 and in. 
spou 
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CABLE ADDRESS "ATKINSAW~ 
PESERVE THE RIGHT TO CORRECT STENOGRAPHIC ERROR> IN QUOTATIONS OR OTHER MATTER, ALL AGREEMENTS SUBJECT TO DELAYS RESULTING FROM UNAVOIDABLE CAUSES 


u 
H.CATKINS, Pres:cent 
‘ me M A.POTTER. Secretary. 


INCORPORATED FC. GARONER, Treasurer. 
WA ATHINS, Supt 
SHEFFIELD SAW WORKS 


SILVER STEEL SAWS CANARIO TORY 





LANCASTER, N.Y. 


INDIANAPOLIS AND.CSA.., CANTOL WAX FACTORY 


BLOOMINGTON, IND. 
NEAPOLIS 


MEMPHIS NEW CRLEANS. NEW YORK CITY Sales Agents for 
PORTLAND SAN FRANCISCO SEATTLE, 


ba 
SYDNEY NSW PARIS, FRANCE 
VANCOUVER. BC 


Jane 3, 1924. 


1924 
CONTSST ? 
SUBJECT: "Here's Why I Recommend Atkins Silver Steel Saws 
To My Fellow Hardware Dealers." 


For the past several years we have been running a series of unique 
advertisements in this publication which were different from the usual 
style in that they have shown letters from our friends in the trade re- 
garding the handling and sale of our Silver Steel Saws. 


The interest shown by hardware dealers in this series of advertise- 
ments has been very gratifying, much beyond our expectations, so much so 
that for this year, we feel that it will be a splendid idea to have each 
advertisement contain a letter from some first-class, well-established 
hardware house on the subject, “Here's Why 1 Recommend Atkins Silver Steel 
Saws To My Fellow Hardware Dealers." 


Such points as the following may be incorporated in your letter: the 
ouality of Atkins Silver Steel Saws, the exclusive features such as the 
Damaskeen and Mirror finish, the Perfection handle, the taper grinding, the 
suarantee, the straight-forward policies of the company, the selling assis- 
tance, the advertising and any other reasons why you would récommend Atkins 
Saws to your fellow hardware dealers. 


For every letter we accept for publication during 1924, we will be 
glad to pay the sum of $10.00, which is following the same custom that 
we adopted several years agoe To all others sending in letters which are 
not published, we will give a worthwhile souvenir. 


We are desirous of getting this contest started this month, and are 
therefore asking that you submit your letters as soon as possible. 


Yours very truly, 
E. C. ATKINS & CO., INC. 


Contest Bditor 





Macuine Knire Factory 


Automatic FiuinG Room MacHinery 
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A Happy New Year 
to Dou All 


We'd like to get right out into the field—shake 
hands with all our good friends in the Trade— 


_and personally express our feelings. 


But we can’t very well and so we’re taking this 
means of getting our message to you. 


It’s mighty fine to have your Good Will—our 
business couldn’t have progressed and ex- 
panded, as it has, without it. 


We try to do our best every year to please you 
and give you good service and we must have 
succeeded because you have supported us loy- 
ally—1923 was another fine year for us. 


We appreciate this very much and we certainly 
extend to you the Greetings of the Season, 
wishing you all good, and a Bright, Prosper- 
ous New Year. 


Universal Industrial Corporation 


Hackensack, New Jersey 


January 3, 1924 
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In a City of 50,000 There Are 
3,000 Buyers for the Yost Vise 


In a city of 10,000 there are 667 buyers, newable nut, crucible steel jaws, renew- 
and in one of 5,000-—-334 buyers. able pipe jaws, swivel base plate, steel 


The Utility Vise market is big enough beam, screw and handle. 


to warrant every hardware merchant in The Yost weighs but 14+ pounds. Its 
going after the business. m stout 3-inch jaws open to 





314% inches, holding pipe 
from 14 inch to 1% inches. 
Guaranteed throughout. 
Lists at $5.00—the best buy 
on the market. 

Ask your wholesaler or 
write for descriptive matter 
and discounts. 


Two motorists in every Patent 

: Pending 
three, whether city man or een 
farmer, own or rent a pri- 
vate garage where they do 


their repair work. 
All need a Yost Vise be- 


cause of its great usefulness 
and these five features—re- 





saasanaee 








YOST MANUFACTURING COMPANY 
Meadville Pa., U. S. A. Post Office Box No. 443 








Yost Utility Vise 


HOUSEHOLDS -FARMS-PRIVATE GARAGES 
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One of these stands will 
be furnished free to any 
dealer ordering the fol- 
lowing assortment. Ask 
for it. 


Two 6-inch Wrenches 
Three 8-inch Wrenches 
Three 10-inch Wrenches 
Three 14-inch Wrenches 
One 18-inch Wrench 
(Steel Handle) 















—— 
















This stand belongs in your store 


It’s a foot and a half high, litho- Walworth Stillson wrenches. It 





graphed in colors, and it holds 
your diyolay of wrenches so that 
they carnot be knocked off or 
casually shop-lifted. 


Put it in your window, on your 
counter, or hang it on the wall. 
This stand is a permanent display 
of the five most popular sizes of 


features Dan Stillson’s own mark 
that guarantees every genuine 
Walworth Stillson wrench, the 
mark your customers know and 
look for. 


It will be sent free if you order 
it with the standard assortment 
of wrenches listed above. 


WALWORTH MANUFACTURING COMPANY, Boston, Mass. 


Chicago—Cleveland—Glasgow—Kewanee, IIl.—Lon 
— don—New York— 
an Francisco—Seattle—Youngstown. Plants at Reson Ean, aa “iL get 
+ 


WALWORTH INTERNATIONAL COMPANY, NEW YORK, FOREIGN REPRESENTATIVE 


WALWORTH 


Stillson 


Wrench 
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The Simonds Standardization plan makes it more convenient 
for Hardware Dealers to carry a full line of the Blue Ribbon 
hand saws at a smaller investment. The reduction in the num- 
ber of styles has eliminated several numbers and retained those 
that are popular and in constant demand. It costs the dealer 
less and results in more rapid turnover. Carpenters everywhere 
are demanding 


SIMONDS 
SAWS 


These saws are ground full taper which eliminates binding in 


the cut. Simonds Saws are made of Simonds Steel, manufac- 
tured in Simonds own Steel Mill, and consequently the metal has 
an edge-holding quality not found in saws of ordinary steel. 


Simonds Saws hang right and hold more lightly in the hand than 
any other saw. 


Simonds makes all kinds of saws used by Carpenters. 


Write for our catalog and discounts. 


Simonds Saw and Steel Co. 


FITCHBURG, MASS. 


CHICAGO, ILL. LOCKPORT, N. Y. SEATTLE, WASH. 
DETROIT, MICH. MEMPHIS, TENN. MONTREAL, QUE. 
NEW YORK CITY LONDON, a VANCOUVER, B.C. 
NEW ORLEANS, LA. PORTLAND, ST. JOHN, N. B. 


SAN FRANCISCO, CAL. 
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The Wrench I Want!” 


The next best thing to stocking 
Trimo Wrenches, which everyone 
knows about, is to display them so that 
every plumber and mechanic will see 
them. 


This is exactly what the Trimo Self- 
Supporting Metal Display Stand does. 


It gets instant attention—acts as a 
constant reminder and makes more 
sales and more profits for you. 


Your jobber is authorized to send 
this display stand free of charge with 


TRIMONT MFG. CO., Roxbury, (Boston), Mass. 


an order for six each of 6, 8 and 10 inch 
Trimo Pipe or Monkey Wrenches, or 
an equal assortment of them. 


As soon as received fill the display 
—place it on your counter or in your 
window and watch it make sales. 


Trimo advertising in newspapers 
and trade magazines, plus Trimo es- 
tablished reputation, will send custom- 
ers to your store. Trimo quality will 
keep them coming. 


Order through your jobber. 


January 3, 1924 
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How One Sale 
Leads to More 


Sell a vise and it leads to the sale of 
other tools. } 


Ever think of this? 


It means that every Prentiss Vise 
you sell opens the way for selling 
hammers, saws, chisels, planes, 
wrenches, bits, braces, shears—all 
kinds of tools. 





Display Prentiss Vises on the hand- 
some enameled sales board we loan 
FREE with your order for $62.50 

' worth of Prentiss Vises and increase 
your sales and profits. 


Order now, direct or through yout 
jobber. Don’t postpone profit. This 
is modern merchandising. Get 1N “On the Bench 
step with it to make money. \ 


Since 1868” 





Ask Your Jobber or Write to 


PRENTISS VISE CoO. 


108-110 Lafayette Street, New York City 


The Only Vise with Every Improvement 
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Favorably Known by Mechanics for 80 Years 


It was during the presidential term of 
Andrew Jackson, eighty years ago, that 
Maydole Hammers were placed on the 
market. 


Advertising was practically an un- 
known quantity in those days, so there 
was nothing else to do but let Maydole 
Hammers advertise themselves. 


Fortunately the first man to use a 
Maydole Hammer was a good mixer 
and a good advertiser. 


MAYDOLE 
HAMMERS 


THE WORLD’S STANDARD 





_He liked the “Maydole” so well that 
he just had to speak a good word for it 
whenever he met a fellow workman. 
These ‘workmen kept it up. 


Maydole Hammers kept right on 
“Hammering” and their sales kept right 
on increasing. The demand spread to 
all parts of the country. 


Today Maydole Hammers are known 
as “The World’s Standard.” How’s your 
stock? 


Manufactured by 


THE DAVID MAYDOLE HAMMER COMPANY 


NORWICH, NEW YORK, U. S. A. 
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SIXTIETH ANNIVERSARY 1924 
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Nos. 5624, 5624%2, 5724%2 and 582 





WITH 
YOU 
AS LONG 
AS 
‘SKATING 








LASTS 





Nos. 542 and 7 


MANUFACTURED BY 


UNION HARDWARE COMPANY 


TORRINGTON, CONN., U. S. A. 


NEW YORK OFFICE: 151 CHAMBERS ST. 
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Just get it in his hands, 
that’s all 


A good mechanic knows a good tool by the feel 
of it. When he picks up a “Little Giant’ pipe 
wrench he knows he has found a friend. Its 
simplicity appeals to him. Then the very looks 
of its sturdy heat-treated handle and jaw assert 
its reliability. 


But first of all he sees the end opening jaw, 
which makes the “Little Giant” stand out as the 
“one and ,only.”” No man who uses a pipe- 
wrench as part of the day’s work has to ask what 
that proves. It is a life-saver in close corners. 
With it go a longer swing and a better grip, 
fewer slips and less risk of barked knuckles. 


Put one or two “Little Giants” out in front of the 
case, or somewhere around where your customer 
can pick one up. Just let him get the feel of it. 
That’s all you need to make the sale. 


And get one of our orange-and-black counter cards from your 
jobber, or from us. 









GREENFIELD § TAP AND DIE 
CORPORATION 
GREENFIELD, **» MASSACHUSETTS 


Canadian Factory: Greenfield Tap and Die Corporation of Canada, Ltd., 
Galt, Ontario. 


Screw plates, taps, dies, twist drills, reamers, gages, 
pipe tools, machine tools. 
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“Star” Pail 
Excellent cleaning pail for 
household use. Cannot leak and 
drip dirty water. Unlike metal 
pails, they cannot scratch nor 
rust and stain the floors. A 


splendid pail for garbage—so 
easy to clean. 





For Dishwashing 


“Fibrotta’” Keelers have done 
away with the clatter and bang 
of dishwashing. Do not scratch 
or mar _ silverware—lessen the 
danger of chipping or cracking 
dishes. Excellent for washing 
silks and laces. 





Tray 


“Fibrotta’” Trays are _ light, 
easily kept clean and last for 
years. No rattle and _ crash 
even when handled carelessly. 





‘Ye lasts. 
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It’s noiseless! 
It sells easily! 


That’s why dealers are making 
fine profits on ‘‘Fibrotta’’ Ware 


ELL one article of ‘‘Fibrot- 

ta’’ Ware to any housewife, 
club, restaurant or hotel dealer 
—and you are certain to sell 
them other pieces of this unusual 
ware. The reason is obvious 
when you analyze the features 
of ‘“‘Fibrotta’’ Ware. 


IT LASTS!—because it is 
substantially made, in one solid 
piece, by a special process from 
wood pulp. It will not dent or 
warp out of shape. We have 
letters to prove that many arti- 
cles have been in constant use 
over 20 years. IT’S NOISE- 
LESS! The indurated fibre con- 
struction makes it practically 
noise-proof. Thus it silences the 
rattle and bang of cleaning. 


Other important 


‘“‘Fibrotta’’ features 


Impervious to moisture and 
light acids. 

Seamless—‘‘Fibrotta”’ can- 
not leak. 

Made of indurated fibre— 
it cannot rust. 





Easy to clean as wiping a 
china dish. 

It lessens the danger of chip- 
ping and cracking dishes 
and glassware. 

It will not scratch porcelain 
sinks, glassware or wood- 
work. 


It sells easily 


Because ‘‘Fibrotta’’ Ware lasts 
indefinitely, is noiseless, and 
saves work—it sells easily to 
housewives, also to offices, hotels, 
clubs and restaurants. You will 
be reaping a sure harvest of 
profit on a standard, nationally 
used ware. 


Many other ‘‘Fibrotta’’ 


articles 


There are many other useful 
‘*Fibrotta’’ articles such as flower 
vases, measures and funnels, 
fire pails, slop and waste jars, 
etc. Send for ‘“‘The Book of 
‘Fibrotta’,”’ containing sizes and 
data. Address Cordley & Hayes, 
10 Leonard Street, New York 
City. 


rotta 








Cooler 


One of 33 different shapes 
and sizes that answer 
every possible need. They 
are ice savers and sani- 
tary, too; no ice comes in 
contact with the liquid. 
Write fer catalog. 





Umbrella Stand 


Because it is made of 
“Fibrotta”’ it has many dif- 
ferent uses. Excellent for 
use near water coolers as 
a waste paper cup receiver 
—will not leak and drip 
water about the floor. 





Waste Basket 


“Fibrotta’” Waste Baskets 
are waterproof and can be 
easily cleaned and kept 
always sanitary. They are 
not noisy and will not 
scratch like the metal 
ones. (Enameled white or 
green on special order.) 
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Extra Strength 


where strength is needed 
You can’t judge a MORCO Stillson by its 


face value as well as by its pace value. Not 
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gsortg. only good to look upon, but hidden beneath 
> . . ° 
a oF 20 ho the polished surface is a quality that can be 
e ° . ° 
ne HOF, pt ee relied upon. A built-in super-strength that 
ger ce Mr catO ct One in the long run keeps them in service while 
we syvv® of ° ye ° ° 
ie we Seat Pie ® others are discarded. In fact, their usefulness 
¢ ° ° ° ° 
pee of sometimes outlives their users. Besides a cash 
ott profit, they bring a fund of good-will that will 


last as long as you sell them. 


MOORE DROP FORGING CO. 
Sprin¢field, Mass.U.S.A. 


MORCO 


STILLSON WRENCH 








THE ORIGINAL STILLSON PATTERN PiPE WRENCH 
New York Office Chicago Office London Office Paris Office 
74-76 Murray St. 34 N. Clinton St. 27-28 Anning St., E. C. 18 Rue Corbeau 
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AN IMPROVED 
PRODUCT 


We take pleasure in an- 
nouncing a new type of Victor 
Cap Screw for commercial use. 
The New Victor Cap Screw is 
far in advance of all previous 
commercial standard cap 
screws. 


Already known throughout 
the industrial world for their 
tough strength and freedom 
from crystallization and weak- 
ness, the New Victor Cap 
Screw is 30 PER CENT 
STRONGER and TOUGHER. 


Our chemists have devel- 
oped a much better type steel 
for use in manufacturing 
screws. This steel contains a 
higher carbon content. 


We are able, therefore, to 
guarantee our customers—at 
no greater cost—-cap screws 
that are at least 30 per cent 
stronger and tougher than any 
yet produced for commercial 
use. 


VICTOR-PENINSULAR CO. 
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VICTOR-PENINSULAR CO. 


DETROIT, MICHIGAN 
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Lhe Size of your Profits 


DROP-FORGED Te 


Superior 


Drop Forged Wrenches 
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iS go by the Popu- 


larity of the goods you Sell 


Even if you had the time and money to finance a popularity 
campaign for untried products, you would be taking serious chances 
in risking your reputation while recommending questionable or 
unknown goods. 


Especially does this apply to wrenches. They must be right to 
stand the abuse they are always subjected to. Why experiment? 
when the half-century of successful drop-forged tool building of 
Williams tools is recognized by 99% of the wrench prospects that 
enter your place of business. 


The Ford owner above all is a very ready prospect if this wrench 
set is placed on display. It consists of six wrenches, twelve openings 
and will care for every nut on Ford cars. The thin offset Reverse 
Gear Wrench is especially designed for adjusting reverse gears and 
brakes. 


Williams drop-forged wrenches are made right because they 
are. 


Would you like to have our catalog? 


J. H. WILLIAMS & CO. 


BROOKLYN BUFFALO CHICAGO 
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A Substantial Saving 
in 
Price 


THE 1923 WINNER OIL CAN DEAL 


WITH FREE PUMP OILER 
THIS DEAL CONSISTS OF ARTICLES AS DESCRIBED UNDER EACH CUT 
The Deal Contains Just THE AUTOMOBILE PUMP OILER This Automobile Pump Oiler is abso- 
Enough Quantity . lutely “A FREE GIFT” 
as a SEASON STARTER It has not been added to 
for the Dealer the Selling Price 


MOWING MACHINE OILERS 
Seamless Bodies, Extra Wide Mouth 


Ask Your Jobber 
or Write Us 
for Full Information 














MOWING MACHINE OILERS 
Seamless Bodies, Extra Wide Mouth 





The Little Wonder Assortment 
HOUSEHOLD Ol 





muitiienesenaenneet One Only Little Wonder Assortment 
Gross No. 77-3 Yellow Oilers Each Assortment contains Two Dozen Household Oilers 


Wien Dealer’s Name and Address ¥, Gross No. 77-3 Red Oilers 
WELDED STEEL AUTO GASOLINE The Eagle Dandy Assortment With Dealer’s Name and Address 
CAN 





WELDED STEEL AUTO OIL CAN 





Two Only Dandy Oiler Assortments 
4% Dozen No. 50 Gasoline Each Assortment contains One Dozen Copperized 
Steel Oilers 4 Dozen No. 51 Oil Cans 


This 1923 WINNER DEAL is put up in three shipping packages. The total shipping weight is 85 pounds. 

‘When shipped from factory (Wellsburg, W. Va.) direct to dealer, a freight allowance reaching up to an amount of $1.00 
will be allowed on each deal. When shipped to Jobber’s warehouse, a maximum freight allowance reaching up to $1.00 cwt. 
will be granted. 

Each Deal contains a liberal quantity of display matter for the dealer’s use. 


EAGLE MANUFACTURING COMPANY 


MAIN OFFICE AND FACTORY 


WELLSBURG, WEST VIRGINIA 
narkeneerive J. C. McCARTY & CO., 29 MURRAY ST., NEW YORK CITY, N. Y. 
REPROSERER TIVE CRAWFORD & BECHTEL, STAHLMAN BLDG., NASHVILLE, TENN. 
REPRESENTATIVE J. J. BROWN SALES CO., 618-620 AMERICAN BANK BLDG., LOS ANGELES, CALIF. 
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Card illustrated is No. 145-E, an assortment of popular, fast-selling 
Lever Locks. Card size 10% in. x 6% in. 


Edwards Steel Display Cards 
Catch the Customers Eye 


The unusually pleasing presentation of padlocks on Edwards Steel 
Display Cards, arrests the attention of hardware store patrons. Un- 
consciously the customer is reminded of his padlock requirements and 
he makes a purchase which otherwise might be neglected. As a 
means of increasing the sale of padlocks, these attractive and durable 
cards hold an incomparable place in the hardware field. They cost 
no more than our old card board cards. 


Card assortments made up of Edwards popular priced best selling 
padlocks. These locks offer ample security and durability. 


THE O. M. EDWARDS CO., Inc. 


Main Office and Factory 


SYRACUSE NEW YORK 


January 3, 1924 
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~Never again,] say!” 


—‘“‘for example, consider Dietz Lanterns! They are sold at a fair price 
that is well known to all Retailers. 


“We, as a Jobbing House could take on a private brand of lanterns 
at a slightly lower price than Dietz Lanterns cost us, but what would 
be the result? 


“We say that the expense of selling a Private Brand Lantern makes 
an additional profit necessary. 


“Very true, but what about the Dealer? His selling expense is also 
increased ? 


“Suppose he claims his share of this extra profit that we are making, 
what will we do? 


“Gentlemen :—I advocate during 1924 a strict adherence to adver- 
tised brands of merchandise at established prices! There’s more 


? 


real profit in them! 


Largest Makers of Lanterns in the lV drld—Founded 1840 
Output Distributed Exclusively Through the Jobbing Trade 


R. E. DIETZ Company, NEw YORK 
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Here’s the Proposition 


The Mirro Display Stand Selection 
includes 217 articles, expertly chosen to 
sell. No slow movers. It costs $98.00, the 
regular wholesale price of the goods. The 
$21.50 Display Stand costs exactly noth- 
ing. The combination gives you a complete 
Mirro Department, ‘‘ready to use”’ and 
all set for making money. 


NEXT 


PAGE 


FREE This $21.50 
display stand 
Dimensionsat base,2 feet by6 feet. 
Height, 4 feet. Provides 42 square 
feet of display space. Mountedon 


casters. Adjustable shelves. Fin- 
ishes: Mahogany, Oak, Gray. 





Your Profit-Opportunity 


Total retail selling price of goods *$149.75 





nn 5 5 etn : 98.00 
(Terms: 2/10, 1/30 from invoice date. F.O.B. factory) 
Ds. 4 aan ies <a ae 


(34% on selling price) 


(*For extreme Western and Southwestern States: total 
retail selling price, $173.60; cost to dealer, $98.00; margin, 
$75.60, or 43% on selling price) 


WHAT 
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DEALERS SAY 


Kee RAO MS i 4 57. 
2 Cee 











ee en 3 es CGR ais ? : Bi aia etic - » Rice ee eer, ho eee Fe eee eae 
et, > sb eh epee got erg aa 2 2) fa ee Ra ee i La Sle og etl Brule ike Ree Sait Sd 1 nas 
ates Rates Beate SM EL RIE RT SRNL TE TOSS TEEN RPE LE PR EY a esi ya Sei chee ie UE ata 





wa 
Po 
& 
) 
Do 

a 

s 
$ 

* 


ee 
gh ca 


RR opeas Ghee es oo 
FI SEMI Eel eae Oe EET ear 
Savi 











—_ r 
A, Ee 














January 3, 1924 


the goods”’ 


HARDWARE AGE 


Read what these dealers say 


I am using your Mirro display stand 

and must re-order every few weeks 

to keep up with the sales.—E. C. 

SAECKER, Lake Mills, Wis. 
es 


Certainly like the Mirro display 
stand and only wish I had two more 
to match up with it.—M. C 
STURTEVANT, Great Barrington, 
Mass. 

e '.2@ 


I have sold more aluminum in the 
three weeks that I have had the 
stand than I did in months before. 
—JOHN PAULUS HDWE CO., 
Port Washington, Wis. 
* a 

Placed the stand at front of store in 
a good position and the ware is sell- 


ing nicely. —_CLARK HDWE. CoO., 
Windom, Minn. 


We know now how to sell aluminum 
ware, thanks to you.—JOHN M. 
DEAN CO., Arctic, R. I. 

2k * 


Almost every lady coming into the 
store has something to say about it 
and most of them buy something 
in the Mirro line before leaving.— 
H. G. SMITH HDWE. CoO., Clear- 


water, Fla. 
* * 


Yes, we can sell more aluminum 
goods off the stand than off our 
shelves, as people can walk around 
it, lift the article displayed, covet, 
and then buy.—THE I. C. HARD- 
WARE CoO., Detroit, Mich. 

* * 


It catches the eye of every customer. 
—THE RACKET CO., Bell Buckle, 
Tenn. 


The Mirro order with the display 
stand is all that is claimed, as it 
surely sells the goods.—ROBERT 
LOHMANN, Wheatland, Iowa. 

* 


* 


We find it sells more goods than if 

they were on regular shelving.— 

WEINRICH STORE, Chester, Ill. 
* * 


The display stand has increased our 

aluminum business fully 50%. — F. 

M. SHOFFNER, Bolivar, Mo. 
ee 


While unpacking the shipment, the 
writer made several unnecessary 
remarks about some of the items 
included in the assortment. And the 
ones.I expected to have to dust for 
the next ’steen months were the first 
ones sold.—L. E. SALISBURY, 
Mason, Mich. 


1500 Dealers Already Know That 
This Plan Gets Results 
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Within the space of a very few months, 
1500 dealers all over the United States 
have bought the Mirro Display Stand Se- 
lection. Read above what they think of it. 


It was bound to succeed—it is bound to 
succeed with you—because it is a sound, 
constructive selling plan, combining 
these three factors: nationally known 
quality goods; effective display; and 
wide variety to stimulate buying. It 
produces healthy, permanent results; in- 
creases volume, turnover, and profit. 


Current Mirro advertising features the 
Mirro Display Stand. A full-page adver- 
tisement in The Saturday Evening Post 
calls attention to it; so do advertisements 
in Delineator, Designer, Good House- 
keeping, McCall’s, Pictorial Review, 
and Country Gentleman. In addition, 





we furnish with each stand a complete 
outfit of display cards, signs, miniature 
catalogues, baking folders, and dealer 
advertisement with cut. Thus national 
advertising and store advertising are 
linked to insure success. 


You need this plan in your business. It 
will give you a complete Mirro Depart- 
ment, and maké it easy to sell a quality 
line at a quality profit. It will sell more 
goods with less effort on the part of you 
or your clerks. 


Do what 1500 dealers have already done. 
Order the Mirro Display Stand Selection 
now and start it selling for you. Write 
today. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 


CVMIRRO 


The Finest Aluminum 
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Outstanding Stores— 


EALERS who are a real factor in the hard- 
1) ware trade are building their business on 

the basis of quality goods that will stand 
up and deliver service and satisfaction to their 
customers. 
@ These better dealers in all communities make 
certain of having a quality product in every item 
that they sell. Plymouth Rope makes its strong | 
appeal because of its uniformly high quality, re- 
saleability, and the fact that it is widely distributed 
by strong and favorably known jobbing houses, 
thus insuring prompt, reliable and efficient service. 
@ The progressive hardware dealer is influenced 
by advertising, and is most usually handling na- 
tionally advertised lines. He is therefore “sold” 
on the consistent program of Plymouth Rope ad- 
vertising and dealer selling helps which are ena- 
bling him to further develop his rope trade on a 
profitable basis. | 








Are you selling Plymouth Rope? 
If not, write us direct for infor- 
mation and convenient source of 
purchase. 





PLYMOUTH CORDAGE CO. 


NORTH PLYMOUTH, MASS. 
WELLAND, CAN. 


PLY MOUTH gecceanist 
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This question, presented 
as reproduced at the right, 
is asked of farmers all over 
the United States. It is 
taken into farm homes by 
four and a half million 
copies of farm _ papers. 
Our advertising of fence 
reaches almost every farm 
owner in your county. 


We know that farmers 
depend a lot upon the 
judgment of their dealer 
in choosing fences. Our 
advertising endorses this; 
but it gives an added in- 
centive for farmers. to 
consult the dealer who 
handles our fences. It in- 
spires confidence in that 
dealer, and confidence will 
help sell everything in 
your store. 


You can get more fence 
business by handling our 
brands and joining us in 
our progressive plan to 
increase the use of these 
fences in your commu- 
nity. Our plan also in- 
cludes advantageous pur- 
chasing of all your wire 
needs such as barbed wire, 
nails, gates, steel posts, 
etc. Write for full infor- 
mation. 


New York 











Chicago 


How Do Farmers Buy Fence? 


ow Do You Buy tence? 


= ‘Pitisburgh Perfect” 3m Fence 











Fences come in many different styles, heights, weights 
and types of construction. How do you find out the 
exact fence that meets each need most satisfactorily and 
economically? Our agent near you will give you unbiased 
help in choosing your fences because he handles both our 
hinge-joint and stiff-stay fences in various styles. 


"HINGE 


‘Columbia JOINT Fence 


“Columbia” Fence is made of open hearth steel wire, 
heavily galvanized to resist rust. It fabricated with 
the “Columbia” Hinge-Joint that grips with Grit, 
forming a strong, flexible fence. Supplied in standard 
styles of farm and poultry fence. 


“Pittsburgh Perfect” Fence is representative of the 
stiff-stay type, and is fabricated by our perfected electric 
welding process. This produces a fence fabric that com- 
bines strength and durability with exceptional neatness. 
Made in a wide range of styles for farm, poultry and 
lawn. Fully guaranteed. 











Have A Nice Lawn 


The unusually attractive designs of 
“Pittsburgh Perfect’? Lawn Fence enable 
you to have a nice, well protected lawn. 
Because of their strength, beauty and 
closely spaced wires these fences are also 
popular for enclosing parks, play grounds, 
athletic fields, cemeteries and orchards. 
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Pittsburgh Steel Company, 


Memphis 










In our complete line of farm, poultry, garden and lawn 
fence you will find the correct design, weight and size 
for every inclosure. See your dealer, if he does not have 
these fences write us and we'll see that you are supplied. 
Our Good Fence Catalogues sent free. 


Pittsburgh Steel Company 


700 Union Trust Building, Pittsburgh, Pa. 
New York Chicago Memphis 


Dallas San Francisco 
— ier , | 
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Pittsburgh, Pa. 


Dallas San Francisco 


























: : 


VALE MADEJS YALE MARKED | 












The Yale G-15 Guard 
Lock Display Board 
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Sell the 
Yale 44 Automatic 


RING this unusual lock to the attention of every one 

of your customers. Show them how it works. Hold 

the guard slide back and let the bolt spring out its full 

double throw. The Yale 44 Automatic is a night latch and 
dead lock combined. 


People are beginning to realize that the police can’t be 
everywhere at once. And as long as doors are inade- 
quately protected there’s a chance for burglary. 


Sell the Yale No. 44 Automatic; and the Yale No. 92 


Hook Bolt and the Yale No. 10 Steel Bar Guard Locks. 


And here’s a guard lock display board to help you. 


Thousands of these boards have been distributed to 
Yale dealers who, have profited by the tie-up with the 
Yale national guard lock advertising in the leading 
publications. 

The volume of inquiries we have received for Yale 
guard lock booklets proves conclusively that Yale adver- 
tising is successfully bringing real business to the dealer. 

Are you prepared? Send for a supply of the new book- 
let ‘Ever Examine a Burglar’s Kit?” 


Yale products are distributed by jobbers everywhere. 


The Yale & Towne Mfg. Co. 
Stamford, Conn., U. S. A. Canadian Branch at St. Catharines, Ont. 


YALE MADE !IS YALE MARKED 


Night Latches, Dead Locks, Builders’ Locks and Trim, 


Cabinet Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 
ee 
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SCYTHE STONES | 





¥ Cradled His Grain 





Sterling 


Substantial, light running. 
Mounted with a “‘Cleveland”’ 
Grindstone, genuine Berea 
or Lake Huron grit, which 
we alone manufacture, 19 to 
22 inches in diameter, 134 to 
2%, inches thick. Frame can 
be set up in a jiffy—merely 
by manipulating one bolt. 
Shipped knocked down and 
crated. 


Three quarters of a-century ago the farmer sharpened 
his cradle blade on “Cleveland” Grindstones and scythe 
stones. Since then the reaper replaced the cradle; the 
thresher replaced the flail; the tractor superseded the 
horse drawn plow, and the “surrey” gave way to the 
automobile. 


But “Cleveland” Grindstones and other Cleveland Stone 
Company products are today used in even greater num- 
bers by the sons and grandsons of the farmers who cra- 
dled their grain. 


What a splendid tribute to the name “Cleveland”’—to 
the dependability that the name has represented for so 
many years. And how powerful a selling factor this is 
to the hardware trade! 


Illustrated above is the new 1924 display carton for 
Sterlith scythe stones. Colorful and attractive. Prom- 
inently displays the fact that Sterlith scythe stones are 
the product of The Cleveland Stone Company. They 
are sure and certain sellers. Order through your jobber. 


The Cleveland Stone Company 
Cleveland, New York and Boston 








Harvest King 


Frame of heavy angle steel 
1%” x 1%” x %&”, strongly 
braced ond is “‘euniseed with 
our standard high grade se- 
lected ‘‘Cleveland’’ Grind- 
stone. Shipped folded com- 
plete,stone crated separately 
to save freight. 
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ARGENT advertising to users 
of locks and hardware goes 
back over a great number of 
years. Always, it is attractive 
in its presentation, consistent in 
its facts, persistent in its appeal. 


It is not.claimed that this ad- 
vertising has an immediate effect 
on dealers’ sales, but the adver- 
tising of last year has created a 
demand for locks and hardware 
to be used in buildings now un- 
der construction. The advertis- 
ing of 1924 will influence many 
who are thinking of building to 


January 3, 1924 


Sargent Locks 
and Hardware 
illustration 
from a na- 


tisement. 


Building Good-will for Sargent Merchants 


use Sargent Locks and Hardware 
when the time comes for them 
to build. Sargent advertising 
adds weight to the force of retail 
sales efforts. That it has created 
a good-will which breaks down 
normal sales resistance is proved 
in part by the steady growth of 
Sargent & Company, and the wid- 
ening circle of Sargent dealers. 


Sargent advertising is supple- 
mented by dealer co-operation 
such as free electros, interesting 
folders for mailing and counter 
use, etc. 


SARGENT & COMPANY 


Hardware Manufacturers 
NEW YORK: 92-98 Centre Street 


NEW HAVEN, CONN. 
CHICAGO: 221-223 W. Randolph Street 


tional adver- 
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~ Samson Spot Sash Cord 





Trade Mark Reg. U. S. Pat. Off. 


Phoenix Sash Cord 


Trade Mark 





Trade Mark 
Reg. U. S. Pat. Off. 


Sachem Sash Cord 


These cords do not have loaded centers to increase 


the weight and decrease the wear. Even the Sachem 
brand will wear at least twice as long over pulleys 
as the best loaded cord. 


Ravel the End of Sash Cord 
and Look at the Center 





There is sash cord on the market containing a center 
loaded or doped with cheap weighting material, for 
which the uncautious buyer pays the price of honest 
cotton. This center is put in to increase the weight 
of the cord and the price per foot. It stiffens the 
cord and greatly decreases its durability. 


Send for Catalogue, Samples and Information 


Samson Cordage Works, Boston, Mass. 
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NEW TYPE OF BOLT is 
about to be placed on the 
market. 


Uniform molecular structure 
gives great strength. 


Threads, produced by a new 
process, are accurate to within 
.0005”. 


Their use will result in very 
considerable economies of time 
in assembling of bolted parts. 


RUSSELL, BURDSALL & WARD 
® BOLT& NUT COMPANY ©* 


PORT CHESTER.NY. 


PEMBERWICK.CONN - CHICAGO - SAN FRANCISCO - ROCK FALLS.DA. 
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Build steady 


from this roll 


"Tews. J 
owes 





When you sell your customer Richardson Rubbertex 
Roofing you give him a value that he will appreciate. The 
unusual long-wearing qualities of this roll roofing make 
for repeat business. And every roof covered with Rubber- 
tex can be depended upon to sell others. 


A real story of inner quality also makes Richardson 
Rubbertex Roofing easy to sell. You can tell your cus- 
tomers why it outwears other roll roofing. Its inner 
materials, Richardson felt and Viskalt assure years of 
service. That’s why it is building an ever-increasing 
business for hardware dealers everywhere. 


Why it wears longer 


The inner foundation of Richardson Rubbertex Roofing is 
Richardson felt, which has excelled for more than a 
century. And the waterproofing for this sturdy founda- 
tion is Viskalt, unusually durable because it is a 99.8% 
pure bitumen, especially vacuum-processed. 


Rubbertex is equipped, moreover, with Pyramid Kaps 
for laying. They do away with buckling on laps and 
flashings, which experienced roofers claim is responsible 
for 90% of all leaks in a prepared roofing. Instead of 
centering the pressure on each nail, Pyramid Kaps dis- 
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tribute it evenly and continuously along the entire 
length of the lap. 


More selling help 


In addition to having the quality that makes for repeat 
business, Richardson Rubbertex Roofing is partly sold to 
your customers before they enter your store. Persistent, 
concentrated advertising makes them prefer Richardson 
Roofing products. 


During 1923 a new and powerful advertising campaign, 
largely in color, brought an almost unbelievable increase 
in sales to dealers handling Richardson Roofing. And 
they will have the benefits of a 1924 campaign greater 
than ever before. 


Why not share this business in a big way? Write us 
now for details and samples of Rubbertex Roofing. We 
will also send you information on Lok-Top Shingles and 
Viskalt Paints and Cements, other Richardson products 
which are making profits for hardware dealers. 


CYke RICHARDSON COMPANY 
Dept. 61-A, Lockland (Cincinnati) Ohio 
Chicago New Orleans New York City Atlanta Dallas 





Note how firmly and evenly the lap 
is Clamped tight to the roof by the 
Pyramid Kaps 
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Russwin Fire Exit Bolts. No. 40 for single doors; No. 260 for double doors. 


IN WISCONSIN 


All outside doors of every public building 
in the State must be equipped with approved 
fire exit devices. 

There is no requirement which Russwin 
Fire Exit Bolts will not meet. And, though 
there may be no fire-exit device law in your 
State, there are hundreds of owners and 
builders who want exit devices that will 


IT’S A LAW! 


never fail in time of need—men who will 





‘buy Russwin Fire Exit Bolts on sight. 


For every type of door there is a Russwin 


’ Fire Exit Bolt—a bolt that locks firmly, 


yet releases instantly at the slightest pres- 
sure on the inside bar. Simple to operate, 
as devices on fire exits should be, and built 
—like all Russwin Hardware—to give a 
lifetime of trouble-free service. 


“To Russwin-ize is to Economize — 
The economy of the best.” 


RUSSELL & ERWIN MFG. CO. 


The American Hardware Corp., Successor 
NEW BRITAIN, CONNECTICUT 


New York 


San Francirco 


Chicago : 


Nev nmn 
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Mind you, in just three months time—the 
months of October,. November and December, 
1g21—5400 merchants closed their doors in bank- 
ruptcy. ; 

In the majority of cases, over-extension of 
credit was the principal contributing cause of fail- 
ure—non-collectible accounts, in which credit 
had been extended far beyond the ability of the 
customer to pay. 


And 90% of these merchants did not realize 
how deeply the customer had gotten into them 
until—too late. 


During that same critical period of business 
uncertainty, tens of thousands of other merchants 
kept within safe limits of extended credit by 
using the McCaskey “One Writing” Credit Sys- 
tem. 
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They played safe when ready money was ata 
premium—they’re playing safe now. 


Because the McCaskey System safely limits 


credit extension, speeds up collections, eliminates, 


disputed accounts and makes it possible for the 


customer to pay in full at any time he has the. 


money. 


McCaskey methods are simpler and easier than, 


the day-book and ledger, because everything is 
automatic. : 


? 


Just “One Writing” on the original order is all; 


that is required. The McCaskey does the rest. 


Mail that coupon today. 
McCaskey Credit System for merthants. It 
won’t obligate you at all. Delay is costly. 


THE McCASKEY REGISTER COMPANY, 
Alliance, Ohio. = 


Galt, Canada 
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“he McCaskey Register. Co., 
Alliance, Ohio 





key Credit System. 





Please forward information 
and description of the McCas- 
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Machine Screws 
Stove Bolts 
Tire Bolts 
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American Screw Co. 


PROVIDENCE R.1, 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, 
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| HERE IT IS -- - it’s NEW 


the BLUE RIBBON LINE 
of SEMI-STEEL TOOLS 






We have always been told that Gray 
Iron Products were good,—easy to 
peng tia = sell,—profitable—and fast in turn- 

auf 40e ks See over,—and sales have proved it. We 
= = —————— believe that this new 4 of Steel 
The Blue Ribbon Line of Semi-Steel 

UTILITY CLAW HAMMER Hammers, Hatchets, Axes, Tin Snips 








8, 12 and 16 oz. Very latest design, wonderfully bal- : : oe 
anced, specially hardened face. Short Claw that digs and pliers, will evoke ‘glee more favor 
on small nails like a ferret. Selected hardwood handle. able comment, — and will sell even 


Better hammers don’t come for house use. 


better. 


All these tools bear the Gray Blue 
Ribbon Trade Mark and Label. They 
represent our best efforts in Semi- 
Steel manufacture. Their appearance 
is an improvement over any we have 
yet made. They are priced as “right” 
as any could be priced and are liberally 
discounted. In short, the Blue Ribbon 
Line is an ace in popular priced tools, 





UTILITY HAND AXE 





Will prove a popular, fast seller. A lot of axe for : : 
the money. Genuine Gray, semi-steel, unusual edge- backed by a 20 - ear reputation of fair 
holding ability. Will cut hardwood. A trade winner dealing and quality. 


and a sure repeat seller. 


JOBBERS and DEALERS 


We will be glad to give you complete in- 
formation on the Blue Ribbon Semi-Steel 
Line, if you will write for it on your busi- 
ness letterhead. Do so today. 


Gray Iron Foundry Co. 


READIN ; 
UTILITY TIN SHEARS : ” Est. 1903 = 


Semi-Steel blades of extreme hardness and cutting 
ability. Excellent shears for ‘round-the-home use. 
Will last indefinitely if used properly. The kind of 
tool that makes friends for your store. 


- oo Oe yw ee --* 
>. - oeoeonoenonewnmwoeoeweeeeeoeeeoeseeesneoeo0leeeteoesveoeoveoneoeeeeeseceeeaseeeeoe*neeaeeseeoneeeoe eeeeeteeeeeeeee ee @ **e © * ee @&e ee & lied eee? 
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DROP FORGED 


Make a tremendous appeal to the motorist because of 
their very evident quality, great usefulness and popu- 
lar price. Full size and black Japan finish with pol- 


AUTO BALL-PEIN HAMMER ished jaws. You won't regret selling it. 


12 oz. and 16 oz. Especially designed for your auto- 
mobile trade. Genuine Gray, semi-steel, specially 
hardened head and pein. Snappy finish—high grade 
hardwood handle. hen you sell these once you'll 
sell them always. 











Tn ate Bade, 


ESTABLISHED 1903 


| 
, 
| 
COMBINATION AUTO PLIERS 


. 4 
: : GRAY IRON FOUNDRY CO. 
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GRAY-WICK 


SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 
Galvanized After Weaving 


Electro Zinc Coating of uniform 
thickness and enameled with white 
varnish, both being applied after 
weaving, which binds wire toget- 
her and makes a dull gray finish 
throughout. 


Made in even inch widths from 
18 to 48 inches. 


12 Mesh, No. 33 gauge each way 
14 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 

No. 34 gauge warp 
18 Mesh, No. 34 gauge filler 

No. 35 gauge warp 


Also Other Brands 


Cortland Black Enameled 
White Metal Finish Galvo-Black 
Wickwire Bronze Premier 





Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


FACTORY AND MAIN OFFICE 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1892 
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CHATILLON FAMILY SCALES 
SELL READILY 


The careful hardware dealer stocks only those items that 
will reflect credit upon his store. That in itself is one of 
the strongest reasons why you should sell Chatillon Family 
Scales. . 


The lady of the house controls the purchase of most articles 
sold in a hardware store for use in the home. She should 
have a family scale to check up purchases of groceries, meat, 
etc., and also to measure off quantities when preserving. 


When you sell a Chatillon Family Scale, you sell a worthy 
article, one that will give excellent service and Accurate 
W eight for many years. 


The handsome appearance and moderate price of Chatillon 
Family Scales immediately attract, and help the dealer to 
sell these scales. 


Ask your jobber for prices and fuil information. 


JOHN CHATILLON & SONS 


Established 1835 
85-99 Cliff Street New York City, N. Y. 
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Do you believe in 


Concentrated 












Read This 


ON’T waste another minute. Ac- 
quaint yourself at once with the 
Wetherill Atlas monthly sales plan—‘“The 
Profit Maker for the Dealer.” It’s the great- 
est sales proposition ever offered you by 
any paint manufacturer, and it is going to 
put over the concentrated sales idea very big 
for Wetherill Atlas Dealers. Are you one? 


Do not make the mistake of letting this 
opportunity for sales and profit pass—it’s 
too good. Write to-day. 








Have you a Home Beautiful Paint Stock—the very 
















Wetherill’s newest and most logical method of carrying and 

ATLAS — ne? A 1 

merchandising paint? A complete, compact, con- 3 

ome . ° e ° 

Beautiful venient, stock of every paint needed inside or out- The 

one i side the house—occupies 134 square feet floor soe oaih 

_— rg it ff space and you can obtain it on the most “The profit 

itl: fiir liberal terms ever offered a dealer. maker for 

% + ) 1 it ir i aoe ¥ the dealer’’ 


ia 


— — 
oe 
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GEO. D. WETHERILL & CO., INC. 
113 ARCH STREET 
BOSTON PHILADELPHIA MEMPHIS 
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Everyone will use Chains more 
when they discover 


FFNONC 


For you can put them on and take them off 
in a hurry. And you can put on a new cross 














chain quickly anywhere, any time. 


This means more chain sales—more OF F’N’ON 


Chain sales—more profits for dealers. 


Order from your jobber today. At the same 
time, spare cross chains should be ordered. You 
can sell an extra set with every chain. 


This patented lever lock makes it easy 
to put them on and to take them off. 
It takes up slack; thus saves wear on 
tires and chains alike. No more lost 
chains—no more loose chains. 


Write at once for further The Slip-on Link 


particulars, 
giving the 
name of 
your jobber. 










This patented slip-on link makes it 
easy to take off theold crosschainand 
put on a new one. A child can do it. 











PYRENE MANUFACTURING 
COMPANY 


Makers of Pyrene Fire Extinguishers 


520 Belmont Ave., Newark, N.J. 


When your fingers close 

the lever lock the slack 

ig taken up and the 
chain is absolutely 


BRANCHES: 
secure. CHICAGO—17 So. Jefferson Street KANSAS CITY—2010 Grand Avenue 
ATLANTA—164 Spring Street SAN FRANCISCO—977 Mission Street 
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“The Recognized Leader” 


The nétable success of GALVANOID—its established 
leadership—inay be attributed to the good service, year 
in and year out, which it has given to the consumer. 


GALVANOID is the best grade of zincked cloth made. 
REASONS WHY :— 
. It is woven on modern power looms of best hard steel wire 


obtainable. 


. It is heavily zincked after weaving by our modern electric 
process, of which we are the originators. 


. The protective coating is of uniform thickness and is non- 
parous, making GALVANOID the most durable grade in 
its field. 


The pleasing gray finish is the same throughout. 


5. This attractive finish is protected by a covering of varnish, 
which is baked on. 


. GALVANOID is firm because the coating of zinc and the 
covering of varnish, both being applied after weaving, tend 
to bind the wires together. 


. It will lay flat when rolled outy 
. It stretches well. 


) We have a rigid inspection system—nothing that is not 
first class leaves our mills. 


10. GALVANOID is wrapped well and labeled attractively. 


Thousands of dealers in every State in the Union are selling 
GALVANOID at a better profit. At the same time they are 
giving to their customers more value in screen cloth. 


We also manufacture PAINTED, GALVANIZED AND 
AMERICAN BRONZE (90% Copper and 10% Zinc) 
SCREEN WIRE CLOTH. 


Order through your Jobber, 


AMERICAN WIRE FABRICS CORPORATION 


Subsidiary of WICKWIRE SPENCER STEEL CORPORATION 


General Offices: 41 E. 42nd Street, New York 
Western Sales Office: 208 So. La Salle Street, Chicago 
Philadelphia Chicago San Francisco Los Angeles 
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September 24" to October 1* 1924 
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The Judges for the Cunningham $5,000 Window Trim Contest held during Cunningham National Radio OO Bt | 
Tube Week, September 24th to October Ist, 1923, have after due deliberation, from a disinterested and unbiased aa 
viewpoint, lloRed the fifty-one prizes as stipulated in the rules of the contest, declaring a tie for sixth place. ~ TE ied 
Following are the names and addresses of the Radio Dealers who shared in the awafds and the manner in which 
the prizes were awarded: 


Lester’s Radie Snoppe, J There being a tie for sixth place, the same prize has been 
Los Angeles,Calif.. . . . . . $1000—First Prize allotted to the two dealers participating in the tie, increasing the 
— Hardware Gompany, total amount of the prizes from $5,000 to $5,1 
Minneapolis,Minn. . ... . 750—Second Prize 
Electrical Appliance Shop, Geo. C. Wille & copa, 
Los on Calif... . . . . . §00—Third Prize yo Ohio . « « « $100—Sixth 
Hardware Company, Hook Drug Company, Tie 
Minn Ph 6-6 « «© » 250—Fourth Prize indianapolis, ind. . . .... 100—Sixth 
Pincus & Murphey, 
Alexandria, La. . 150—Fifth Prize 


$50 HONORABLE MENTION 


The forty-five prizes as eae in the rules of the Contest are awarded to the following Cunningham Radio Tube Dealers 
for windows of Honerable Ment 


Banister & ni Co. , Lindemann Auto & ne Co., E. M. Sargent Co., 
Newark, N. J. Enderlin, No. Oakland, Cali 

W. E. Berry—Radio, Louis D. Rubin Blee'L Co., Inc., Selby & Reed, 
Waoo, Tex. Charleston, S. C. Martins Ferry, Ohio. 

Jesse C. Cutler, Mason, Pyle & Parkhurst Radio Harry a Smith, 
Brookings, So. Dakota. Co., Webster City, Ia. 

Ehrler Radio Co., Mid-Continent Radio Corpn., PA vy Plbg. ‘& Elec. Co., 
Chicago, Ills. Ft. Worth, Tex. Taylor, Tex 

Equipment Sales Co., Midwest Radio Co. ; Stoehrer’s Ele setric Shop, 
San Diego, Calif. Kansas City, Mo. Oxnard, Calif. 

Ervin’s Electrical Co. Murphy Macla Hardware Co., H. C. Tafel Co., 
Parsons, Kans. Great Falls, Mont. Louisville, Ky. 

Evers Hardware Co., Newark Radio Supply Co., The Broadcast Shop, 
Denton, Tex Newark, N. J. Washington, D.C. 

Fortner Gumene Supply Co., Oscar A. Huelsman, The Brown Pharmacy ; 
Sterling, Colo. Fond du Lac, Wis. Chanute, Kans. 

C. H. Gilham’s Radio Store, Paramount Radio & Elec. Co., The Motor Supply Co., 
Brownwood, Texas. Atlantic City, N. J. Seattle, Wash. 

Robert A. Goodall, H. Y. Parrott, The Radio Distributors, 
Ogallala, Nebr. Dennison, Tex. Long Beach, Calif. 

Thos. J. Green, Pfahl Electric Co., The Salzer Electric Co., 
Winona, Minn. Cleveland, Ohio. Cleveland, Ohio. 

Haskell Electric Co., Prest Electric Co., Thibaut & Mautz Bros., 
Holyoke, Mass. San Bernardino, Calif. Marion, Ohio. 

Lazar & Son Music Center, P. 8. Radio Service Co., Weed’s Radio Shop, 
Chicago, Ills. C leveland, Ohio. Portland, Ore. 

Long Beach Radio me, QST Radio Shop, Willapa Electric Co. 
Long Beach, Calif. Tacoma, Wash. Raymond, W ash. 

H. Lesser & Company, Radio Sales & Repair Co., Wolf Electric Co. 
Cleveland, Ohio. Cleveland, Ohio. Beaver Falls, Penn. 


We take this occasion to extend our deep appreciation to the thousands of Radio Dealers located all over the 
country who so whole-heartedly entered into the contest and while many of them did not carry off one of the 
prizes they nevertheless have placed themselves in the front ranks of live Radio Dealers in their respective local- 


ities and have the hearty co-operation and earnest support of this organization. 
\ il 


ome Office: 
182 Second Street 154 West Lake Street 30 Church Street 
San Francisco Chicago New York 
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Headquarters 


for 


LUZON 




















BINDER TWINE 


The increasing demand from 
year to year 1s the best evi- 
dence that Luzon Twine 
stands second to none. 





It is carefully made and 1n- 


spected by skilled workmen 
and 1s unexcelled in quality. 


If interested write us for facts, or see our salesmen. 


The Geo. Worthington Co. 











Hardware 


CLEVELAND 


Established 1829 
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DULUTH-DISPLAYED GOODS ARE TWO-THIRDS SOLD 
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Duluth - equipped 
store of Torrance, 
Hdw. Co., Torrance, 


Cal. 





Doubles Your Turnover 
without increasing your payroll! 





Hardware stores that have installed Duluth display equipment tell us that they now 
turn their stock more than four times a year—which is twice as often as average! 





4 Yet they haven't increased their payroll a penny—indeed, they are able 
to put some of their clerks on new and more productive specialty lines! 


You don’t have to rely on guesswork, either, when you install Duluth dis- 
play cases. Our engineering service department can tell you just what 
Duluth installation will best display your goods and speed up your turn- 
over. If you will give us a rough sketch of your floor plan, together with 
a brief statement as to turnover, yearly volume, * ™ 
etc., we will give you the facts as to how you can 

increase your profits without adding to the pay- 








Motorists Spend 


‘ . — Money Easil 

Tale to Cotieg 19 roll or increasing your advertising. 7 ’ 

which will show you 
how to display your Display automobile 
ai aa te te Ask, too, for Catalog 19 shown at the left. It rrenarayenc wt — 
deuhle your profits. proves how compact, economical and well built aE omens 
rite for your copy ° wi eep your cas 
Duluth cases are. It’s free, of course. register ringing! 


today. 
oday Look particularly 


for the right acces- 
sory display equip- 
ment in Duluth 
Catalogs 19 and 33. 


DULUTH SHOW CASE CO. 7 
DULUTH, MINN. | 
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You can sell a Gross this month 
If you use the Success Sales Plan— 


Winter’s the time to stage a real Sale on Auto 
Vacuum Ice Cream Freezers. 


If you want to cash in on our Success Sales Plan 
we'll show you how. 


The Auto Vacuum revolutionized the making of 
ice cream in the home. And it is revolutionizing 
the selling of Freezers. 


The Success Sales Plan goes right to work for you 
bringing in actual sales. All you have to do is to 
send us an invitation to start it. 


AUTO VACUUM FREEZER COMPANY 
220 West 42nd Street, New York 


Auto ACU UM cxiSix FREEZER 


THE NO-CRANK FREEZER 
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The “Great Charter” 
of HARDWARE AGE 





Cracifer | a ya 


HARDWARE AGE was founded in 1855 with 
the idea of helping progressive hardware dealers 
all over the United States to greater sales and 
profits. Its great editorial aim has always been to 
keep dealers in close touch with trade news and 
developments and give them such up-to-date and 
practical merchandising information as will help 
to make them more successful merchants. 


For many years the great bulk of the substantial 
and progressive hardware retailers have shown 
their need for and appreciation of this service by 
subscribing to HARDWARE AGE..- 


Their continued use of the paper is shown by the 
fact that since the organization of the A. B. C. in 
1913 (from which date audited records have been 
kept) an average of nearly 80% of HARDWARE 
AGE subscriptions have been renewed every year 
by mail. 


The significance of this today is made clear by the 
fact that HARDWARD AGE now has the largest 
net paid circulation tn its history. 


These are some of the reasons why Hardware Age has been and is now used by prac- 
tically all the big, outstanding hardware manufacturers that advertise in any hardware paper 
—to reach the progressive hardware retailers—those that can be influenced by sales sugges- 
tion and sales stimulation—those that do the great bulk of the retail hardware business— 
those that are profitable as sales outlets for the manufacturer. 
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The live hardware 
dealer says: 


“IT Must Speed Things Up! 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 


The largest hose manu- 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 
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‘“The trouble about a hardware store 
is that most of the stuff won’t spoil. 
This makes the merchant careless 
until he sees the figures at the end of 
the year. 


‘“The turnover record on some depart- 
ments shows fine—garden hose, for 
instance. My BULL DOG, GOOD 
LUCK and MILO gave me a com- 
plete line with small investment and 
no more winter stock than I needed. 
I will get in my spring order for gar- 
den hose today. ”’ 
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Year after year of success ~ 


22 of them 


The National reputation, backed by 22 years of success, 
is an absolute assurance of satisfaction. 


Such a reputation could mean but one thing—that dealers 
have been well satisfied by their contacts with this com- 
pany, and that users of National Hardware have found it 
of a quality that made them want more. 


Repeat sales; good profits; much customer good-will; and 
courteous, prompt service mean National Hardware. It 
will pay you to sell it. Start by asking to have a National 
Salesman call. 


National Manufacturing Co. Sterling, Ill. 


Natienal 


No. 77 Flexible 
Storm-Proof Hanger 





Made of a quality of heavy 
steel that insures its maximum 
strength. There’s no such thing 
as a part of the No. 77 Hanger 
breaking in cold weather. 


Its flexible feature enables the 
hanger to swing back freely 
when bumped against—other- 
wise it hangs straight and 
normal—a_ feature that has 
brought great popularity—plac- 
ing it in a class with the famous 
National Big 4 Hanger. 


You can sell this hanger with 
complete assurance that it will 
live up to Notional quality. 
And don’t overlook the fact 
that our direct-to-you distribu- 
tion enables you to sell it at a 
lower than customary figure. 
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What of the Year Ahead ? 


192 4 will be a good year for the hardware trade. 

Our reasons for this statement may be 
found on the following pages. And it may be added, 
perhaps, appropriately, that the forecasts from manu- 
facturers and jobbers published in this issue, repre- 


sent the consensus of opinion of the producers and. 


wholesale distributors of hardware throughout the 
United States. 


Inasmuch as Harpware AGE is published primarily 
for the retailer, it was felt, after inquiries had been 
made among subscribers that, the average retail 
merchant would be more interested in knowing what 
those from whom he buys think about business con- 
ditions, than he would in reading the opinions of his 
fellow merchants, who observe conditions from the 
more or less similar and local viewpoint that he does 
himself. | 


We obtained therefore the opinions that are pub- 
lished on the following pages from manufacturers 
and jobbers. Unfortunately, it was found impossible 
to publish every letter we received. We endeavored, 
however, to use the most salient statements in all. 
In several letters we thought it advisable to shorten 
the contents. This was made necessary because of 
the physical requirements of make-up and not be- 
cause of the opinions represented. 


In conclusion, we wish to express our appreciation 
to all who sent letters to us on this subject, and to 
extend again, to everybody engaged in the hardware 
business, our compliments and good wishes for the 
New Year. 
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Hardware Manufacturers 
and Steadier Trends 


HARDWARE manufacturers throughout the country are almost unanimous in their 


belief that 1924 will be a good business year. 


Letters received by HARDWARE 


AGE in reply to a request for opinions about tendencies during the new year indicate 
that manufacturers generally are preparing to meet what they believe will be a largely 
increased demand during the coming year. 


Many of the letters stress the importance of tax reduction to business. If the Mel- 
lon proposal now pending in Congress is acted upon favorably, manufacturers believe it 
will give business an impetus toward prosperity that it has seldom had before. 


SmitH & HEMENWAY Co., NEw YORK 
Ciry.—We look for good business the 
first six months of 1924, and after that 
it will depend much on conditions and 
the coming election. We believe the 
outlook for the employment of labor is 
good, and that there will be little un- 
employment. The farming districts 
are prosperous. That means a good 
demand for general merchandise, mak- 
ing the outlook for the retailer excel- 
lent and for the jobber very good. The 
manufacturer must be alert and on his 
toes to secure a big share of the busi- 
ness in 1924.—J. F. Hemenway, Treas- 
urer. 


NorRTH WAYNE TOOL Co., HALLO- 
WELL, MrE.— Wholesale and_ retail 
stocks are low. Demand for the past 
six months has been for day to day. 
Labor is well employed at good wages. 
Products of farms will bring $1,000,- 
000,000 more for the 1923 crop than 
fo* the crop of 1922. Railroads are to 
expend $7,000,000,000 on equipment 
and repairs in the next five years. 
Federal and State governments will ex- 
pend in the next five years another 
$7,000,000,000. Large cities will ex- 
pend as much as either of the fore- 
going. Taxes will be less, so manu- 
facturing plans will have money to ex- 
tend and improve. So 1924 will be the 
best normal business year the citizens 
of the United States of America were 
ever blessed with—Horatio S. Earle, 
President. 


E. C. StTearns & Co., SYRACUSE, 
N. Y.—A very satisfactory volume of 
business has been coming in to us until 
now. As usual, the lull is commencing 
to take place and probably will con- 
tinue, on account of inventory and 
holidays, until shortly after the new 
year. However, the future orders that 
we have booked are very encouraging 





and so far as prices are concerned 
we do not contemplate any further 
changes.—T. M. Gallavin, Vice-Presi- 
dent and Sales Manager. 


C. L. Frost & Son, GRAND RAPIDs, 
Micu.—There is no active indication 
of further reduction in the cost of 
either raw materials or labor. In con- 
junction with this we take into consid- 
eration the fact that for some time past 
buying has been largely of the hand- 
to-mouth nature. It would be excep- 
tional to find any one heavily stocked 
right now. Prices are down pretty well 
on most lines, and it is freely predicted 
that after the first of the year buying 
will open up a little. In view of these 
things it would seem logical to expect 
good business in 1924. If the opinions 
which we have gathered are found to 
prevail in other lines also, we shall 
have a good business.—C. L. Frost. 


WILDER-PIKE THERMOMETER  CO., 
Troy, N. Y.—We are planning for 
good business in 1924. A boom is not 
expected, but all signs point to general 
prosperity for at least half of the 
year.—S. M. Pike, President. 


ALLEN Mrc. Co., HARTFORD, CONN.— 
We are expecting 1924 to be a normal 
year. We are fortunate in manufac- 
turing a product that always has a 
demand, and even though our produc- 
tion oftentimes is greater than our 
sales, it is not necessary to immediately 
curtail our production, as we have 
found it good business to continue pro- 
duction, increasing our finished stock 
as the demand averages up, so that 
immediately after a lull the demand is 
generally greater than our production, 
so that this excess stock we have ac- 
cumulated enables us to take care of 
our customers in a most satisfactory 
manner.—G. H. Anthony. 


THE BARNES MFG. Co., MANSFIELD, 
OnI0.—With reference to the outlook 
for business for 1924, it is our opinion 
that we may look forward to a very 
good year. The fundamental conditions 
are sound. The building operations are 
likely to be very large and may surpass 
1923. There is a considerable im- 
provement in the demand from the 
farmer, and we believe this will in- 
crease as time goes on.—T. R. Barnes, 
Secretary-General Manager. 


H. B. SHERMAN MFG. Co., BATTLE 
CREEK, MIcH.—We are very optimis- 
tic about the outlook for the coming 
year. It looks even better to us than 
it did sixty days ago. We should not 
predict a boom, but a good, substantial 
business year. As there has been no 
time since August of 1914 when condi- 
tions were not affected by abnormal 
things, it is very difficult, we believe, to 
tell what a normal time would be. In 
many ways we think that sound busi- 
ness benefits more by a year of steady 
though moderate business than by a 
high peak followed by depression. The 
first part of the present year brought 
a very high peak in volume of busi- 
ness. The last half has not been so 
good, but the decline has been much 
less than we had expected, and right 
now during what would ordinarily be a 
very dull period of immediate business 
we find the volume increasing. With 
predictions of substantial buying and 
consumption after the beginning of the 
year coming in from very many 
sources, we fully expect the year will 
begin very actively. In addition we 
feel that the various affairs of national 
and international interest which are 
commonly known to affect business are 
in a hopeful position, which leads us to 
believe that the business for the year 
will continue prosperous. 
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| Septal of the manufacturers dwell at length upon the fundamentally sound financial 
condition of the country generally, and of the Federal Reserve system in particular. 
The extension of production schedules is reported in progress at many factories. 


It is perhaps noteworthy that few of the manufacturers whose letters we publish 
below anticipate higher prices to any extent, although the improbability of lower mate- 
rial and labor costs is clearly outlined. On the whole, the producers of hardware believe 
economic conditions to be stable and fundamentally favorable for the continuation of © 


good business. 


We happen to be engaged in a busi- 
ness in which the price of material 
(copper and brass) has for a long 
time been lower than it can be reason- 
ably expected to continue. Hence we 
feel the comfortable assurance that 
prices cannot be lower in general, and 
that any change must be upward. We 
do not, however, urge or advise specu- 
lative buying at any time, but we do 
always urge upon our customers the 
realization that the prime requisite of 
making money is for the merchant to 
have the goods in hand when the oppor- 
tunity of selling them is present. We 
do not believe that stocks are very 
heavy, and we know that most factor- 
ies are busy and feel they will be more 
so. The wise buyer will not hesitate to 
place orders for quantities based on 
his probability of sales and give the 
factory a reasonable time to fill them. 
—A. H. Warner, Vice-President. 


MILLERS FALLS Co., MILLERS FALLS, 
Mass.—With the exception of two or 
three sections of the country, which are 
affected adversely by local conditions, 
it is the general indication from our 
customers that the volume for the first 
six months of next year will exceed the 
volume for the first six months of 1923. 

Millers Falls Co. is anticipating 
good business and is accumulating a 
good stock of goods in all lines, with 
the hope of giving immediate ship- 
ments to customers during the spring 
months. We realize that jobbers and 
dealers have pursued a conservative 
buying policy during the past six 
months, that stocks are low, and there- 
fore heavy orders may be expected 
early next year. This company has 
placed many new tools on the market 
during the past three or four years and 
has several new projects in view.— 


G. U. Hatch, Vice-President. 


UNITED ROYALTIES CorP., NEw YORK. 
—We are steeped in the conviction 
that next year will be the most satis- 
factory year for the hardware trade 
it has ever experienced, and the basis 
of this decision is found largely in the 
fact that merchants have been buying 
only moderately for some months and 
that stocks are believed to be extremely 
low.—L. Bardwell, President. 


Marcy Too. Works, PutNAM, CONN. 
—We are decidedly optimistic with 
reference to the outlook for 1924, espe- 
cially during the first six months, for 
we believe the daily consumption of 
goods will require purchasing upon an 
increased basis. 

We are planning our production 
schedule, arranging our line of goods 
and preparing our sales force for a 
larger and better business during the 
coming year than ever before. 

A manufacturer’s business today is 
largely governed by his ability to offer 
maximum quality at a minimum figure. 
Therefore his opportunities for a pros- 
perous year are largely of his own 
making or, in other words, he gets only 
what he goes after—A. W. Marcy, 
President. 


HUNTER PRESSED STEEL Co., LANS- 
DALE, PA.—It gives us a great deal of 
satisfaction to tell you that the year 
just ending has been a very successful 
and profitable one to us, as we were 
able to double our production over the 
previous year. We have found busi- 
ness to hold fairly steady throughout 
the year, although we did find a slight 
falling off after August. 

Our plans for the year of 1924 and 
our expectations for that year are that 
we will increase our production over 
the present year. All that we can 
gather from the indications of the 
press and such inquiries as come to us 


ve 


lead us to believe that we will have a 
healthy condition throughout the coun- 
try, and while there may not be any 
remarkable increase in business it will 
be better than the present year, and 
that it will be a business having more 
stability than we have experienced in 
the past two years.—R. R. Knapp, 
Vice-President. 


CHARLES MORRILL, INC., NEw YorRK 
CiTy.—We expect the year 1924 to be 
a very busy one with us, and are mak- 
ing plans to stimulate the consumer 
demand so that the retailer can sell 
more of our goods, and also are plan- 
ning to assist the retailer so that our 
wholesale friends with whom we have 
had such pleasant relations for a great 
many years, can reap the _ benefit 
thereof. | 

We recently went over our manu- 
facturing costs and found that a num- 
ber of raw materials have advanced 
somewhat and that our labor costs 
have not decreased with no immediate 
prospect of their doing so. 

We are consequently advising our 
friends in the trade that our prices 
will remain the same next year as at 
present, and that unless we are able 
to reduce manufacturing costs we will 
make no reductions, so that they can 
buy with the full assurance that they 
will be adequately protected.—W. C. 
Morrill. 


ALTORFER Bros. Co., PEORIA, ILL.— 
All of our preparations are being 
made for a big year in 1924. We feel 
that what temporary depression there 
may have been in the last six months 
is being eliminated and that 1924 will 
open up with big business for every- 
one. At least our ideas are in this 
general direction. Whatever plans we 
make will be on that basis.—C. H. 
Sandberg. 
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OR 1924 we are going to 
look up rather than 
down. We look for good 


business and we are telling 
our customers so. The trend 
of our organization is to sta- 
bilize prices as it all makes 
for better business for every- 
one concerned.—R. H. 
Young, advertising manager, 
The Stanley Works, New 
Britain, Conn. 








GOODELL-PRATT  Co., GREENFIELD, 
Mass.—All signs point to a good, rea- 
sonable trade during the _ spring 
months. The fact that merchants have 
not been buying very freely during this 
present fall, the fact that the me- 
chanics of the country have as a whole 
been busily employed at remunerative 
wages means that they have been buy- 
ing, they are buying and they will 
continue to buy what they actually 
require. Such business represents a 
normal turnover. If the merchant has 
been reducing his stock below a reason- 
able point, he will have to replace it 
after the first of the year, and there 
are many indications that this is the 
case. 

We believe that the export trade of 
this country is improving and will show 
still further improvement during 1924. 
The highly essential point, however, is 
that everyone should get full value in 
their purchases. If in some instances 
prices have to advance, it will be be- 
cause they represent actual value and 
an advance is imperative. Let it not 
be on the basis of supply and demand, 
which, in times of brisk business, al- 
ways results in inflated increase. 

The line of mechanics’ tools has in 
the past been remarkably free from 
this evil, and we believe it will con- 
tinue to show a good record in the 
future, but as long as wage schedules 
remain on their present level manu- 
facturers cannot expect to reduce their 
cost to any extent, and without lower 
costs the rank and file of us are work- 
ing on too small margins to admit of 
any reduction. 

Our advice to our customers is to 
keep their stocks in good condition, 
have on their shelves goods enough to 
care for the reasonable requirements 
of their constituents, order for reason- 
able periods, save the extra cost that 
always accrues from  hand-to-mouth 
buying and in their purchases weigh 
well the actual value of the products 
to be purchased.—W. M. Pratt, Presi- 
dent. 


WOOSTER BRUSH Co., WOOSTER, OHIO. 
—The first six months of 1924 should 
be extremely good months for the paint 
and varnish brush manufacturer, 
wholesaler and retailer. Stocks on 
hand are not unusually large and the 
demand is very good. New building 
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continues at a high rate for this time 
of year, and if building costs in gen- 
eral do not advance to the point which 
will kill new construction, 1924 should 
be a fine building year, which, of 
course, means new painting. Also, the 
Clean-up and Paint-up Campaign and 
the Save the Surface Campaign are 
showing a decided effect on the public 
in making the public realize the value 
of paint at all times. 

In the absence of unforeseen condi- 
tions, the demand for paint and var- 
nish brushes for at least the first six 
months of 1924 should be exceptionaily 
good. 

When returning to supply, the out- 
look is not so ‘rosy.’ This has been the 
cry of brush manufacturers for so long 
that the general public is apt to become 
skeptical about it. Nevertheless, the 
cry is true, as shown by Andy Gump’s 
experience in manufacturing hair 
brushes. Bristles used in manufactur- 








UR plan for the new 

year calls for more ag- 
gressive sales and advertis- 
ing policy all along the line. 
We shall have the largest 
campaign in our history, and 
are increasing our sales staff 
in an important way. This 
will indicate our belief that 
1924 is going to be a big year 
in the paint industry. Not 
only are general business 
conditions good, but in the 
paint and varnish industry 
they are exceptionally good. 
—H. C. Bursley, advertising 
manager, Murphy Varnish 
Co., Newark, N. J. 








ing paint and varnish brushes are also 
scarce and high priced. This is due 
primarily to internal conditions exist- 
ing in China and Russia, the countries 
which supply raw bristles. The con- 
ditions in these countries are not good. 
The world is demanding more bristles 
than the countries produce. Of course 
there is only one result—prices of bris- 
tle are high and bristle is scarce. 
These high prices will continue as long 
as the demand continues as at present. 
Therefore the trade interested in paint 
and varnish brushes meets this para- 
doxical situation. Of course we all 
want the demand to continue, but we 
do not want the high prices to continue. 
The demand and the prices go hand in 
hand.—Cliff Foss. 


VAUGHAN NOVELTY MFc. Co., CHI- 
caco, ILtt.—“We believe the outlook 
good for 1924, that with inventories 
behind them our customers will be 
early in the market for requirements 
somewhat in excess of those for the 
first quarter of 1923. 

With this thought in mind we are 
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running to capacity during the ordi- 
narily quiet period in an endeavor to 
be ready for the increased demand in- 
dicated by a larger volume of inquiries 
than is usual at this season—W. D. 
Jennings. 


BARTLETT, VANTINE & JONES, HILLs- 
DALE, MicH.—The brush outlook for 
1924 is very encouraging. The United 
States will spend more for brushes and 
brooms than they have the past year. 

The volume attained by the manu- 
facturer to the wholesale trade will 
depend a good deal on the wholesalers’ 
and manufacturers’ ability to convince 
the public that brushes pertaining to 
house use can be bought for less money 
at the local hardware store—P. A. 
Jones, President. 


Hoert. & Co., INc., CHICAGO, ILL.— 
We consider the outlook, at least for 
the first half of 1924, as very promis- 
ing, with every indication of a good, 
steady demand for poultry supplies. 

No price changes are contemplated, 
unless there should be a radical change 
in the cost of prime galvanized sheets, 
which we do not look for—H. A. 
Obermann, Secretary. 





Nitco LAMP WorKS, INc., Em- 
PORIUM, PA.—From where we view it, 
the business outlook for 1924 is par- 
ticularly bright. We are running ac 
full capacity, with the largest amount 
of unfilled orders in our history, and a 
large proportion of our 1924 output 
has already been contracted for. 

This condition could hardly exist in 
our industry without general industrial 
and building activity. We attribute 
the great demand for lamps to these 
causes and to improved lighting stand- 
ards, particularly in industrial plants 
and retail stores, which have been 
brought about by educational adver- 
tising. 

We believe our situation furnishes 
a fair business index because the de- 
mand for lamps is not only an indica- 
tion of present activity, but in many 
cases means a substantial improvement 
in producing, selling and living condi- 
tions made in preparation for future 
prosperity.—B. G. Erskine, President. 


GEORGE W. KoRN RAZOR MFG. Co., 
LITTLE VALLEY, N. Y.—We really 
feel, however, that there is no reason 
why we all should not enjoy a good 
business during 1924. Practically every 
manufacturer and jobber has increased 








ITHOUT going into 
detail the first four or 
five months of 1924 will be 
very good, with probably ris- 
ing prices for the second 
quarter.—Pat Sweeney, trea- 


surer, Continental Wood 
Screw Co., New Bedford, 
Mass. . 
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his capacity to such an extent that 
business in terms of pre-war figures 
seems very small. Reports coming to 
us indicate that both jobber and retail 
merchants are enjoying a very good 
trade this fall, which should leave 
stocks in a depleted condition on Jan. 
1. We are looking forward to a good 
business next year. We do not believe 
there will be any boom, but we think it 


will be very satisfactory to every one. 


—C. L. Horning, Vice-President. 


ESTWING Mrc. Co., RocKForpD, ILL.— 
The demand for good handy tools is 
on a lively increase with us, and the 
dealers who feature these during the 
early months of 1924 should find it 
good business.—E. O. Estwing, Gen- 
eral Manager. 


SAMSON CORDAGE WORKS, BOSTON, 
MaAss.—We might say, as to our own 
line, that we expect a good demand the 
coming year. The price of our raw 
material (cotton) is very high, and we 
are therefore not advising our cus- 
tomers to carry large stocks, though 
of course it is impossible to say 
whether prices of goods will be higher 
or lower.—H. G. Pratt, President. 


CLEVELAND TWIST DRILL Co., CLEVE- 
LAND, OHIO.—I am inclined to believe 
that business wiil be quiet during the 
greater part of 1924, with some im- 
provement late in the year. We are 
making our plans accordingly, and so 
far things seem to have been working 
in accordance with our expectations. 
However, we hear so much optimistic 
talk in business circles that we are 
endeavoring to be equally ready to take 
advantage of an earlier revival of busi- 
ness if it should come.—Jacob D. Cox, 
Jr., President. 


MARION TooL WorRKSs, MARION, IND. 
—We believe that business during the 
first part of 1924 will be just about the 
same as during the present year. In 
other words, spotty. There is plenty 
of business for those who go out after 
it, but we do not expect any big boom, 
and we look for close competition. We 
do not anticipate any declines in prices 
on tools —E. O. Drandt, Sales Man- 
ager. 


PATENT NOVELTY Co., FULTON, ILL. 
—All of the executives in this office 
have enthusiastic optimism regarding 
the future. A slogan which the writer 
is using at the foot of most of his let- 
ters is . . “Indications are that the 








HERE is nothing wrong 

with the country. Its 
productivity is greater than 
ever in its history, and every- 
thing should portend to 
greater business this coming 
year—J. M. Hottel, secre- 
tary, Delta File Works, 
Philadel phia, Pa. 
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stage is all set for a wonderful business 
in 1924.” And this fairly expresses our 
candid conviction relative to the out- 
look.—F'red L. Peck, Sales Manager. 


WHITE Mop WRINGER Co., FULTON- 
VILLE, N. Y.—If cooperation on the 
part of the manufacturer to the hard- 
ware jobber and retailer on a product 
of merit that has a place and a need 
in every home where there are floors 
to clean, 1924 will be a bigger year 
with us than the one just closing, 
which we are pleased to state is way 
ahead of any previous year in the his- 
tory of the company. We can see no 
signs and know,of no reason why we 
cannot accomplish this.—J. M. Eiffe, 
Vice-President. 


AMERICAN WIRE FABRICS CorRP., NEW 
YorK.—Our attitude toward 1924 
business, or at least business during 
the winter and spring months of 1924, 
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ERY apparent progress 

towards deflation has 
been made in this country 
and at the present time many 
manufacturers are deliberate- 
ly maintaining lower selling 
prices in spite of the fact 
that their manufacturing 
have shown increasing fig- 
ures. . We believe that 
the situation will gradually 
right itself—A. W. Clark, 
sales manager, The E. T. 
Fraim Lock Co., Lancaster, 
Pa. 
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as that is about as far ahead as one 
may safely look, may perhaps best be 
summed up in the statement that it 
is one of conservative confidence in the 
basic soundness of business conditions 
and the ability of this country to go 
ahead along normally sane lines. We 
do not look forward to the development 
of any abnormal boom demand, but we 
do look forward with confidence to an 
active buying market in our lines, 
which will result in satisfactory condi- 
tions from the point of view of both 
the producer and the jobber. 

We do not advise overbuying or any- 
thing that smacks of speculation, but 
we are confident that anticipation of 
needs to meet a steady and satisfac- 
tory volume of business should be the 
order of the day.—J. A. Denholm, 


General Sales Manager. 


Ivory HANDLE Co., HOPE, ARK.— 
We believe that the prices on handles 
will continue high owing to the fact 
that hickory timber is costing more 
and more each year, all of that within 
a short distance of the railroad having 
been utilized and, as the hauling gets 
longer, the price naturally has to go 
up with the length of the hauls. And, 





E don’t believe there 

is going to be a big 
boom, nor do we believe there 
is going to be any great de- 
pression. Business is going 
to be steady and healthy.— 
M. E. Griswold, president, 
The Griswold Mfg. Co., Erie, 
Pa. 








of course, the price of the stumpage 
has been advancing rapidly. 

Of this trade some 40 per cent of all 
hickory manufactured has been ex- 
ported. This has been restricted some- 
what in the last year or two, but the 
home consumption has been enough 
greater to take care of the surplus. 
But it is our opinion that this can- 
not continue indefinitely. And unless 
Europe can get back in the field by 
April 1 the handle industry will feel 
the effects, but until that time there 
surely will be no change.—T. R. King, 
General Manager. 


PITTSBURGH STEEL Co., PITTSBURGH, 
Pa.—During the past two or three 
months the volume of business has re- 
ceded to some extent, inventories have 
been reduced and stocks throughout the 
country are at a very low ebb. Busi- 
ness of replenishing stocks in addition 
to goods that will go into current con- 
sumption during the new year should 
make up a very satisfactory volume. 

In our opinion, prices on most com- 
modities are comparatively low, taking 
into consideration wage conditions and 
living costs. The demand for build- 
ings and homes throughout the country 
has not been satisfied, and it may safely 
be predicted that vast quantities of 
material will be required for new 
buildings, road construction and other 
operations of a general constructive 
character. The value of 1923 crops 
exceeded the previous year very close 
to one billion dollars, according to the 
last Government report. Much of this 
surplus value will go to old accounts, 
but it will give the agricultural dis- 
tricts greater buying power, which 
should improve the demand for agri- 
cultural implements, fencing and other 
farm equipment. During the past 
year the production of automobiles has 
been at the rate of approximately four 
million cars, whereas the program for 
the new year is at the rate of a half 
million cars additional. Railroads have 
been large buyers, and undoubtedly 
their needs for locomotives, cars and 
equipment will continue at a very sub- 
stantial rate for some time to come. 
The fundamental conditions of the 
country were never on a more sound 
basis, even though export trade is out 
of balance, due to financial conditions 
abroad. 

These adverse conditions cannot be 
ignored, but we believe are offset suffi- 
ciently by domestic needs and an ample 
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TOCKS of goods in the channels of flow appear to have been liquidated, with a con- 


suming demand maintained consistently. 


The price structure seems to have been 


reconstructed on a reasonably firm foundation, and the financial condition of the country 
is sound with ample resources.— C. W. Asbury, vice-president, Enterprise Mfg. Co. of 


Pa., Philadelphia. 
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purchasing power of our own popula- 
tion to insure a very satisfactory vol- 
ume of business for tae next several 
months. Consequently it is our opinion 
that with the low condition of stocks 
there will be a general scramble for 
goods shortly after the first of the new 
year, with values well up to the pres- 
ent market levels.—J. F. Hazen, Gen- 
eral Manager of Sales. 


Hacc Bros. Co., PEorRIA, ILL. — We 
do not expect or anticipate a volume 
of business to be so easily secured as 
during that period directly following 
the war, but we certainly do not expect 
either that conditions will even antici- 
pate those experienced during 1921. 
Many other manufacturers, at an open 
discussion of this very subject, are of 
opinions quite as directly opposite as 
our own personal, private one, based 
entirely upon the apparent inability of 
the average prospect to contract an 
indebtedness of $160 or $170 for a 
washer. Our opinion, however, is 
based upon the fact that these same 
prospects can and will be induced to 
spend $115 to $125 for a well-built, 
well-designed washing machine of gen- 
erous capacity that is free from e¢x- 
cessive repair bills, and that those deal- 
ers, recognizing in a machine those 
characteristics, will be easily induced 
to concentrate their efforts and that of 
the organization on the one household 
labor-saving device now in demand.— 
H. H. Hickman, Sales Manager. 


CoRDLEY & HAYES, NEW YORK CITY. 
—We are very optimistic regarding 
the outcome of 1924. We in nowise 
wish to be confused with that group of 
economic prophets who point a nervous 
finger at this and that, mouth their 
gloomy thoughts and wag dubiously a 
head that, generally speaking, should 
know better. No! We feel rather that 
the business men of the country have, 


to a degree, learned a very good lesson 
from the past business upheaval due 
to the war, over-production, etc., and 
accordingly such similar slumps and 
depressions as might occur will be al- 
most negligible in comparison, but hap- 
pily we see only a good, prosperous 
year for 1924. 


WILLIAM ROSE & BrRos., SHARON 
HILL, Pa.— We regret that we are 
twelve months behind our orders and 





TOCKS in consumers’ 

hands are low and indi- 
cations of a developing 
movement for first quarter 
needs have appeared. Fun- 
damentally, business condi- 
tions are sound, and the mer- 
cantile situation is on a 
sound credit basis, making a 
favorable outlook ahead from 
this angle—A. F. Vaughan, 
secretary and _ treasurer, 
Vaughan & Bushnell Mfg. 
Co., Chicago, Il. 











still working on those received during 
1922. 

The capacity of two of our most 
important departments has been doub- 
led, and to bring our entire output up 
to the existing demand we are building 
and adding to equipment with all the 
speed of which our organization is 
capable. 

We believe the present activity will 
continue at least until September.— 
George K. Goodwin. 


GEORGE W. DIENER MFG. Co., CHI- 
CAGO, ILL.—The influence that chiefly 
concerns the outlook for next year’s 
business seems to us reflected by cau- 
tious buying of our customers, and we 
are not urging any different policy. 
On some lines, in good demand, un- 
usual competitive conditions prevail, 
and present prices leave dangerously 
narrow margins for well organized 
manufacturers who really know what 
their products cost. 

Because of conservative buying, 
wholesalers’ stock inventories will be 
low, and we anticipate somewhat stiffer 
prices the first six months of 1924 and 
continued steady purchases. — George 
W. Diener, President. 


SAGER METAL WEATHERSTRIP CO., 
CHICAGO, ILL.—We believe the outlook 
for 1924 is very promising. We have 
booked a great many orders for future 
delivery and have reason to believe 
that business for 1924 will be satis- 
factory. Another reason for our op- 
timism is the fact that we are getting 
a great many inquiries and orders 
from HARDWARE AGE advertising. It’s 
results that count. Good business has 
a rather important effect on general 
conditions all over the country.—G. F’. 
Wolff, President. 


McCASKEY REGISTER Co., ALLIANCE, 
OHIO.—With the wave of understand- 


ing sweeping across the country in 


favor of credit business that is con- 
trolled and credit service that is com- 
plete, yet which imposes business-like 
limitations which consumer customers 
recognize as reasonable and just, the 
McCaskey Register Co. looks forwara 
to a good business year in 1924.—S. L. 
Banks, Sales Promotion Manager. 


NATIONAL SIGN STENCIL Co., ST. 
PAUL, MINN.—We look forward to an 
even larger proportionate increase of 








HE outlook for business in the builders’ hardware line for the early part of 1924 is 
unusually good. We base our opinion on the fact that there is a great deal of build- 
ing going on at present, and from a report which we have at hand, that permits issued 
in 200 cities in the United States the month of November amounted to more than 20 
per cent over the permits issued a year ago, showing that building is still continuing. 
All the hardware for these permits will come in next year’s business—W. C. Crawford, 


Griffin Mtg. Co., Erie, Pa. 
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BASIC FACTORS — 


Some of the basic factors that will influence business during the year ahead 
we have grouped, as concisely as possible, for your consideration. The order in 
which these factors are enumerated has nothing to do with their relative impor- 


tance. 
| 5 
The probable continuation of large building 
operations. 


The stability of Federal Reserve Banks. 
The increased deposits in Savings Banks. 
The probability of tax reduction. 


The repeated public statements of confidence 
by. bankers and business men. 


The financial and physical improvement of 
the railroads. 


II. 


The uncertainty attendant on the presidential 
election. 


The difference between the prices of farm 
products and manufactured goods. 


The excessive gold surplus in the United 
States. 


The belief that lower production costs are 
unlikely. 


The smallness of exports because of unsettled 

















of the dollar. 





Good wages and normal employment. 


The gradual increase in the purchasing power 


The increasing interest being shown to the 
study of scientific business management. 


The tendency toward improvement of the 
farmer’s purchasing power. 


conditions in Europe, and the lack of a 
constructive American policy for the de- 
velopment of foreign markets. 
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business in 1924. For this enlarged 
demand large credit is due to our ad- 
vertising, notably in HARDWARE AGE. 
—J. J. Reusch. 


THE WHITMAN & BARNES MFG. Co., 
AKRON, OHIO.—We are looking forward 
during 1924 to a normal, healthy vol- 
ume of business, at prices which will 
insure a reasonable profit to well or- 
ganized concerns. We believe that 
manufacturers generally are convinced 
that stability of prices is essential to 
sustained volume and that there is lit- 


tle, if any, tendency toward inflation. 


Any price movements we believe will 
reflect the actual change in manufac- 
turing costs. 

The stocks of small tools of both 
distributors and consumers were mate- 
rially reduced during the last quarter 
of 1923. There is an increase in de- 
mand at present, resulting from larger 
current consumption, and we anticipate 
that this demand will continue to in- 
crease during the early months of 1924 
as jobbers replenish their depleted 
stocks and as consumers place forward 
orders. | 

We believe that jobbers who main- 











tain their stocks at normal will profit, 
while those who permit their stocks to 
run down and depend upon factory 
shipments will find themselves unable 
to give the service required by their 
customers. 

We do not anticipate any phenomenal 
expansion in business, but believe that 
the key industries; including agricul- 
tural, automotive and railways, are go- 
ing to experience continued activity 
with sustained buying throughout 1924, 
and we believe that manufacturers sup- 
plying requirements will share in this 
wholesome volume.—R. S. Carter, V.-p. 








ITH the exception of two or three sections of the country, which are affected 
adversely by local conditions, we believe that the volume of business for the first 


six months of next year will exceed the volume for the first six months of 1923. 


We 


anticipate good business and are accumulating a good stock of goods in all lines with 
the hope of giving immediate shipments to customers during the spring months.— 
G. U. Hatch, vice-president, Miller Falls Co., Miller Falls, Mass. 
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Jobbers Advise Caution, 





But See Improvement 


Ahead 


UNDERHILL, CLINCH & Co., New York City.—The closing 
year has been a prosperous one for the hardware trade, 
and with the promise of much building in the metropolitan 
district business will be good for some time, and as spring 
approaches we will again experience delays in filling 
orders. There is very little unemployment and men at 
work are getting good wages. With high rents and money 
fairly easy to borrow for building, men prefer to buy 
homes even at high prices. New houses require house 
hardware and furnishings, garden tools, paints and me- 
chanics’ tools for the workmen and the owners. 

With no lower prices in prospect dealers should plan 
to keep up their stock, especially of spring goods, and 
should buy the best goods obtainable. Price is no hindrance 
to sales, but quality is essential—George Tolley, sales 
manager. 





STRATTON & TERSTEGGE Co., Louisville, Ky.—We cannot 
help but feel optimistic over the business outlook for 1924. 

The business we have booked for spring delivery is 
gratifying, and our December business of this year has 
been good. Those of our customers with whom we have 
discussed this matter are also of Our opinion. With the 
retailers’ stocks well balanced and with markets firm, 
we believe the good business will continue through the 
early months of 1924, being strengthened by the spring 
business as the year advances. Weather and crop condi- 
tions will, of course, greatly influence next fall’s business 
locally.—P. W. Moore, sales manager. 





DELAWARE HARDWARE Co., Wilmington, Del.—We be- 
lieve that business outlook is very fair indeed. There is 
every opportunity for a good spring business along con- 
servative lines. 

There is, however, in our opinion, a tendency un- 
fortunately on the part of some manufacturers to mark 
prices on their products based on demand. This has a 
tendency to create a market apparently on an upper 
trend, these same manufacturers forgetting the lesson 
taught us two years ago. 

Inevitably there is bound to be a buyers’ strike in some 
form or another. Other manufacturers are asking jobbers 
to sign contracts based on quantity only, and when ques- 
tioned closely they admit their prices are not for jobbers 
exclusively, but for anyone who can or will use a quantity. 
This makes for a disrupted marked and unfair competi- 
tion. If manufacturers will sell to jobbers irrespective 
of their size, those that legitimately do a wholesale busi- 
ness, the wholesaler will be able to sell to a good distribu- 


tion without the cutting of prices to meet the competition 
of retailers who have contracts based on quantity. 

We have advised our customers to buy their needs, 
place their orders as early as possible for what they may 
want, but we are suggesting to them placing their orders 
for no more than they are certain that they can sell.— 


LARSON HARDWARE Co., Sioux Falls, S. D.—“What of 
the year ahead?” That is the question that we are guess: 
ing at. When consulting our bankers I get a very con- 
servative opinion on what is going to happen. Some of 
them are going to see rather hard times and poor busi- 
ness. On the other hand, our business has shown a nice 








E see nothing on the horizon to cause 
any anxiety unless it be the disorgan- 
ized European situation—W. D. Taylor, 
president, George Worthington Co., Cleve- 
land. 














ONDITIONS indicate a sound business 

situation, the maintenance of a normal 
manufacturing output and the continuance 
of generally good business conditions dur- 
ing the first half of 1924.—Harvard Economic 
Service. . 
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increase in sales over last year and we can’t help but 
believe that there will be an improvement in 1924 over 
1923. 

We are not looking for anything big, but we do believe 
that we will see an improvement in this section, due largely 
to good crops in our vicinity and fair prices for their 
products.—George E. Larson. 





THE Epwarps & CHAMBERLAIN HARDWARE Co., Kala- 
mazoo, Mi¢h.—It is our opinion {hat the let-up of building 
operations early in 1923 helped to stabilize the market. 
Many buildings contemplated a4 that time but not under 
construction will be commenced in 1924. While prices 
are somewhat inflated, they are not up to the dangerous 
point. We are not looking for many declines. 

The railroads of the Middle West are preparing for a 
business equal to if not surpassing 1923 business. Bank 
conditions favored continued prosperity during the coming 
year. } 

The automobile industry has placed larger contracts 
for steel during the coming year than ever before. These 
large contracts will help to sustain the market. 

Expressions from the Federal Reserve Bank are op- 
timistic and indicate good times ahead. All in all, we 
look forward to a very good year in 1924.—J. Chas. Ross, 
secretary. 


THE Lee HARDWARE Co., Salina Kan.—We believe that 
the general market tendency is toward a decline; we 
caution our customers to buy only up to their actual re- 
quirements and to avoid speculation in any degree. Al- 
ready the signs of these last weeks of the year show that 
tendency in the markets and the necessity for business 
on the part of manufacturers who heretofore put out 
propaganda of another sort. 
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Wholesalers Advise Retailers Not to Anticipate 
Wants Too Far in Advance—Warn Against 
Credit Extension and Urge Faster 
Stock Turnover 


The beginning of the coming year will certainly usher 
in a buyer’s market and everything will be his way until 
the great agricultural section of this country, represented 
mainly by the Middle West, is sure of a bountiful crop 
and begins to loosen up its pocket book. 

Prophesy is a dangerous thing to indulge in, but we 
boldly make the prediction that the first six months of 
1924 will show declining index figures, and, with that 
thought in mind, our sails will be trimmed for security 
and opened up only full to the winds when we see clearer 
sailing ahead.—Charles L. Schwartz, vice-president. 


HIBBARD, SPENCER, BARTLETT & Co., Chicago, Ill—We 
feel that everything in the business situation indicates 








O far as business conditions are con- 

cerned for the season of 1924, we can 
see no reason for expecting anything but a 
prosperous year.—A. G. Rice, sales manager, 
Buhl Sons Co., Detroit, Mich. 
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a good demand for hardware at steady prices during the 
first six months of the next year. 

The farmers, who are the largest single class of con- 
sumers in our line, are in a much better position to buy 
than they have been for at least two years, and the 
reports that we have from our salesmen indicate that 
they are ouying more freely. 

The building business is going to be large in almost all 
of the Western cities, and the railroads and automobile 
manufacturers are going to be large consumers of steel 
and its products. 

Under such conditions the hardware merchants should 
be prosperous, and we believe such will be the case for 
the first half of 1924. The business during the last half 
of the year is so dependent upon the outcome of the 
various crops that, until we know more about them than 
we do now, it is impossible to have any reasonable theory 
with reference to business during that period.—J. J. 
Charles, president. 


THE GEORGE WORTHINGTON Co., Cleveland, Ohio.—So 
far as we can tell now we believe that the fundamental 
conditions are thoroughly sound; hence, the business 
structure to be erected for the year to come is on safe 
foundations and we believe the year will be a satisfactory 
business year. There has been no inflation and business 
men have bought cureuily and prudently and not for 
speculation. 

Iron ore shipmens for the year 1923 equalled those for 
1920 and nearly thor= 0% 1916, which was. a record year. 

The banks have been readily able to meet all proper 
requirements. The Federal Reserve Bank’s reserves stand 
very high. 

Employment has been very general and labor has been 
paid good wages. 


General purchasing power has never been greater than 
it is at the present time, and farmers have enjoyed in 
general a satisfactory year—in our district at least. 

Building is still going on at a rapid rate, and housing 
accommodations are short of requirements. 

The railway program as outlined will mean that the 
railroads will enter the market in an active way. Car 
loadings have exceeded those of previous years. 

Steel manufacturers in general report a fair volume 
of business for January with prospects of something like 
a rush for material after the new year begins. 

Prices have been fairly stable and we look for good 
conditions to continue next year.—W. D. Taylor, presi- 
dent. 


THE FRANK COLLADAY HARDWARE Co., Hutchinson, Kan. 
—At the present time our territory, which is purely 
agricultural and naturally dependent on. wheat, is not 
doing very well. The crop was not of even average yield 
this past season, and the price obtained for what was 
raised was very unsatisfactory. This is being felt in 
our business now and has caused collections to be poorer 
than usual, and we cannot help but think that it will 
influence the business in this territory for the first six 
months of next year at least. 

We are advising our customers under these conditions 
not to anticipate their wants to any great extent, but to 
keep their merchandise as low as possible and thus be 
helped to get a better stock turnover. We are also ad- 
vising them to be much more careful in extending credit 
than most of them have been for the past two or three 
years, as another year of frozen credits such as a good 
many of the dealers have experienced in this territory 
for the past two or three years would put a lot of them 
out of business. 

We are not naturally +pessimists, and we believe for 
the long haul the agricultural industry is the safest bet, 
but for the immediate future of next year we do not 
look for much improvement in this territory. We notice 
by the daily press the largely increased value of farm 
products throughout the nation this season. This being 
so, there must be a great many of the agricultural com- 
munities raising other products that should be enjoying 
prosperity, although there is more or less deception in 
the value of the corn crop as given by Eastern statisti- 
cians for the reason that the market for corn is largely 
among the farmers themselves and high priced corn can 
easily injure them if the price of the live stock to which 
they feed it is not proportioned to the price of the corn, 
and this situation, we understand, is worrying a great 
many through the corn belt. —Charles S. Colladay, presi- 
dent. 








E feel that everything in the business 
situation indicates a good demand for 
hardware at steady prices during the first 
six months of 1924.—J. J. Charles, president, 
Hibbard, Spencer, Bartlett & Co., Chicago. 
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E are planning our production schedule, arranging our line of goods and pre- 
paring our sales force for a larger and better business during the coming year 
than ever before —A. W. Marcy, Marcy Tool Works, Inc., Putnam, Conn. ; 








REHM HARDWARE Co., Chicago, Ill.—It is our opinion 
that business will continue as in 1923, which showed a 
considerable increase over the previous year. 

The home building program so extensively carried on 
in 1923 will, without doubt, continue through 1924, and 
some authorities estimate it will take several years to 
catch up with the demands. This in itself will stimulate 
business here. 

We are laying our plans for an increase in business 
and are placing orders accordingly.—C. G. Barth, secre- 


tary. 





HALL HARDWARE Co., Minneapolis, Minn.—In these 
closing days of the year we are looking forward to 1924 








N certain sections of late new hardware 

stores have been opened, many of them 
in fields already covered. With the high 
store rents more consideration should be 
given to dealers to safe-guard against too 
many stores in a section—George Tolley, 
Underhill, Clinch & Co., New York City. 
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with indications of a business more in line with the de- 
mands and less expansion of trade, because we lack the 
prospects of advancing prices that were in evidence last 
year. 

Our people look for an adjustment in prices, more be- 
cause of the necessity therefor than the actual conditions 
consequent upon a continuation of the building demand 
and increasing costs of labor and material. 

If we could be assured of increasing prices at the farm 
proportionate to the higher levels of labor and the 
results of it, we would have more confidence in the present 
levels being maintained and the diversifying farmer would 
be able to expand in proportion to the rest of the country; 
but the actual feeling in the minds of our people at the 
present time is such that we can only hope for a moderate 
business on the smaller articles of hardware, leaving the 
higher priced necessities for a time in the future when 
conditions will be more on an equality. 

We still believe it is a time to buy very conservatively 
until we can afford to do more.—G. E. Hall, secretary. 





BASCHE-SAGE HARDWARE Co., Baker, Ore.—We are 
planning on a very good year, and base this opinion upon 








HERE will be a lot of prophets who 

will predict that it will be a hard year 
because of the presidential election, but our 
observations of the last two or three presi- 
dential election lead us to believe that no 
matter how the election may go it is going 
to have but little effect on business condi- 
tions.—J. F. Rice, president, Interstate Hard- 
ware & Supply Co., Bristol, Va. 
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the fact that in the territory which we serve conditions 
are very favorable. A large portion of our trade comes 
directly or indirectly from the mills and mines which 
look forward to a favorable year, and even though the 
farmers are not in as good a shape as they have been 
in the past at various times, we feel that the business 
outlook from local standpoint is indeed most favorable. 

We are arranging to keep a more complete statement 
than ever before, and the retail dealers in our territory 
we feel will draw on us more and more as it will be to 
their advantage to maintain small stocks and secure a 
more rapid turnover.—G. P. Lilley. 





HOLLEY-MASON HARDWARE Co., Spokane, Wash.—Busi- 
ness in the Inland Empire (which is made up of eastern 
Washington, northern Idaho, northeastern Oregon and 
western Montana) is influenced and determined by four 
great industries, viz., agriculture, mining, lumbering and 
fruit. If two or more of these great industries are pros- 
perous, then our business is good. The outlook for 1924 
in these industries, as we see it, is as follows: 

We think conditions are favorable for good business 
for next year. We believe hardware prices, as a whole, 
will be fairly stationary, showing only slight readjust- 
ments here and there. But, as a whole, probably more 
stationary than for many years past. 

We believe the factories supplying hardware trade 
will be unable to satisfactorily take care of the business 
that will come to them, and there will be more shortages 
and delays in getting goods than in the year just passed. 
Labor will be well employed and there will be a greater 
shortage than this year. 

We are advising our customers to devote more time 
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INCE weather is an important factor in 
business aJl forecasts are subject to 
change.—A non. 
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to a turnover in their stocks, buying in small quantities 
from their nearest source of supply. We believe there 
will be little need to buy ahead, as the probabilities of 
any material advances is very remote. 

We feel sure that anyone running their business in 
a conservative, careful way will have a very prosperous 
year.—Roy R. Gill, vice-president. 


CHARLOTTE HARDWARE Co., Charlotte, N. C.—We would 
not care at this time to express ourselves for the whole 
of 1924, but for the next five months at least we are 
definitely bullish. 

We say five months for the reason that our principal 
crop—cotton—hinges somewhat on June and July. If 
those two months are fairly dry, we will beat the boll 
weevil to it. If they are wet, the value of this crop may 
be considerably decreased. We are just now ginning the 
last of a crop which will run over 1,000,000 bales and 
sell for $175,000,000.—Robert Glasgow, president. 








VAN CAMP HARDWARE & IRON Co., Indianapolis, Ind.— 
We feel that the business conditions of the country are 
on a much better basis than twelve months ago, and the 
country is in a much saner condition. 
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We are very optimistic for the first six months, and 
that is as far ahead as we care to go. We do not look 
for such erratic business as we had the past year, but 
we look for a good healthy business which means that 


the business will be done more satisfactorily to the manu-~ 


facturers, jobbers. and retailers. We believe that the 
market will be much steadier. We do not look for any 
decline or advance to speak of. 

The manufacturers are in much better position to give 
prompt service to the jobbers, and the jobber’s stock is in 
good condition, and they will be able to keep it in that 
shape more satisfactorily this year than they did twelve 
months ago. 

We always think it advisable for the retailer to take 
in a part of his seasonable goods ahead of time. Of 
course, he should use his judgment of the percentage of 
these goods he should buy ahead. As far as price is con- 
cerned, we feel he is perfectly safe in doing this because 
any reliable jobber will take care of him in case there is 
a decline—which we do not look for. 

If there is any line that is going to be hard to get, it 
will be builders’ hardware and tools. It looks as if build- 
ing for the coming year will be equally as good as in the 
past.—C. J. Prentiss, vice-president. 





MORLEY-MURPHY HARDWARE Co., Green Bay, Wis.— 
Our plans for next year are somewhat more conservative 
than those outlined a year ago for 1923, as we believe 
prices are not as firm as they were at that time. 

At the same time, we have placed specifications for 
normal requirements covering the first three or four 
months of 1924, as we anticipate a fairly good business 
and a possible shortage of goods.—H. E. Winter, secretary. 





BELCHER & LOOMIS HARDWARE Co., Providence, R. I.— 
The outlook for 1924 to us is a fair volume of business 
for at least six months. Indications do not point to any 
booms, rather a conservative business. Our plans are 
well shaped for next year and all of our seasonable goods 
are ordered. We do not anticipate any radical change in 
prices; possibly some minor oneS may come Jan. 1, and 
they should have a downward trend. 

Our advice to our customers is to keep a representative 
stock on hand so that they may be prepared for spring 
business. Delay in ordering seasonable goods will cause 
disappointment later on.—E. R. Brayton, president. 
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USINESS is on the up grade. The 

tendency of prices is toward stability 
with the price curve slightly up instead of 
down. The important thing, from the retail 
merchant’s standpoint, is that it looks as 
though prices are going to become more stable 
with the tendency of the spread of prices to 
draw together. In other words, those prices 
which are now above the average price level 
will probably tend downward while those 
prices which are below the average price level 
will tend upward.—Bronson & Townsend, 
New Haven, Conn. 








CHAS. J. SMITH & Co., New York City—We do not hes- 
itate to say that we are optimistic. We firmly believe 
that the hardware trade is in an excellent position for 
1924 to.do as large or larger business than in 1923. 

It being a presidential year, many will have their 
doubts about the future, but we see no good reason why 
the demands for hardware should not be firm throughout 
the entire ‘year. 

The fundamentals for good business are sounder and 
better for 1924 than for the past year. 

Everyone interested in both wholesale and retail busi- 
ness should be optimistic, because retail and wholesale 
stocks are generally low; collections good; few. changes 
in prices anticipated; labor is well employed, earning good 
incomes; savings bank deposits are heavy; banking insti- 
tutions were never sounder; building is continuing very 
active; automobile industries are all doing a prosperous 
and increasing business; foreign trade is gradually in- 
creasng; steel mills are again booking large orders,. and 
the demand for steel will be very heavy, as railroads, 
automobile manufacturers and builders will be large con- 
sumers during 1924. 

Summing up, we see no room for a pessimist. 

Our suggestions are: be conservative; don’t speculate; 
be prepared; maintain ample stock; buy liberally during 
coming months, and be sure of getting profits on your 
sales, then we all should enjoy a healthy, prosperous 
year for 1924.—John Shann, vice-president. 








PEDORUINARATIONGNLOENGNOCNSTTDNEGOOLNGTAUEREOOUONEYOUNELEUNGLETEGENASORN AAT ORAATT ETAT HegAA TUTE IENUNSUATETUONNS 














Special Days for Cash Refunds 


E all feel sometimes that we would like to start something, but the 

right idea does not always present itself. Here is a plan that has’ 

been tried with considerable success and it might be what you are looking 
for. 

Hardware stores have received considerable publicity from setting aside 
a certain day in the month when they will refund all cash paid in. The plan 
is as follows: Previous to the month specified, one day is selected by the 
proprietor. A record is made and sealed and delivered to the bank for 
keeping until after the month has passed. Advertising announcements are 
then prepared stating that the day has been selected and is unknown to 
anyone except the proprietor. Sales tickets are issued with all cash pur- 
chases during the month and when business has closed on the last day, the 
date is announced and those holding cash slips with that date are requested 
to come for their refund. 

The plan must be well advertised and it has resulted in large sales. 
Usually there has been enough increased business to pay the cash receipts 
turned back out of extra profits. It might be well, however, to except cer- 
tain large items, such as stoves, etc. 
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Allison and the author’s first deer 


| AM reminded of one trip I made to Meeker when 
I was informed that Mr. Davis, one of the partners 
of J. W. Hugus & Co., was sick with a fever. It 
seemed that he had been ill for some time. I was 
invited to call on him, and when I arrived in the sick 
room I was told that Mr. Davis was temporarily bored 
with life and wanted to hear some funny stories. I 
was left sitting in a chair beside his bed. All I could 
see of him was the outline of his figure under the 
blankets as they were trying to sweat out his fever. 
I started telling some of my latest and best stories. 
The figure on the bed lay perfectly still. There was 
no response. I was determined to get action, so I 
remembered a particularly funny story and I told it 
the best I knew how. The bed began to shake and 
finally there was an explosion of laughter from under- 
neath the blankets. I was afterward told by Mr. 
Davis that my stories did him more good than all the 
quinine he had taken! 

Poor Mr. Davis! How strange are the twists and 
turns of fate! In the early days of Meeker he was 
with a company of soldiers that were surrounded by 
the Indians on the banks of the White River. The 
Indians lay on the bluffs over the river and fired their 
rifles into the camp, killing the horses and occasionally 
killing or wounding a man. The situation became 
desperate. They were so outnumbered by the Indians 
that to attempt to escape up or down the river meant 
complete annihilation. The White River ran right 
through the camp of the detachment. The commander 
called for a volunteer to go to Fort Laramie—some 
fifty miles away—for help. Mr. Davis, who was then 
a young man, volunteered. It happened that night 
that there was a driving rain. He got into the icy 
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By Saunders Norvell 


Chapter 1V (Continued) 


—Colorado 


EpITOR’s NOTE.—The accompanying illustra- 
tions are from a photograph album of Saun- 
ders Norvell’s and were taken during the trip 
described in this instalment of “Forty Years 
of Hardware.” They are the real, genuine 
article. 


cold water up to his neck and worked his way down 
below the Indians. Then, crawling out of the water, 
he crept up on the Indian ponies that were tethered 
near the stream. Just as he swung himself bareback 
on one of these ponies, the Indian dogs started a 
tremendous barking. He dug his heels into the pony 
and rode for his life. The Indians were soon after 
him, but in the rain and darkness he managed to 
escape them, made his way to Fort Laramie, gave the 
alarm and returned with a regiment that scattered 
the Indians and saved his comrades. 

Now think of this strange twist of fate: One night 
Mr.’ Davis left Denver in a Pullman car. As he 
happened to have a friend in the day smoker, he 





Saunders Norvell and Allison the guide in the tent 
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went forward to chat with him. The train struck a 
broken rail, the smoker went over an embankment 
and the only man injured on the train was Mr. Davis. 





Saunders Norvell and his first deer 


He was instantly killed. Mr. Davis’ son, Roblin H. 
Davis, is today the head of a large wholesale drug 
house in Denver and I have often had the pleasure 
of talking to him about the old days when I knew his 
father. 

On my first trip in the White River country the 
stage followed the course of the river. Occasionally 
we would pass a fine bunch of cattle. I happened to 
ask the driver who owned all these cattle. “A man 
by the name of ‘Norvell,’” he answered, “who lives 
in Steamboat Springs.” Naturally this interested me. 
This man Norvell, judging by the stage driver, seemed 
to own all the best land in the valley and practically 
all of the cattle. When we arrived at Steamboat 
Springs that night I inquired of the driver where I 
could find this prominent citizen with the rather un- 
usual name. “Well,” he said, “I guess you can find 
him over there in that bar-room.” So I crossed the 
street to the saloon with a view of getting acquainted 
with my relative. Entering the bar, I inquired of 
the bar-keeper where I could find Mr. Norvell. At 
the time the bar-keeper was engaged in mixing a gin 
fizz. “Well, stranger,” he answered, “I happen to be 
the party.” Then I told him we both happened to 
have the same name and I wondered where he came 
from. He “’lowed” that he was not up very much 
on family history but his family came from Tennessee. 
Now, one branch of my family went to Tennessee in 
the early days, and so we compared notes on our 
family trees as closely as we could, it must be admitted 
without any very great success, but in celebrating our 
meeting he did mix a gin fizz without any apparent 
effort, which indicated that my long lost relative was 
also an artist in his line! 

You will not be surprised at this story when I pause 
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to state that my one claim to distinction that cannot 
be questioned is in the fact that my name is the only 
one of its kind in the greater New York City directory 
or in the greater New York City telephone book. In 
other words, there is no one else of the same name in 
a gathering of some 5,000,000 people! 

May I also presume to digress at this point by tell- 
ing the story of my oldest daughter’s being in Frank- 
fort, Germany, a few days after the World War was 
declared. She was walking on the street with a friend, 
watching the Germans tearing down English and 
French signs or painting over them, when a crowd 
came rushing down the street following a young girl 
who was frantically trying to escape them. My 
daughter remarked to her escort, who spoke German 
fluently, “She looks like an American. Can’t you stop 
this mob?” The gentleman stepped forward between 
the young lady and the crowd and in German asked the 
cause of the trouble. They cried out that she was 
a spy. Just then a policeman appeared on the scene 
and on the suggestion of this gentleman, the young 
American girl, the policeman, my daughter and himself 
stepped into a taxicab and were driven to the polite 
station. 

When the young lady had caught her breath, my 
daughter asked her name. “My name is ‘Norvell,’ ” 
she replied. “What is your.name?” “My name is 
also ‘Norvell,’” my daughter answered. To make a 
long story short, the young lady was a cousin of my 
daughter living in Beaumont, Tex., whom she had 
never met. She was traveling in Europe with her 
mother when the war caught them in Germany. She 
was sauntering around Frankfort dressed in an auto- 
mobile suit with a long veil on her hat, speaking 
English in the shops in the most casual manner when 
the highly excited people, full of the war fever, de- 
cided she must be an English spy; otherwise, why 
should she speak English? If this story of these 
cousins meeting for the first time under such circum- 
stances should be written in a novel, it would be sup- 








EF. H. Simmons landing a “speckled beauty” 
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posed that the author was drawing upon his imagina- 
tion, when, as a matter of fact, the incident happened 
just as described on the eighth day of August, 1914. 

Steamboat Springs is in Routt County, Colo. It is 
a beautiful country with majestic mountains and lovely 
valleys. These valleys are watered by crystal streams 
of melted snow, all of them abounding with trout. 
Steamboat Springs derives its name from a hot spring 
that formerly at regular intervals puffed out steam 
and whistled like a steamboat. Almost every year 
for a number of years I went fishing and selling hard- 
ware through this country, and now after many years 
I look back with fond regret to those golden days. 
I used to wonder why people would live in the swamps 
along the Mississippi River or crowded in tenements 
in our large cities when there are such beautiful spots 
as these healthy valleys in the Far West. After 
leaving Colorado, for a number of years I would 
regularly go out there on hunting trips. 


Life in the Open 


On one of these trips E. H. Simmons, the second 
son of E. C. Simmons, went with me. We had a guide 
by the name of Allison. We traveled with pack horses 
and either slept under the stars or in small tents. I 
will never forget the picture of our camp fires in the 
still, clear mountain air. Allison was a remarkable 
cook and he showed us what could be done in de- 
liciously cooking venison and grouse without the use of 
a steel range. I remember, in preparing grouse for 
our evening meal he would dig a hole in the ground 
about two feet square and a foot deep. Then he would 
burn branches in this hole until he had a thick layer 
of red hot ashes. In the meantime he would wrap the 
grouse in leaves and after that inclose it completely 
in a ball of clay. When finished, this ball would be 
placed in the red hot ashes, and oh, boy! when that 
ball was broken open and the grouse was removed 
from the leaves, it was a dish fit for a king. Imagine 
a supper just up on the edge of the timber line con- 
sisting of brook trout, grouse, venison, plenty of bread 
and gravy, and topped off with canned peaches—all 
this with the appetite of hours on horseback in that 
clear mountain air! I have been in a good many parts 
of this old world. I have met all kinds of people. I 
have enjoyed all kinds of delights and pleasures, but 
when I look back over forty years I do not think I 
remember any meals more delightful than those at a 
camp fire under the stars with the white trunks of the 
aspen trees flashing out of the darkness as the camp 
fire would suddenly burst upward when the flames con- 
sumed some dry branch. 


One Indian Victory 


Allison told us many amusing and interesting stories 
about the Indians. When the cowboys and Indians 
lived in this part of Colorado side by side, one of the 
great sports was horse racing. Allison at great length, 
with many details and much shifting of his tobacco 
quid from one cheek to the other, told us of how the 
Indians and the cowboys raced ponies in a certain 
valley arid the cowboys came off victorious. They 
were very much set up. Then the Indians proposed 
another race. The cowboys were so full of pride and 
assurance that they bet everything on-this second race 
—their ponies, their saddles, their hats, their lariats, 
their spurs. Then he said the Indians at the last mo- 
ment brought up a “calico” pony which the cowboys 
had never seen before. It was ridden by a naked In- 
dian boy. The “calico” won hands down. The cow- 
boys were cleaned out. Allison lowed that there never 
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was such a clean-up and so much profanity before nor 
since in the State of Colorado. When it was all over 
an old Indian chief, as he mounted his pony to ride 
away, remarked: ‘“‘Cowboy think Indian d f———_!” 


A Question of Eyesight 


I asked Allison if it was true that the Indians had 
very much keener eyesight than the white men. You 
will remember in some of the boys’ stories of Indians 
what marvelous eyesight, hearing and smell the sav- 
ages are supposed to enjoy. “No,” said Allison, “I do 
not believe that the average Indian can see as well as 
the average white man. He gets his reputation for 
remarkable eyesight simply because he knows what to 
look for and how it looks in the woods, while many 
white men do not. Just as soon as the white man is 
trained to know how things look in the wilds, he can 
see just as well or better than the Indian.” 

For instance, Allison helped me shoot my first deer. 
We had left our horses behind and were crawling 
through a thick underbrush and fallen trees when 
Allison, who was in front of me, suddenly stopped and 
raised his hand. When my chin was over his shoulder, 
we whispered, “Look at that big buck.” I looked in 
the brown woods, but I could not see any buck. I was 
trembling all over. I had the traditional buck fever. 
Allison reached back, took my rifle out of my hand 
and quietly pointed it. I glanced through the sights 
and suddenly I could not see anything else except the 
head and shoulders of a magnificent deer. Now the 
trouble in the first place was that I did not know what 
to look for. This was late in the fall, and I expected 
to see a brown deer, such as I had seen in parks, while 
the animal before me was in his gray winter coat and 
against the background of the gray dead tree trunks 
he was almost indistinguishable. Afterward, knowing 
how deer looked, it was easy for me to see them. 


Allison’s Idea of Pleasure 


This simply illustrates the point that Allison made— 
that white men, unaccustomed to the wilds, seem to 
have very poor eyesight just because they do not 
know what to look for and, as Allison expressed it 
when discussing this phenomenon over the camp fire 
with Ed Simmons and myself, “When I come to St. 
Louis to visit you, Ed, I guess when you take me 
around town to show me the sights, I will be just as 
green and blind about city sights as you are out here 
in the woods.” Ed, with a twinkle in his eye, re- 
marked to Allison that he was quite sure that he 
would be wiser in the city than we were out in the 
mountains. Allison drew meditatively on his pipe, 
stretched his feet out toward the fire, and remarked, 
“That’s all right, Ed, but some of these fine days I 
will drop in on you in St. Louis, and you sure will have 
a job on your hands showing me all the best saloons 
in the place.” Allison’s only idea of a real, enjoyable 
life in a great city was confined to a very limited num- 
ber of attractions! 

Naturally, in discussing the wild and woolly West, 
you expect me to tell some hairbreadth adventures, 
and I feel, if you have followed my memoirs up to this 
point, that you are entitled to one of these stories. On 
a certain fateful day Ed and I happened to be riding 
in single file along one of the ancient Indian trails in 
the mountains. Ahead of us trotted along, pausing 
now and then to bite a mouthful of the succulent long 
grass, our four pack horses. In the lead was a long- 








(Continued on page 66) 
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If You Want to Sell Aluminum 


Don't 


T was a weighty problem for us— 
| the problem of selecting our per- 
manent line of aluminum ware. 
Everywhere before us there was the 
lure of cheap, light weight aluminum 
that could be used for sensational 
$1, 99-cent or 89-cent sales. But we 
did not act in the heat of our emo- 
tions. We questioned the soundness 
of merchandising this inferior mer- 
chandise, and we are glad today 
we did question it. 

We felt that the welfare of our 
future called for a more substantial 
and enduring ware. Time has proved 
that we were right. So it was defi- 
nitely decided that our aluminum 
stock was to be of merchandise that 
would build for the future. 

Our next problem was to select a 
high-grade line that would best serve 
our purpose. Our search of the mar- 
ket was thorough. All factors were 


Keep It a 


By ALFRED J. KRANK 
St. Paul and Minneapolis, Minn. 


taken into consideration—gage, 
durability, features of convenience, 
finish, design, adaptability, reputa- 
tion of the manufacturer, the dealer 
help service offered, and the national 
advertising behind the line. 


Quality vs. Cheap Goods 


After making our choice of a 
standard high-grade line of alum- 
inum ware the next question was to 
beat out the competition of cheap 
aluminum. We have been quite suc- 
cessful in the past two years, since 
we began handling high-grade alum- 
inum, in extensively promoting its 
sale in our city and surrounding 
territory. The merchant today, ad- 
vertising quality ware exclusively, 


Secret 


must be consistent and must do a lot 
of thinking in order to get the best 
results. He has to beat out the big 
flashy competitor who sells coffee 
pots and tea kettles at 98 cents 
when he must sell a quality article 
at from $2.25 to $5.25. 

We have given this matter very 
careful consideration. We find by 
consistently tying up our advertis- 
ing with the national publicity work 
of the manufacturer we can pull in 
our share of the business created by 
this publicity. Our aluminum ad- 
vertising consists of 2-in. spaces 
which we run every day for one 
week in each month. This adver- 
tising features the cut, giving a de- 
scription of the kind of article and 
the price. We also feature in this 
advertising that we sell our alum- 
inum on easy terms. Our check-up 
on this method of advertising indi- 
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cates we have closed several sales in 
one week, one amounting to $123, an- 
other to $59.50 and one to $32.60, 
besides selling single pieces. 


Selling on Terms 


When we first began handling 
high-grade aluminum, we used to ad- 
vertise combination sets on terms. 
We found that we lost a great 
number of sales for the mere fact 
that most women have their own 
ideas as to the number of pieces or 
utensils they have use for; so our 
present method is to let the customer 
select just what she wants, pay us 
$2.50 down and the balance $5 a 
month. In this way we are able to 
sell a woman a complete household 
equipment of aluminum. 

Our minimum assortment is placed 
at $20; our maximum, when we first 
decided to enter this method of sales, 
was placed at $60, but now if the cus- 
tomer is O. K. we let him go as far 
as he wants. We also find that this 
method of selling helps us in selling 
cutlery, cut glass, electrical appli- 
ances and other household commodi- 
ties that we have for sale. 

In the case of the young married 
woman, the first impression, no 
doubt, will stay with her for years, 
and we get this first impression by 
selling her everlasting cooking uten- 
sils—utensils made of hard, smooth, 
thick, 99 per cent pure aluminum. 


Small Ads Get Attention 


We find that our 2-in. advertising 
spaces get as much attention as if 
they were from four to six times 
larger. The automobile has done a 
lot in changing home conditions, 
especially during the spring, summer 
and fall months. People have their 
dinners and it’s “Go here” or “Go 
there” in their machines, and very 
little time is spent in going through 
the newspapers. This being the 
case, we feel the small ad that is to 
the point and which can be read at 
a glance has just as much pulling 
power as a larger one. We surely 
have convinced ourselves that this is 
the proper and only economical way 
of putting quality aluminum before 
our customers and doing it in a way 
that is not too costly. 

In looking back we find that when 
we first started to advertise alum- 
inum we spent practically all our 
profits, but in doing it our new way 
we feel that we are staying within 
a safe limit and are doing it con- 
sistently. We feel that the constant 
drip, drip on the minds of our cus- 
tomers with this kind of advertising 
will make an impression that is 
lasting. 

We of course regularly supple- 
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Pot 


(with Ball) 
1¥4 Quart 


1.90 


if you like pure tea one of these 
Mirro Tea Pots will make it to, a 
“Queen’s taste.” 


‘ar. KRANK’S 


on sails st., Opp. Ryan Hotel. 














Mirro 
Aluminum 
Colonial 
Tea Kettle 

5 Quarts 


4.79 


64 Quarts, $5.25 
$2.50 down and $5.00 per month 
and pick your own selection. 


“ar, KRANK’S 


“esi 6th St., Opp. Ryan Hotel. 














Mirro Aluminum Cake 
Molds 


(Loose Bottom) 
9-inch 


Dc 


10-inch, $1.15 


Buy a complete set of your own 
selection on easy terms. 


Ho? K RANK’S 


Rg 6th St., Opp. Ryan Hotel. 
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A sample of the 2-in. ads which have 
sold aluminum ware for Alfred J. 


Krank 
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ment. our newspaper advertising 
with window displays. The attrac- 
tiveness of aluminum ware makes it 
admirably adaptable for display 
purposes. However, in order to help 
make displays more attractive and 
interest-arousing, the .manufacturer 
furnishes cut-out display cards, 
lithographed in colors. These cards 
are sales-producing and in keeping 
with the quality of the merchandise. 
We find it decidedly to our advan- 
tage to use them. 


Seasonal Displays 


Seasonal displays especially are 
consistently featured. The more im- 
portant seasonal window displays are 
preserving utensils for preserving 
time, general trims for the June 
bride, roasters during late autumn, 
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‘ and Christmas displays for holiday 


shopping. Aluminum, in fact, is one 
of those commodities that sells well 
throughout the entire year. 


Helps for Seasonal Goods 


The manufacturer furnishes spe- 
cial dealer helps for their seasonal 
merchandise. During the preserving 
season, for instance, to help dealers 
suggest the many aluminum “pre- 
serving tools” to their customers, 
there are posters, special newspaper 
electros, attractive booklets for dis- 
tribution and a window trim—all 
furnished free of charge. 

The preserving booklets are writ- 
ten by domestic science experts and 
contain the kind of literature that 
is retained by the consumer. They 
are imprinted with our name and 
address, and we are confident that 
they will still be pulling in business 
for us when next year’s preserving 
season comes around. 

Then a little later on toward the 
close of summer, during the cool 
autumn days when more home baking 
is done, the manufacturer furnishes 
us with baking circulars to distribute 
to our customers. These contained 
many valuable recipes and were 
highly prized by those who received 
them. 

As a standard year-round envelope 
inclosure, miniature catalogs illus- 
trating most of the leading aluminum 
items and outlining their merits are 
always willingly furnished by the 
manufacturer upon request. 


Literature Sent Out 


We have made about four mailings 
of literature on aluminum within the 
past year, in addition to counter dis- 
tribution. In making mailings of 
useful literature of this kind, while 
immediate results are usually quite 
noticeable, we feel that the main 
benefit is derived from the good will 
created for our store, as this litera- 
ture always bears our imprint. 

It is the practice of the manufac- 
turer to keep their customers in- 
formed of their advertising, dealer 
help service, as well as the quality 
specials they offer from time to time 
through broadsides. We always give 
the broadsides as much attention as 
we would a personal letter, for we 
know that the information they con- 
tain will prove instrumental in help- 
ing us sell more aluminum ware. 

Many times these broadsides con- 
tain good merchandising ideas that 
we can capitalize on. By using these 
aggressive ideas and those we orig- 
inate or read in trade publications, 
coupled with our consistent advertis- 
ing, our aluminum sales are steadily 
increasing. 
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What Does the Banker Mean 


When He Says “Index Number’’? 


WO retail merchants were dis- 
jt cussing prices, would they go 

up or down, when one of them 
ased, “Say, Bill, what do these finan- 
cial experts mean by index num- 
bers?” 

“I give it up,” said Bill, “I’ll tell 
you if you will tell me the difference 
between ‘bills payable’ and ‘accounts 
payable.’ I know this, I’ll have to pay 
for every bill of goods I buy, what is 
the difference? I went over to the 
,bank last week to ask for a loan—and 
the cashier got me so mixed up I 
was nearly turned down. I would 
have been, but I phoned for my book- 
keeper to come over and explain.” 

This is not an unusual case. Many 
a merchant has floundered around 
hopelessly when his banker shot a 
few questions at him. 


New Methods Bring New Phrases 


Every change in business condi- 
tions—every up-to-date method in- 
troduced into the mercantile world 
brings with it some new phrases that 
were not taught in the schools years 
ago, and for that matter many of 
them are not being taught today. 

Index Number—A phrase fre- 
quently used in financial columns 
and market reports—referring to 
figures published by the Department 
of Commerce, mercantile agencies 
and one or two leading trade jour- 
nals. They reflect the changes in 
price levels of staple articles of con- 


By E. P. BEEBE 


sumption—in short, a mercantile 
barometer. 

Bills Payable—A promissory note 
given to your banker, your jobber or 
to any individual, a trade acceptance 
you may have given, or the accept- 
ance of a time draft. When you affix 
your “John Hancock” to any of these 
various forms of “I promise to pay” 
it becomes a “bill payable” and 
should be classed as such among your 
liabilities until paid. 

Accounts Payable—What you owe 
for purchases of merchandise, ad- 
vertising, supplies, equipment, etc.— 
that yet due or past due, which are 
unpaid or for which you have not 
given a note. 

Accounts Receivable — Open ac- 
counts due from your customers. 

Bills Receitvable—All notes, ac- 
ceptances, etc., given to you by your 
customers come under this heading. 


Various Kinds of Assets 


Capital Assets—Uncle Sam defines 
these very clearly, as property ac- 
quired and held for profit or invest- 
ment for more than two years. Real 
estate, machinery and fixtures, per- 
sonal property either in real estate 
or merchandise intended for the oc- 
cupancy by or use of your family 
cannot be included. Nor can you list 
your stock in trade coming under the 
classification of “inventory.” 


Deferred Assets—Prepaid taxes, 
insurance, interest or other expenses 
chargeable to future business, which 
have been paid in advance. 

Liquid Assets—When you hand in 
your statement to the local banker, 
this is what he looks for. Sometimes 
he calls them “quick assets” and he 
means that which can be quickly 
turned into cash, good accounts re- 
ceivable, well selected seasonable 
merchandise, as well as any securi- 
ties owned and cash in the bank. 
This last is the item your jobber’s 
credit man looks for first. In nearly 
all cases the amount of the bank bal- 
ance reflects the condition of any 
business. 


Gross and Net Income 


Gross Income—In the case of a re- 
tailer this item covers all cash and 
charge sales after deducting goods 
returned and any miscellaneous 
earnings, such as interest earned or 
cash discount taken. 

Net Income—Would be’ the above 
figure less all expenses, cost of goods 
sold and interest paid. 

Net Profit—Another name for 
“net income.” Defined for a retail 
store by the Harvard University 
Bureau of Business Research “as the 
amount that remains over and above 
all expenses, including the salary of 
the proprietor or partners, rent of 
the store whether owned or leased, 
and interest on the firm’s net invest- 
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ment as well as interest on borrowed 
money. Federal and State income 
taxes are not included in expenses 
before net profit is determined, but 
are a deduction from the net profit.” 

Turnover—Reduced to plain Eng- 
lish—is the number of times a re- 
tailer has bought goods to replace 
those already sold during the year. 
Retailers are becoming more and 
more concerned regarding this most 
important detail of their accounting 
records. More and more is the ques- 
tion being asked, what is your turn- 
over? Lack of knowledge as to the 
proper way to figure turnover is al- 
most universal. Many retailers take 
their annual inventory figures as a 
basis—dividing it into the total cost 
price of their total annual sales. 


Use Wheelbarrows as 
Bargain Tables 


HEELBARROWS have a new 

use in the Raymer Hardware 
Co., St. Paul, Minn. Four or five of 
the black steel tray barrows with 
bright red woodwork are filled with 
bargains and placed in one of the 
prominent aisles of the store. A 
good sized, readable sign is placed 
on each load of bargains, giving the 
price and saying a few words about 
the value of the merchandise. This 
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They forget that Jan. 1 inventory is 
taken when merchandise stocks are 
at their lowest and the rate of turn- 
over is consequently not accurate. A 
semi-annual inventory is better still 
a running inventory or at least one 
taken quarterly is more nearly cor- 
rect. 


Value, Good Will and Credit 


Actual Vailue—A fair cash or mar- 
ket value. 

Book Value—The value of a busi- 
ness as shown by its books of ac- 
count if properly kept. Good will 
does not enter into this unless pro- 
vided for. 

Good Will—The valuation placed 
upon the reputation, prestige, pat- 
ronage and other invisible but valu- 





is an excellent way to sell out a lot 
of the dead stock or dispose of spe- 
cials that have been bought for trade 
stimulation. One of the wheelbar- 
rows in the Raymer store was re- 
cently filled with a popular-priced 
make of hammer, another with 
hatchets, and so on. 

Load up a couple of wheelbarrows, 
price tag the articles and move them 
up in the front of the store. You 
should be able to sell the wheel- 
barrows, too. It’s a good idea, and 
ideas are the things that help the 
goods to sell. Why not try it out? 
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able assets possessed by a going con- 
cern. Sometimes determined by tak- 
ing the average profits for a period 
of years and estimating what amount 
of money these earnings represent at 
a given per cent. 

Credit—Is a complex word with 
many meanings. An _ accounting 
phrase—meaning an entry in the 
credit or right hand side of the led- 
ger. Standing by itself it is the basis 
of all loans and of all business. Over 
90 per cent of our mercantile trans- 
actions are made possible by its use. 

It makes it possible for the banker 
to loan the retailer ready money and 
the jobber to supply him with mer- 
chandise. Its fundamentals are con- 
fidence and faith in fellow-man and a 
belief in the Golden Rule. 


State Auto Road Map 


Displayed in Store 


ASSE BROS., St. Charles, Minn., 
~ have mounted on composition 
board one of the large auto road 
maps of the State. This is placed in 
a prominent place in the store and, 
needless to say, is consulted not 
only by townspeople but by tourists. 
This concern also displays the Min- 
nesota Retail Hardware Associa- 
ciation’s tourist sign and keeps a 
supply of road maps and touring in- 
formation on hand at all times. 


Forty Years of Hardware 


(Continued from page 62) 


would start leaking out again. 


When we had seen 





legged animal loaded down with the pots and pans of 
our kitchen outfit. Suddenly, for some unknown rea- 
son, this animal started to buck all over the trail. We 
never knew the cause. It may have been hornets or 
bees. Anyhow, he would run awhile and then stop 
and buck awhile, then run and then stop and buck. 
Then he began to shed kitchen furniture, and the more 
he bucked the louder the noise made by the banging 
pots and frying pans. As he moved, he scattered a 
regular hardware store along that trail. 

For some reason Allison was not with us, and we 
certainly had a real job to catch that animal and then 
retrace our steps and pick up the hardware inventory. 
After we had gathered everything together in one 
spot and had quieted down Rosinante, the problem was 
how to tie all that hardware on her back so it would 
stay. How we wished for Allison! The job had to be 
done. We first tried one way and then another, but the 
pack would hang on one side or hang on the other side, 
or just as soon as the horse started the hardware 


Allison tie on that pack with a diamond hitch it looked 
very easy, but when we tried to do it ourselves it just 
could not be done. I put my foot against the belly of 
Rosinante and pulled until the ropes would cut an 
inch deep into her hide. ‘Then we would tie the ropes, 
and then Rosinante would friskily shake the entire 
thing off without any effort whatever. Finally some- 
how we got most of the stuff on her back again and 
managed to reach camp. You should have heard Alli- 
son’s remarks when he saw how we had tied on that 
pack! His profanity was eloquent. I wish it could 
have been preserved on a victrola. The next day he 
gave us lessons in packing tinware on a horse. 

Good old days long ago and almost forgotten! Alli- 
son did not know it, but in his line he was an artist 
too! What would I give today to ride over those 
mountains free from care, bubbling over with fun and 
youth! Alas, alas, time is the great tragicaster! 


(To be continued) 
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Sharpening Stones 


By HERBERT R. CONNER 


Editor’s Note:—Herbert R. Conner, manager of 
the New York office—151 Chambers Street—of the 
Pike Manufacturing Co., Pike, N. H., recently broad- 
casted a talk on “the story and development of 
sharpening stones,” from Station WEAF (American 
Telephone & Telegraph Co.) New York City. Be- 
lieving that Mr. Conner’s talk to be of particular 
interest to the hardware trade we publish it below 
with Mr. Conner’s permission. Incidentally, it may 
be added that Mr. Conner is chief booster of the 
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New York Hardware Boosters. 


known and used for untold cen- 

turies. The first cutting tools of 
primitive man were made by chipping 
flint or other hard stones into shape 
for immediate use, but no evidence can 
be discovered that any knowledge of 
sharpening operations existed in the 
early epochs of the Stone Age, for the 
obvious reason that the labor of grind- 
ing stone tools would have been wasted 
effort when it is remembered that such 
tools are so easily and rapidly chipped 
to form. It is quite certain however, 


‘k= sharpening stone has been 


that during the latter part of the Stone 
Age the art of grinding was develop- 
ing slowly. It was not being used so 
much for any technical advantage 
there might be as for the sake of 
beauty and symmetry of shape. 

In spite of the antiquity of the sharp- 
ening or grinding stone, most authors 
who write about prehistoric times have 
little to say about it. It is a subject 
that seems to have been overlooked to 
a very considerable extent, and it is 
only within recent years that there has 
come a general realization of the im- 
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portant place the sharpening stone 
fills in the industrial as well as the 
home field. 

The first mention of sharpening 
stones in the United States is made by 
one Thomas Merton, who came to Mas- 
sachusetts with the first settlers and in 
letters back home dwells much upon 
the resources of the new country in 
whetstones. Inasmuch as the stones 
which were discovered by him near 
what is now Wollaston, Mass., were of 
very inferior quality, no commercial de- 
velopment was ever made of the prod- 
uct. 

About 1815 the first quarrying oper- 
ations were performed in Arkansas, 
where about 400 pounds of what is now 
known as Washita rock were taken out. 
The Arkansas stone did not come into 
general use until several years after- 
ward, being considered a barber’s stone 
and too high priced for common use. 
Today the Arkansas is a famous stone 
known to every user of extremely keen 
tools. No other stone approaches this 





This window display of sharpening stones appealed to every passerby who owned a piece of dull cutlery 
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for its particular purpose, 
which is to sharpen tools re- 
quiring the very finest edge, 
such as are used by surgeons, 
engravers, dentists, wood 
and ivory carvers, and har- 
ness makers. It is sixteen 
times harder than marble and 
has a finer grit than any 
other oilstone, hence imparts 
the smoothest edge. : 

About 1821 Person Noyes, ‘wus 
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Old Customers Furnish Prospects 


HE Simms hardware store, Minneapolis, Minn., 

is a firm believer in letti 
help increase sales. A fee of $5 is offered to every 
old customer who brings in a new furnace prospect 
that is sold. One policeman bought a furnace and 
was so enthusiastic about it that he made $45 in 
commissions in one season by selling his friends the name. 
idea they should buy their furnace at Simms’. 


satisfied customers 


but which must stand up un- 
der constant daily wear and 
tear practically indefinitely 
without losing its shape. 
The first India oilstones were 
made from corundum im- 
ported from India and from 
this it is easy to see how this 
remarkable stone derived its 


The difficulty in obtaining 
India corundum in sufficient 











a farmer living in northern 

New Hampshire, while chopping in the 
woods picked up a piece of stone upon 
which he attempted to sharpen his axe. 
The stone gave such good results that 
he got out a few rough pieces from a 
nearby ledge and broke them into rough 
scythestone shape, but made no attempt 
to grind them smooth. This product was 
sold locally, but the industry did not de- 
velop further at that time on account of 
his death. Later his widow married 
Isaac Pike and through him the busi- 
ness of the Pike Manufacturing Co. was 
established in the year 1823. The first 
quarry was located on the shores of 
Indian Pond and the product became 
known as the Indian Pond Scythestone, 
a name familiar today in all parts of 
the world where agricultural pursuits 
are carried on. 

Having given briefly some of the 
principal historical facts pertaining to 
sharpening stones, we are now ready 
to consider in some detail those stones 
which are representative of the more 
important groups in general use at the 
present time. Sharpening stones today 
are divided into two distinct classes 
known as natural and artificial stones. 
Natural stones include those which are 
taken direct from the earth and which 
without undergoing any change of 
structure are manufactured into shapes 
convenient for mechanical purposes. 
Artificial stones, on the other hand, con- 
sist of certain basic materials which 
in the course of manufacture undergo 
some chemical change whereby an en- 
tirely new material is created, after 
which it is crushed, graded, molded in- 
to desired shapes and baked under in- 
tense heat in kilns or ovens. 

Every sharpening stone, whether nat- 
ural or artificial, is a mass of crystals 
of varying sizes, infinitely sharp cutting 
points, each of which is harder than 
steel. These crystals are held or bound 
together by a substance termed the 
binding material, commonly spoken of 
as the bond. After continued use the 
crystals on the surface of 
the stone become dull, and in 
order for the stone to give 
perfect service these crystals 


stones, making one kind better for its 
own purpose than another. 

The most important stones of the 
natural division in common use today 
are the Arkansas and Washita. I have 
mentioned facts about the Arkansas 
and will now say something of the 
Washita. Washita stone is a product 
of the Ozark Mountains and is quite 
similar to the Arkansas stone, but is 
much more porous. It is found in vari- 
ous grades. The best selections are 
made from very porous crystals. The 
brand known as Lily White Washita is 
acknowledged by experts as the best 
natural stone for sharpening carpen- 
ters’ and general wood-workers’ tools. 
It is preferred by many mechanics for 
efficient tool sharpening and when 
properly selected gives extreme satis- 
faction. 


The Demand for Speed 


With the introduction of modern tool 
steels, came the demand for faster 
cutting sharpening stones. As far 
back as 1830 attempts had been made 
to produce artificial oilstones, but none 
of these were satisfactory. When there- 
fore, a new oilstone under the name 
“India” was introduced in the early 
90s, and concerning which _ several 
startling claims were made, mechanics 
were inclined to be skeptical. It was 
claimed for the India oilstone that it 
would cut the hardest known steel, the 
kind on which an ordinary file slips, 
that it would stand up to its work 
under the most adverse conditions with- 
out losing its shape, that it would be 
graded to suit the particular work it 
was called upon to perform, and most 
important of all, that it could be pro- 
duced month after month, year after 
year, with no variation in quality. The 
years have verified these claims and to- 
day the India oilstone is used almost 
universally in machine shops, and all 
other places where a stone is required 
which must be not only fast cutting, 


quantity and of uniform 
quality caused the manufacturer to 
begin chemical experiments in an 
effort to find a substance possessing 
its many virtues and lacking some of 
its faults. The result of this study was 
the discovery of an artificial aluminum 
oxide commercially known as alundum. 

India oilstones are made from alundum 
after it has been crushed and graded 
into the size of grain most suitable for 
oilstones. The alundum grains are all 
uniform, coarse, medium or fine as de- 
sired. They are mixed with bonding 
material, molded into various oilstone 
shapes and then vitrified into solid stone 
under great heat. Every process being 
under perfect control, all India stones 
are absolutely uniform in hardness and 
texture, a most important quality, as 
every skilled mechanic knows. India 
oilstones are filled with oil in the course 
of manufacture, which gives them 
remarkable freedom from_ glazing. 
India oilstones have been known for 
years as the longest wearing oil- 
stones in the world. Recent labora- 
tory tests conducted on a special ma- 
chine designed for the purpose of test- 
ing abrasives have proved beyond a 
doubt that they are also the fastest 
cutting. Fastest cutting means a sav- 
ing of time, longest lasting means a 
saving of money, consequently In- 
dia oilstones are the most satisfac- 
tory and most economical oilstones now 
being manufactured. 

_No single sharpening substance can 
possibly give best results for all kinds 
of cutting edges. For instance, the in- 
finitely fine edge of the surgeon’s knife 
and wiry coarse edge of the ordinary 
scythe can not both be produced by the 
same kind of sharpening substance. 
On the contrary, one type of abrasive 
must be used for the fine work and a 
radically different type for the fast, 
coarse work. And this is just as true 
for all special cutting edges that lie 
between these extremes, such as sharp- 
ening of wood workers’ tools, of metal 

workers’ tools, of tools for 





Renting Guns Leads to Sales 


ane’ = eutting leather, meat, paper 
= or what not. It is here that 
the importance comes of 


must break away from the HE Richmond Hardware Co., Clarksville, Tex., seeking reliable advice in the 
bond, thus making way for = i rents guns to hunters at 50 cents a day. Mr. selection of a stone of the 
new cutting points to do Richmond says that he picks out 15 of the best new right sharpening substance 


their work. The coarseness 


or fineness of these crystals, ways. 


their hardness and their brit- 
tleness or toughness, these 
are the things which in 
various combinations make 
the differences bttween the 
several kinds of sharpening 


guns for this purpose and the scheme works two 
In the first place, it increases ammunition 
sales, and in the second place, people often become 
so attached to the gun that they want to buy 1. 

Last season 65,000 shells were sold due to adver- 
tising stunts and the renting of guns; at that the 
stock was out about one-third of the time. 
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for the particular cutting 
edge with which you are con- 
cerned. Whenever you are 
in doubt as to the stone you 
need, be sure and ask some 
one who knows. Make sure; 
don’t guess. 
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“The Fellow Who Gaile bo “Put Goode 





“Ijack in Slock : 


deals with the foot washing services supposed 

to be held regularly every evening during the 
barefoot season. Mother was firmly insistent that 
there should be no contact between muddy feet and 
clean sheets, while Dad, remembering his own boyhood, 
was inclined to watch for backsliders. He instituted a 
system of periodical checkups to see that the bathing 
edict was carried out to the letter. Many a night just 
as we had snuggled down for a real sleep his voice would 
boom up the ‘stairway with this query: “Did you 
boys wash your feet before you went to bed?” If our 
answers were in the least faint, wobbly or apologetic, 
up he would come to take an inventory. Usually his 
suspicions were verified, and the family slipper came 
into play accompanied by sundry sobs and howls. Then 
we would be hustled down the back stairs and put 
through the soap and water degree. It was strenuous 
treatment, but it bred order, cleanliness and disci- 
pline. Also it cut down the laundry bills and added to 
mother’s reputation as a good housekeeper. 

Years after when I ventured out into the business 
world, I found many men behind retail counters who 
evidently had not passed through the foot washing 
experience. If they did the treatment failed to stick. 
I don’t mean that these men were personally unclean, 
but the moral involved had failed to penetrate beyond 
that point. The stores in which they worked were 
untidy. Displays and shelves were dusty. Goods were 
arranged in a hap-hazard manner. Counters and cases 
were loaded with miscellaneous articles that should 
have been neatly arranged in stock. Surplus goods 
were piled like junk in basements and warehouses. 
Want books had few entries, but “outs” were plentiful. 

In hundreds of stores which I have visited one par- 
ticular “dirty-foot” type was in evidence. I refer to 
the fellow who seems to have taken an ironclad oath 
never to put goods back in stock after showing them 
to a customer. If some one asks to look at a saw, he 
delights in covering about ten feet of counter or display 
space with saws. When the customer has been served, 


QO NE of the painful memories of my boyhood days 


the incident is closed, so far as he is concerned. It 
makes no difference whether or not a sale is made, once 
the customer departs he hustles to some other part of 
the store and finds something real or imaginary to 
take up his time. 

The next clerk who faces a tool customer does: so 
over that motley array of saws and a counter void of 
display space. Often he has to stop and put away a 
bunch of goods before he can find room to demonstrate 
the article called for. Meanwhile, the “bird” in ques- 
tion is spreading granite ware or some other line over 
another counter or case. He usually has three good 
men picking up after him most of the time. Either 
that, or he demoralizes the whole force and gets them 
all in the habit of forgetting to put goods back in 
stock. 

The effect on the customer is bad. Unconsciously 
the average man or woman "is repelled by untidiness, 
uncleanliness or careless arrangement of goods. His 
attention is taken up by the lack of system, or by the 
articles thrown around the counter, and it is difficult 
to get his interest in the items the salesman wishes 
to sell. ° 

There is nothing like a neat, clean display case to 
help concentrate a customer’s interest. At the same 
time it has a sort of moral effect in building up his 
confidence in the store and the salesman. 

So much for selling. On the other hand, the clerk 
who continually leaves shelf articles on the counters 
and cases lowers the morale of the whole salesforce. 
Whether he knows it or not, he is consistently cutting 
down the earning power of himself and every other 
man in the store. 

He needs a boss of Dad’s type. Some one to hustle 
him back to the scene of his misdeeds, and prescribe 
the store slipper and a mercantile “foot bath.” 
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Bargains In 
Seasonable 
Items 


UR annual inventory 

reveals overstocks in 
many of our staple items. 
Now is your chance to buy 
at a saving as we have priced 
these goods to move quickly. 
Ash sifters, ash cans, lan- 
terns, flashlights, shovels and 
snow scrapers are a few of 
our overstock items in sea- 


sonable goods. See us now! 


Jones Hardware Co. 
100 Main Street 


This ad features a group of winter neces- 
sities and the manner of presentation is 
bound to create a quick response 


T has long been an accepted fact 
| by the hardware dealer as 

well as by many other dealers, 
that January is bound to be more or 
less of a slow month. So ingrained 
has this idea become that the aver- 
age dealer fails to make any special 
attempt to go after January business 
outside of his nominal advertising 
schedule, 


The idea, however, that business 
should slacken materially after the 
holiday season is more or less of a 
notion. There is plenty of business 
to be had during January if one will 
take the necessary steps to go out 
and get it, and it is the purpose of 
this article and the accompanying 
advertisements to give the hardware 
dealer a hint as to how he may shape 
his advertising and selling policies 
so as to produce a satisfactory vol- 
ume of business during the weeks 
immediately following the holiday 
season. 


A Sales Opportunity in Sport Goods 


Take, for instance, the sporting 
goods department of the average 
hardware store. Winter weather 
generally sets in after Jan. 1 and 
opens up the opportunity of selling 
a number of popular items in the 
sporting goods department, particu- 
larly skates, sleds, hockey outfits and 
outdoor athletic elothing. The hard- 
ware dealer should be keen to take 
advantage of the first real winter 
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Putting “‘Pep”’ 


in 


January Sales 


By B. J. PARIS 


weather that comes his way going 
after this sporting goods business 
with a vim, telling the public what 
his stock comprises. and. quoting 
prices. 

Another big opportunity is in the 
electrical department. Cold, snappy 
weather creates a greater demand 


for such items as electric heaters, 
toasters, table grills, percolators and 
other electrical accessories for the 
table. It should be realized by the 
hardware dealer that a great number 
of people put off buying these items 
until after Christmas because they 
do not want to duplicate any item 











<n tt CC Le 











Now for— 











See us NOW. 

















| Skates, Sleds and 
Winter Sports 


i OME and look over our sport goods department! 

C Everything for winter sports! Skates for young- 
sters and grown-ups. Sleds for the small folks. Hockey 
outfits. Sport sweaters and caps. We are taking inven- 
tory now and getting ready to stock spring goods—hence 


we can offer you real bargain prices during January. 


Jones Hardware Company 


1} ; 100 Main Street 





Many youngsters missed sleds and skates for Christmas and mothers will respond to an 
announcement like this 
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suggested will unite to give the 
dealer’s January advertising a great 
deal of interest and sales power. 


A Month of Opportunity 


When all things are considered, it 


Electric Home Comforts must be plain to the dealer who does 
4) a little thinking that January, in- 


fo r ‘a; stead of being put down as a slow 
4} month, really offers great oppor- 


The Cold Days 


tunities for cashing in on carefully 
planned publicity, and it is this 
thought that we want to impress 
upon your mind. We feel that once 
4} the opportunity of January is fully 
OT toast and coffee, quick as a wink, with an elec- : realized and appreciated that a great 
tric toaster and percolator. Piping hot dishes 4} many hardware dealers will take the 

s| necessary steps toward making this 
month show up as one of the most 





served at the table with one of our combination electric 


table grills. An electric hot water heater for emergency 4; profitable sales months of the entire 
use. An electric heater to take off early morning chills. || heasaady 

In other words, we want you to 
Come in and look over our stock of electrical devices get away from the idea that January 
for the home. Bargains in many items due to overstocks. i] must of necessity be a slow month, 


when from every angle of reasoning 
it really shapes up as a month of 
unusual opportunities for the dealer 


Jones Hardware Company | who will seize upon them. 
| As a matter of fact, a great many 
100 Main Street | sales that are made during the first 





weeks of February should have been 
made in January. 














Winter is bound to start off in earnest 
during January. Here is an ad -that 
With the Xmas gift uncertainty cleared will sell auto accessories to those who 
up, those who have been holding off keep their cars in commission 
buying electrical goods will be specially 
attracted to this announcement 











which they think they may receive | 
in the form of a gift. | 
Another department of the hard- jj ; 
ware store which should be adver- | How To Make Winter 
tised especially well during January | 
is the department devoted to the 
sale of automobile accessories. If a 
series of snappy ads are run for 
winter automobile needs, the _ re- 
sponse will be found to be immediate 
and gratifying. 
Another group of items that 


should not be overlooked by the jf . ma iy 
hardware dealer are ash sifters. front. You can put it on in a jiffy. Chains to get you 
| 
| 








Driving Easy and Comfortable 


summer. Let us sell you an automatic radiator 





snow shovels, coal scuttles, ash cans 
and similar supplies that have to be 
renewed from time to time and par- 
ticularly during the period of actual 
use. Lanterns and flashlights make 
a mighty good contribution toward 
a January advertisement. 


through snow. Automatic windshield cleaners for snow 
flurries. A foot warmer for the folks in the tonneau. 
Laprobes to keep out the chill. Visit our auto accessory 
department and you'll find a number of other devices 


that will put comfort and safety in your winter driving. 
Inventory and Overstock Sale Ads 


Then there is always open to the 
dealer the opportunity of running 
special sale or special opportunity 
ads which can feature such items as 
may represent an overstock. Inven- 
tory ads are very successful during 
the month of January, and these 
special bargain ads run in conjunc- 
tion with the other ads that we have 


Jones Hardware Company 


100 Main Street 





| 
| 
| 
| 
| 
| 
AKE your car serve you now as it did during the 
| 
| 
| 
| 
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Stratton-Warren Co. 
Buys Little Rock 
Wholesale Firm 


Kidd-Bossinger Hdw. Co. Purchased 
by Memphis Jobbers—Will Be 


Run as Branch House 


The Stratton-Warren Hardware Co., 
wholesalers of hardware, Memphis, 
Tenn., has recently purchased the 
wholesale house of Kidd-Bossinger 
Hardware Co., Little Rock, Ark. Al- 
though details of the financial transac- 
tion have been withheld, the deal is 
said to be one of the most important 
consummated in the wholesale hard- 
ware field in recent years. All the 
liabilities of the financially involved 
Kidd-Bossinger Company are _ under- 
stood to have been assumed by the pur- 


chasers and a liberal provision made | 


for the stockholders. 

The business will be operated as a 
branch of the Memphis company. The 
stock will be built up immediately and 
an intensive sales promotion program 
launched. The present sales organiza- 
tion will be retained, it was announced, 
but will be augmented by transfers 
from the Memphis organization. 

With the acquisition of the Little 
Rock business the Stratton-Warren 
Hardware Company becomes one of the 
largest wholesale concerns in_ the 
United States. The corporation has an 
authorized capitalization of $1,750,000 
and nine states are included in its ter- 
ritory. 

For many years the company has 
done an extensive business in eastern 
and southern Arkansas. The same vig- 
orous methods that have brought about 
the rapid development of the Memphis 
territory will be pursued in the con- 
duct of the local branch, Mr. Stratton 
said. The territory to be covered by 
the Little Rock branch will include 
Arkansas, eastern Oklahoma, eastern 
Texas and northern Louisiana. Most 
of the lines carried by the Kidd-Bossin- 
ger Hardware Company will be con- 
tinued and many new lines added. 

The Stratton - Warren Hardware 
Company was organized in 1900 as the 
Benedict-Warren Hardware Company. 
Mr. Stratton, who had been prominent- 
ly identified with the business life of 
Memphis for 20 years, became presi- 
dent of the corporation in 1913, and the 
business has been greatly expanded 
since then. 

G. M. Baird, second vice president of 
the concern, who had served as head of 
the buying department, will be placed 
in charge of the Little Rock branch. 
He will assume his new duties Monday 
and make his home here permanently. 

In addition to the hardware business, 
the Stratton-Warren Company manu- 
factures harness, horse collars and 
leather goods, operating a large plant 
in Memphis. It also owns and operates 
the Memphis Queensware Company, 
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one of the oldest and largest Memphis 


firms dealing in glassware and dishes. 
Products of the leather goods factory 
will be marketed through the local 
branch, but the queensware company 
will not be represented there. 





Warren Handle Works Co. 
Buys Newton Falls Mfg. Co. 


The Newton Falls Mfg. Co., manu- 
facturer of mallets, Newton Falls, 
Ohio, is to sell its machinery and busi- 
ness to the Warren Handle Works Co. 
of Cortland, Ohio. 

The Newton Falls Co. was estab- 
lished in 1892, and since 1910, has 
manufactured mallets exclusively. The 
company’s’ specialized in_ tinners’ 
mallets of hickory and dogwood and 
was the originator of the oval handle 
for mallets. 


os 


Stanley Works to Place New 
Line on Market 


Rumors to the effect that the Stanley 
Works, New Britain, Conn., were about 
to place a new line of tools on the 
market were recently confirmed in an 
interview accorded a representative of 
HARDWARE AGE by General Sales Man- 
ager J. E. Stone. Mr. Stone stated 
that full particulars regarding this 
new line will be made public within a 
few weeks. He strongly emphasized 
the fact that there would be no change 
of policy made in regard to the Stanley 
method of selling. 


Indiana Steel & Wire Co. 
Adds to Lines 


The Indiana Steel & Wire Co., 
Muncie, Ind., manufacturer of U. S. 
Poultry Netting, has arranged to make 
this product from both No. 19 and No. 
20 gage wire, it heretofore having been 
made of No. 19 gage wire only. 





P. F. Frost Heads Sales of 
Cambridge Wire Cloth Co. 


P. F. Frost has been appointed gen- 
eral manager of sales with offices at 
149 Broadway, New York, by the Cam- 
bridge Wire Cloth Co., Cambridge, Md. 





National Tire & Rubber Co. 
Re-elects Directors 


Directors were unanimously _re- 
elected at the annual _ stockholders’ 
meeting of the National Tire & Rubber 
Co., held at its office in East Palestine, 
Ohio, Dec. 15. The board is composed 
of the following: President, L. 
Merwin; Vice-President and General 
Manager, C. E. Miley; Treasurer, C. 
W. Helman, and Secretary, L. 
Kyes. 


| 
| 
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Montreal Hardware Associa- 
tion Re-elects Starks 
President 


A discussion of trade topics and the 
eiection of officers were among the prin- 
cipal features of the annual meeting of 
the Montreal Metal and Hardware As- 
sociation of the Board of Trade. Lieut.- 
Col. Robert Starks of the Starks Sey- 
bold Co., was re-elected president; T. 
M. Hutchinson, vice-president; H. Dip- 
lock, treasurer. The directors are A. 
Jeanette, T. H. Jordan, A. D. Robert- 
son and W. B. Robinson. 





Keystone Cutlery Co. 
Organized 


Edgar Fuchs, for the last twelve 
years sales representative of the Fox 
Cutlery Co., in Wisconsin, Northern 
Illinois, Minnesota, and the Dakotas, 
has recently organized the Keystone 
Cutlery Co., Manufacturers’ Home 


Building, Milwaukee, Wis. Mr. Fuchs 


will do a wholesale business in cutlery 


and hardware specialties. 

Mr. Fuchs has secured the services 
of J. Hoessler, formerly with the Cat- 
taragus Cutlery Co. for ten years, and 
both expect to continue to cover the 
same territory. 





New Representatives for 
Marcy Tool Works 


The ‘Marcy Tool Works, Inc., manu- 
facturer of tools, Putnam, Conn., has 
recently appointed Riley & Foster, 
Emerson Tower Bldg., Baltimore, Md., 
factory sales representatives in the 
Southern States, and E. C. Ward Co., 
542 Wilcox Bldg., Los Angeles, Co., 
and 1141 Henry Bldg., Seattle, Pacific 
Coast representatives. 

The company has recently added a 
number of new items to its line of 
mechanical tools to be included in its 
1924 General Catalog which will be 
ready for distribution the first of the 
year. 





National Tool Co. 
~ to Expand 


In order to provide facilities for its 
expanding business, the National Tool 
Co., manufacturer of cold chisels, star 
drills, plumbing and bricklayers’ tools 
and hardware specialties, 86 Warren 
Street, New York City, is now install- 
ing additional machinery, and is also 
increasing its sales organization. A. 
Herman, president, states that the 
company’s new catalog, now in the 
course of preparation, will contain 
many new numbers. Philip W. Sheri- 
dan, formerly with William H. 
Jacobus, 81 Walker Street, New York 
City, will cover territory comprising 
the States of New York, New Jersey 


M. /and Pennsylvania. The business began 


the manufacture of tools in 1911. 
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Breinig New Chairman 
Audit Ct. Clean-up 
Committee 


Granville M. Breinig was elected 
chairman of the Finance and Audit 
Committee of the National Clean Up 
and Paint Up Committee at a recent 
meeting of that body, held in St. Louis. 

The complete list of new members 
of the committee thus far appointed 
by the presidents of their respective 
national trade organizations as official 
representatives of the industry in the 
supervision of the Clean Up and Paint 
Up work follows: 

National Paint, Oil and Varnish As- 
sociation—Granville M. Breinig, Brei- 
nig Brothers, Inc., Hoboken; V. 
Peters, New Jersey Zinc Co., New 
York. Paint Manufacturers’ Associa- 
tion of the U. S.—Joseph W. Bray, 
Condie-Bray Glass & Paint Co., St. 
Louis; Horace S. Felton, Felton, Sib- 
ley Co., Inc., Philadelphia. National 
Varnish Manufacturers’ Association— 
Wells Martin, Martin Varnish Co., 
Chicago; R. W. Lindsay, Pratt & Lam- 
bert, Inc., Buffalo. 

The four representatives of the Na- 
tional Association of Paint Distribu- 
tors and of the International Associa- 
tion of Master House Painters and 
Decorators of the U. S. and Canada 
on the committee will hold over until 
the next annual conventions of their 
organizations. . 


Certain-Teed Will Use 
Congoleum Patented 
Machinery 


The Certain-Teed Products Corpora- 
tion, St. Louis, Mo., has recently en- 
tered into a license agreement with the 
Congoleum Co., under which the former 
is authorized to use in the manufacture 
of hard surface printed rugs machinery 
patented by the Congoleum company. 
The product will be marketed under 
the Certain-Teed trade mark. 








Capelle Advertising Mgr. 
for Apex 


O. P. Capelle has been appointed 
advertising manager of the Apex Elec- 
trical Distributing Co., leveland, 
Ohio. He has been in this company’s 
publicity department for three years. 
Previous to his connection with the 
Apex Electrical Distributing Co., Mr. 
Capelle was with the United Pub- 
lishers’ Corp., New York, and the Pen- 
ton Publishing Co., Cleveland. 





Devoe & Raynolds, Inc., 
Annual Convention 


A discussion of business conditions 
and the formulation of its spring sales 
campaign were features of the annual 
sales convention of Devoe & Raynolds, 





held at the Martinique Hotel, New York 
City, Dec. 14-18. 

The meeting of the branch managers 
was held Dec. 14-15, and attended by 
all department heads, branch man- 
agers, and sales managers, was 
presided over by Dr. I. W. Drum- 
mond, treasurer of the company 
and chairman of the board of directors. 
At this session, addresses were de- 
livered by E. S. Phillips, vice-president 
and general manager of the eastern 
division; C. A. Campbell, vice-presi- 
dent and general manager of the 
western division; A. C. Stephans, H. 
Rau, C. D. Potter, credit manager of 
the New York branch; and E. D. Peck, 
advertising manager. 

The meeting of the branch and retail 
store managers of both eastern and 
western divisions was held on Dec. 16, 
and presided over by E. D. Peck, man- 
ager of retail stores. 

The meeting of branch managers, 
sales managers, traveling sales man- 
agers of the eastern division was held 
on Dec. 17 and presided over by Dr. 
Drummond. At this session addresses 
were delivered by E. S. Phillips, vice- 
president and general manager of the 
eastern division; R. C. Thomas, sales 
manager of the eastern division, E. B. 
Prindle; P. le B. Gardner, manager 
of the New York branch; H. Rau, and 
E. S. Blackledge, superintendent of 
plants, eastern division. 





National and Southern Sup- 
ply Associations to Hold 
Joint Meeting 


As a result of the efforts of Joseph 
Hottel, of the Delta File Works, 4837 
James Street, Philadelphia, and F. D. 
Mitchell, secretary of the American 
Supply & Machinery Manufacturers 
Association, this organization, together 
with the Southern Supply & Machinery 
Association, the National Supply & Ma- 
chinery Association and the National 
Pipe Association will hold joint con- 
ventions in Cleveland, Ohio, May 19-21. 





S. T. Harleman Now with 
Henry Disston & Sons, Inc. 


Samuel T. Harleman has resigned as 
assistant to vice-president and general 
sales manager of the Atlas Steel Cor- 
poration, Dunkirk, N. Y., and will be 
connected with Henry Disston & Sons, 
Inc., Tacony, Philadelphia, as assistant 
manager of the steel sales department. 
Mr. Harleman graduated from Lehigh 
University in 1901 in mechanical engi- 
neering and after five years in the 
motive power department of the 
Lehigh Valley Railroad, entered the 
steel business with the Bethlehem Steel 
Co. at the Bethlehem plant, leaving in 
1918 to go with the Atlas company. 





Gressinger Buys Bigelow Store 


Fred Bigelow, New London, Ohio, 
has sold his hardware store to M. Gres- 
singer. 





C. M. Power Appointed 
Sales Manager 


Cleveland Chain Co. 


Former General Sales Manager U.S. 
Chain & Forging Co. Back to 
Manufacturing Game 


C. M. Power has recently been ap- 
pointed sales manager of the Cleve- 
land Chain & Mfg. Co., which operates 





C. M. Power 


factories at Cleveland and Wapa- 
koneta, Ohio, and Seattle, Wash. 

Mr. Power’s first connection with the 
chain trade was as sales manager for 
the Seneca Chain Co., Kent, Ohio, for 
four or five years. After leaving that 
concern he was general sales manager 
of the Standard Chain Co. at Pitts- 
burgh, from 1909 to 1916, when that 
concern was taken over by the Ameri- 
can Chain Co. of Bridgeport, Conn. He 
then went with that company as sales 
manager of the welded chain division. 

Upon the formation of the United 
States Chain & Forging Co. of Pitts- 
burgh, he went with that company as 
general sales manager. He resigned 
this position in December, 1921, to en- 
gage in farm pursuits and the raising 
of blooded live stock. , 

The Cleveland Chain & Mfg. Co., it 
is said, contemplates broadening its 
activities in its various lines of chain 
manufacture in the near future. 





Western Paint & Varnish Co. 
Adds to Plant 


The Western Paint & Varnish Co., 
Duluth, Minn., recently completed sev- 
eral new additions to the plant which 
has made it possible to increase pro- 
duction to meet the increased demand. 
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Obituary 





Heman Charles Whittlesey 


Heman Charles Whittlesey, formerly 
secretary and treasurer of Wilcox, 
Crittenden & Co., Inc., Middletown, 
Conn., manufacturer of marine hard- 
ware, Middletown, Conn., died on Dec. 


13 while visiting his son, P. V. Whit- | 


tlesey, at Nyack, N. Y. He was born 
in Newington, Conn., in 1857 and was 
graduated from Yale University with 
high honors in the class of 1880. Last 
year Mr. Whittlesey resigned from ac- 
tive business life having served many 
years as secretary-treasurer of the 
company. 

He is survived by his wife, Mary 
Crittenden Wilcox Whittlesey; a 
daughter, Mrs. William M. Napier of 
New York; a son, Percival Wilcox 


Whittlesey of Nyack, N. Y., and two | 
grandchildren and a sister, Mrs. Gib- | 


son W. Wilson of Middletown. 





Henry Katzenmeyer 


Henry Katzenmeyer, head of the 
hardware business, bearing his name, 
died recently at his home in Hillsdale, 
Mich., following an illness of several 
years. 

Mr. Katzenmeyer was born in Upper 
Sandusky, Ohio, Nov. 24, 1862, and 
about forty years ago commenced work 
in the hardware business at Paulding, 
Ohio. 

In 1903, he moved with his wife and 
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family to Hillsdale, where he again 
entered the hardware business. After 
being situated here for several years 
he purchased the present business lo- 
cation of the Katzenmeyer Hardware 
Store, from which, about one year ago, 
he actively retired because of ill 
health. 








Harry Otho Ott 


Harry Otho Ott of the firm of Ott- 
Heiskell Hardware Co., wholesale hard- 
| ware, Wheeling, W. Va., died on Dec. 
20, at the home of his sister, Mrs. W. 
_W. Irwin, Wheeling. 
Mr. Ott was born in Wheeling on 
March 29, 1868, the son of the late 
| Henry Ott and grandson of Samuel 
| O. Ott, the founder of the business now 
_ conducted as the Ott-Heiskell Hard- 
| 
i 


ware Co. Mr. Ott had been identified 
with this concern from his earliest boy- 
hood days in one capacity or another. 





William J. Haynes 


William J. Haynes, president Haynes- 
Langenberg Mfg. Co., St. Louis, manu- 
facturer of furnaces, died at his home 
there on Dec. 20, after an illness of two 
weeks. Mr. Haynes was born in Mount 
Airy, N. C., in 1851, a direct descen- 
dant of Maj. Robert Hill, who fought 
in the Revolutionary War. He went to 
St. Louis in 1861 in a prairie schooner 
He had been connected with the 
Haynes-Langenberg Co. for the last 
ten years, previously having been with 
the Langenberg Grain Co. 
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G. Curtis Kline 

G. Curtis Kline, vice-president and 
general manager of Kline & Co., whole- 
sale and retail dealers in hardware, 
Williamsport, Pa., died at his home in 

amsport, Dec. 16, following a.: 
illness of avuut twelve months. 

Mr. Kline, who was in his sixty- 
third year, had been in the hardware 
business for about forty-six years, hav- 
ing entered the employ of his brother 
about 1877, six years after the business 
was started. 

When the business was incorporated 
in 1907, he was made vice-president 
and secretary, holding these offices 
until -his death and when his brother, 
James N. Kline, retired from active 
participation, he assumed the manage- 
ment. 





Charles A. Upham 


Charles A. Upham, salesman for 
Sargent & Co., New Haven, Conn., 
died at his home in Columbus, Ohio, 
Dec. 22, following a protracted illness. 
His connection with. Sargent & Co., 
which had been continuous since 1875, 
began with his employment in the New 
York warehouse of the company as a 
stock boy. After holding various posi- 
tions in the office he became a city 
salesman and later represented the 
company in Western New York and 
Pennsylvania, subsequently being pro- 
moted to a territory which included 
the larger cities of Ohio and West 
Virginia and some points in Kentucky. 





(News continued on page 96) 





Beat Competition by Taking Advantage of 1923’s Mistakes 
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START this article with an “I.” Whenever you 

see an article started with an “I” or whenever you 

hear a speech that starts with an “I,” stop and 

read and stop and listen because that article or 
that speech is going to be very good or very bad. 

I am a wreck. Last week night and day I was one 
of the cog wheels in a selling convention. The sales- 
men who attended this convention were unique. They 
were the crack salesmen of jobbers in a certain line 
from all over the United States. I never before at- 
tended a convention where every salesman present was 
the top salesman of his house. Not a failure—not a 
has-been—not a young hope- 
ful—not a chair-warmer at- 
tended this convention. The 
speakers were all practical 
men—men who had worked 
their way up from the bottom 
to the top. 

One speaker was an adver- 
tising man. He started at the 
bottom. He is now at the 
head of one of the largest 
publishing houses to be found in this country. 

Another speaker started as a book agent. In his 
early days he sold books from door to door. He be- 
came a district manager, then general sales manager 
and now he is the president of one of the most power- 
ful book distributing concerns in the world. 

Another speaker was educated as a lawyer and was 
the adviser of a man who conducted a chain of retail 
stores. This man died. The business was taken over 
by the widow. The lawyer became president of the 
business. He does not claim to be an expert in that 
particular line but he manages a chain of twenty-four 
of the most profitable retail stores in that line in this 
country. He gave us a practical talk on retail selling 
and what the retail merchant wants from the manu- 
facturer and jobber. His talk was searching and il- 
luminating. None of us had the slightest trouble in 
understanding exactly what he meant. 

Another speaker was in the automobile line. He 
talked about the relation of advertising to sales. He 
analyzed advertising. He told us what to expect of 
advertising and what not to expect of advertising. 
His speech was as logical and clean-cut as a cameo. 
He had boiled down a lot of thought into his talk. 

These speakers draw salaries from $25,000 to $50,- 
000 per annum. Not a Representative nor a Senator 
draws as large a salary as theirs. Not an admiral in 
the Navy—not a captain of any of our great trans- 
atlantic liners draws as much money. Why are they 
paid so much? Simply because men of their experi- 
ence and calibre are hard to get. They are worth the 
money they draw, not only for what they produce in 
sales and profits but in the money they save their 
houses by their knowledge and experience, by keeping 
them out of trouble by adopting wrong sales and ad- 
vertising policies. Men of this calibre not only pro- 
duce but they economize. They draw profits out of 
the spigot and they stop waste at the bunghole. 

Then how these 100 point salesmen did stand up on 
their hind feet and talk! Every one of them without 
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“First of all a salesman must sell 
his goods—The next thing is for the 
salesman to sell himself. The third 


thing to do is to sell his house.”’ 
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How They Did Brag! 


exception had a good voice. Every one was emphatic. 
Every one used the pronoun “I.” It was glorious to 
hear them, Not one knew anything about the hypoc- 
risy of modesty. They told how they did it. They 
bragged. They were full of the enthusiasm of accom- 
plishment. They used the pronoun “I” because they 
had a right to use it. Strange to say, not one in the 
audience had a feeling of resentment when the air 
was full of “I’s.” All of us knew that we were listen- 
ing to men who had served their apprenticeship and 
who were graduates of the University of Hard Knocks. 
I could not help feeling as I listened to these speeches 
and talks what a shame it was 
that every hardware manufac- 
turer, jobber and retailer in 
the United States could not 
hear these talks. I had my 
stenographer present. She is 
the best stenographer in New 
York City and she took notes 
of these talks. I have enough 
“SALES MANAGER” ma- 
terial to last me for one year 
at least. And this is a very conservative estimate. 

In this article I am just going to give you a few re- 
marks at random made by these speakers that stand 
out in my memory. The speaker who sold books from 
door to door in his early days stated that every sales- 
man should carry samples. How could a salesman sell a 
book, for instance, without a sample? Suppose you 
just attempted to talk about the books. How far would 
you get? 

Then he told us that a prospect could “get” a propo- 
sition more quickly with the eye than he could with 
the ear. He sold a book shelf of books, He could not 
carry the shelf around with him so he had a dummy 
made of this shelf of books which could be folded up. 
When it was opened it looked just like the books in the 
shelf. It was a reproduction from life. Salesmen 
carrying this.dummy sold the goods. Then he had a 
cut-out with reproductions of various pages from the 
books. This cut-out was about a yard square. The 
object of this cut-out when the book salesman visited 
a busy man was to cover all the papers on his desk so 
the book salesman has his exclusive attention. Now 
it happened that a book salesman called on me and 
sold me some books. He covered up my desk just in 
this way but I never realized what he was doing until 
this speaker told me it was one of the little tricks of 
book selling. 

A salesman for a grocery house sold more rice than 
any other salesman. How did he do it? He told this 
story: He had his wife make little rice puddings. 
They were put up in nice little jars. He carried 
around these puddings with a bottle of nice cream and 
a spoon and he had his customers eat rice pudding and 
cream made from this rice. He sold the rice. 

Then the 100 point men got up and talked about 
samples and every one of them was a sample carrier 
and a sample shower, Samples concentrate the atten- 
tion of the buyer. They give him something to handle 
—something to look at. His mind does not wander. 
This entire convention was strong for samples. 
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Another speaker talked about human logic and 
human emotions. He stated that 70 per cent of our 
population were emotional. They are not logical. He 
said to sell goods logically was a long road to travel. 
The thing to do was to appeal to the emotions. What 
are the main emotions in life? Now stop and think of 
what follows. It startled me: First of all, sex. The 
young man getting his hair glossy so he can make a 
hit with his girl; the young girl dolling herself up with 
toilet articles to make a hit with her beau—the use of 
clothing in the cosmic urge. Second: Self-improve- 
ment. The desire for education; the desire to rise in 
the world; the desire to succeed. Third: Money or 
avarice. Now study these three leading human emo- 
tions. Notice that the love of money is third. 


Three Kinds of Advertising 


Another speaker said that there are three kinds of 
advertising. First: Demand advertising. To domi- 
nate a market by advertising—to sell goods by adver- 
tising instead of by salesmen. This is national de- 
mand advertising. It must be a low-priced item of 
general use—chewing gum; cheap soap; cigarettes; 
candy. When the market is once dominated, salesmen 
are practically unnecessary. Very few reach this goal. 
There are not more than twenty-five such advertisers 
in the whole country. Amuse yourself by thinking out 
the list. 

The next kind of advertising is fake advertising 
where the advertiser attempts to sell good to retail 
dealers by a few big flashes-in-the-pan. He attempts 
to make the retail merchant think that he is carrying 
on a national campaign of advertising when he is not. 
The dealer stocks up and the goods do not move. He 
is stung. This is fake advertising that never gets 
either the manufacturer, the retailer or the consumer 
anywhere. 

The third form of advertising is consumer accept- 
ance—to advertise your brand not with the idea of 
selling every inhabitant of the United States and hav- 
ing them break down the front door of a retail store in 
their intense desire to get your goods, but to secure 
the acceptance of your brand when the retail merchant 
passes your brand out over the counter. 


Private Brands Amount to Little in the Larger Cities 


Here this speaker made a striking point, Some 
retailers are trying to build up their own brands. In 
a small town where this retailer is known, the con- 
sumer comes in, asks for a certain article and the re- 
tailer passes out his own package. The consumer 
looks at it, notices the name on the label, hesitates and 
remarks—‘Say, Bill, I see this item has your name on 
it. Is it all right?” Bill assures his customer the 
goods are right. The customer rather hesitates as he 
accepts the article. He knows his neighbor Bill and 
as Bill tells him the goods are right, he does not refuse 
to accept— B U T —in the large city the retail dealer 
does not know his neighbor and his neighbors do not 
know him. He passes out the package with his name 
or some other unknown name on it and the consumer 
hesitates. He asks—‘“Haven’t you got any other 
goods? I do not know this brand.” The retail mer- 
chant’s name on a package is not worth much in a big 
city. Now if the package has the name of some well- 
known concern that has been doing institutional adver- 
tising on a sufficiently large scale and for a sufficient 
length of time to have their brands well known to the 
consumers of the country, then these goods will be 
accepted. “Now,” stated this speaker, “stop and think 
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of the time saved and the sales resistance overcome 
in selling goods that. have consumer acceptance.” 


Dealer Sales Resistance 


Then another speaker talked about sales resistance 
on nationally advertised goods because the manufac- 
turer had failed to protect the retailer on his profit 
on these goods. He called attention to the fact that 
these goods were hidden away out of sight. Advertis- 
ing matter was not used. Dealers only produced such 
goods under protest after trying to sell other lines. 
This was dealer sales resistance and some manufac- 
turers wonder why their cost of selling is so high with- 
out knowing that one of the main reasons for the high 
cost of their selling is this sales resistance on the part 
of retail merchants. 

Another speaker talking about salesmen put it this 
way: “First of all a salesman must sell his goods. By 
this I mean he must know his goods. He must know 
everything about them—not only his own goods but 
he must know the lines of goods he is competing with. 
He must know why his goods are superior. He must 
show samples.” The first thing of all in salesmanship, 
according to this speaker, you must know your goods. 
The next thing -is for the salesman to sell himself. 
The third thing to do is to sell his house. This speaker 
stated that a salesman should sell himself before he 
sold his house because if he could not sell himself, then 
it was a sure thing he could not sell his house. Sales- 
men of the country—retail and wholesale—get these 
steps straight in your minds: Sell your goods; sell 
yourself; sell you house. 

In succeeding sales articles I will take up these 
various speeches and discussions in detail. 


“Encourage Them to Brag” 


Now in conclusion, as there are no doubt many sales 
conventions being held all over the country, allow me 
to suggest that sales managers in charge encourage 
their salesmen to use the pronoun “I.” Encourage 
them to brag. You know bragging is one of the most 
primitive of human instincts. As I sat in this conven- 
tion and listened to the 100 point salesmen brag, I 
could not help thinking of an Indian war dance I once 
saw in Montana. All the Indians danced around a 
great fire. There was a lot of action and energy. 
They shouted at the top of their voices. I asked my 
guide what they were all saying and he answered— 
“Each one of these Indians dancing is a warrior. Each 
one of them is recounting in the dance and in his 
recitation his own deeds of courage and valor. He is 
telling about all the enemies he has overcome. You 
know,” said this guide, “these Indians work themselves 
up to a great frenzy just telling about their own accom- 
plishments. If it were not for the soldiers at the 
nearby forts, they would break out of the reservation 
and take the war path in earnest. They sure are all 
‘het up.’ ” 

No One to Hold Them Back 

So as I listened to all of the “I’s” at this sales con- 
vention, my mind went back many years to this Indian 
war dance. Now there are no soldiers to hold these 
100 point salesmen on the reservation. Immediately 
after January first they will be let loose on the country. 
May the good Lord make America safe for the 


consumer! ! ! 
“THE SALES MANAGER.” 











January 3, 1924 


HARDWARE AGE 


T7 


Senator Ladd to Urge Radical So-Called 


“Honest Paint” Legislation 


North Dakota Solon Introduces Drastic Measure—Follows Lines 
of Pure Food and Drugs Act, but Requires 


Washington, D. C., Dec. 31, 1923. 


Et HE enactment by the present 
Congress of a comprehensive so- 
called “honest paint” law is con- 
fidently predicted by Senator Ladd of 
North Dakota, who has just introduced 
a measure which in certain particulars 
Is more drastic than any legislation 
providing product standards heretofore 
enacted by the Federal Congress. The 
bill has been referred to the Senate 
Committee on Manufactures of which 
Senator La Follette of Wisconsin is 
chairman. 

Senator Ladd can make decidedly 
impressive claims to being the original 
“honest paint” promoter. A chemist 
by profession and for the past twenty 
years Food Commissioner of North 
Dakota and head of the regulatory 
department of that State, as well as 
author of the North Dakota puré paint 
law which has been sustained by the 
United States Supreme Court, his in- 
fluence in pushing this type of legisla- 
tion will have to be reckoned with. 


Big Blocs Back Ladd Move 


Further, Senator Ladd is a member 
of both the progressive and agricul- 
tural blocs of the Senate and has been 
specially selected by the steering com- 
mittee of the latter faction to take 
charge of the “honest paint” move- 
ment and to urge it early and late 
upon the attention of the Senate until 
finally voted upon. In presenting the 
bill in the Senate the North Dakota 
Senator made a characteristically brief 
but pointed statement as to his inten- 
tion. He said: 

“The people are entitled to the pro- 
tection that would be given by this 
bill. The honest manufacturers are 
entitled to it. I don’t propose that in- 
terests not wanting the bill shall be 
allowed to prevent its passage.” 

It may be taken for granted that 
there will be hearings on the Ladd 
measure whenever its author desires. 
Senator La Follette, chairman of the 
committee to which it has been re- 
ferred, is the recognized leader of the 
progressives in the Senate and is un- 
derstood to stand ready to do every- 
thing in his power to assist his col- 
league in putting the bill through. 
The measure will be strongly op- 
posed by certain interests because of 


Formula Disclosure 


By W. L. CROUNSE 


the requirements relating to the print- 
ing of detailed formule on the pack- 
age. These interests express willing- 
ness to see a bill passed that would 
prohibit false statement of any kind on 
labels or the cheating of the public 
through the use of inferior materials, 
but they insist that it is not necessary 
for the protection of the public to dis- 
close formule to the extent of requir- 
ing the name and percentage of each 
ingredient to be shown on the label. 

The Ladd bill, like so many other 
measures dealing with the comprehen- 
sive subject of honest merchandising, 
is based on the principles underlying 
the Pure Food and Drugs Act of 1906 
which has now been enforced for more 
than seventeen years. 

Section 1 of the bill makes it unlaw- 
ful for any person to manufacture 
within any territory or the District of 
Columbia “any’ linseed oil, turpentine 
or paint which is adulterated or mis- 
labeled or unlabeled within the mean- 
ing of this Act.” Penalties of fine and 
imprisonment are provided for viola- 
tions of this provision. 

The interstate shipment of any lin- 
seed oil, turpentine or paint adul- 
terated, mislabeled or unlabeled is pro- 
hibited by Section 2 of, the bill and 
heavy penalties are imposed upon all 
persons violating this prohibition. A 
proviso of this section reads as fol- 
lows: 


Exports Are Exempted 


“That any linseed oil, turpentine, or 
paint shall not be deemed adulterated 
or required to be labeled within the 
provisions of this Act when intended 
for exportation to foreign countries 
when marked or labeled in a manner 
not in conflict with the laws of the 
foreign country to which the same is 
intended to be shipped; but if any of 
said articles shall in fact be sold or 
offered for sale for domestic use or 
consumption, then this proviso shall 
not operate as an exemption from any 
of the other provisions of this Act: 
Provided further, That nothing in this 
Act shall prohibit a manufacturer of 
linseed oil, turpentine, or paint to sell 
upon a written contract to a consumer, 
for use only on products of his own man- 
ufacture, goods unlabeled as to their 
ingredients but bearing conspicuously 


the printed statement that. they are 
made in accordance with a private for- 
mula: Provided, That no linseed oil, 
turpentine, or paint made in accord- 
ance with the private formula, under a 
written contract, shall be sold by the 
consignee or used upon any buildings.” 

A board composed of the Secretaries 
of the Treasury, Agriculture and Com- 
merce is provided by Section 3 of the 
bill “to make uniform rules and regu- 
lations for carrying out the provisions 
of this Act and including the collection 
and examination of linseed oil, turpen- 
tine, and paint manufactured or offered 
for sale in the District of Columbia or 
in any Territory or District of the 
United States, or which shall be of- 
fered for sale in unbroken packages 
in any State other than that in which 
they shall have been respectively man- 
ufactured or produced, or which shall 
be received from any foreign country 
or intended for shipment to any foreign 
country, or which may be submitted 
for examination by the chief health, 
food, or drug officer or agent of any 
State, Territory, or District of the 
United States, or at any domestic or 
foreign port through which such prod- 
uct is offered for interstate commerce 
or for export or import between the 
United States and any foreign port or 
country.” 


Bill Fixes Standards 


Administrative provisions regarding 
the examination of specimens and the 
institution of proceedings against vio- 
lators of the proposed law are con- 
tained in Section 4 and 5 of the bill. 
One of the most important features of 
the measure provides standards for the 
products covered thereby in the follow- 
ing terms: | 

“Sec. 6. (a) That the term ‘linseed 
oil,’ as used in this Act, shall include 
the products known as ‘linseed oil,’ 
‘raw linseed,’ ‘raw linseed oil,’ ‘boiled 
linseed,’ ‘boiled linseed oil,’ or ‘boiled 
oil.’ 

“Sec. 7. That for the purposes of this 
Act the Department of Agriculture 
shall establish standards for determin- 
ing the purity of ‘linseed oil’ as above 
defined, which it may change as the de- 
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WE are very much interested in 
the series of letters with ref- 
erence to tagging goods in show 
windows. In our opinion, unless a 
real bargain is offered for sale on 
exhibition in the show window, the 
goods should not be tagged in plain 
figures. 

Where there are several dealers 
in a town and where competition is 
rather keen, it seems to be a prac- 
tice of the different dealers to ex- 
amine the goods in the show win- 
dow of their competitor and if the 
goods are priced with plain figures 
on a tag, the tendency is for some of 
the dealers to make the price lower 
than their competitor. This will 
sometimes start price cutting that 
will result in a loss of profit to the 
various dealers. 

We are speaking now about mer- 
chandise of standard quality. Of 
course where a dealer has the ex- 
clusive sale on some article, we see 


no reason for not having a plain. 


price tag on the articles in the 
show window. 

An attractive article displayed in 
a show window without a price will 
often cause the customer to come 
into the store and when he gets 
inside, the sales force can point out 
the merits of the article, whereas in 
a lot of cases the customer if he 
saw the plain price on the article 
would pass it up, not knowing of 
the merits of the article but merely 
knowing the price. 

We notice that a good many of 
the letters that were written to you 
put greater stress on the price than 
on the quality. As we see it, 
quality is really more important 
than the price. Besides there are a 
great many people who insist on 
having a better price than regular, 
and it would be difficult to sell this 
class of trade if they knew before- 
hand just what the selling price of 
the article is. 

We want to emphasize that a cus- 
tomer passing by*a show window 
and seeing the plain price tag on 
an article may arrive at the conclu- 
sion that this article is not worth 
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the price and therefore not make 
further investigation, whereas if he 
would go inside of the store and 
talk with a capable salesman who 
could show him the value of the 
article, in most cases the sale would 
be made. 

The hardware line is so compli- 
cated, and there is such a variety 
of qualities that it takes more than 
a mere plain price card to sell the 
line in this day of competition. 

Guenther Hardware Company, 

Owensboro, Ky. 





yN answering your question about 
price tagging goods in the store 
window, I think it is good policy 
to do so provided you do not have 
competition of a price cutter who 
watches your window for price and 
then quotes a lower figure. 

It is best then to withdraw the 
article so priced and display some- 
thing else. 

C. Gitsham, 
San Francisco, Cal. 





S it good business to price-tag 

goods in the store window? I 
certainly think it is good business. 
I would not think of putting goods 
in the window without the price on 
each article being marked in plain 
figures. I think one would lose 
80 per cent of the effect of the dis- 
play if he did not mark the goods. 
A person’s attention is attracted to 
a window by some article that 
catches their eye, then while look- 
ing further, they find that that ar- 
ticle or some other in the window 
is something that they have used or 
can use and they are interested 
right away provided the price is on 
it. And if that price is particularly 
low, they may buy it at that time 
or may return for it at some future 
time. If the price is not displayed. 
A window has no more pulling power 
or effect on the passerby than it 
would if the windows were used 
merely for storage purposes. 

Geo. R. Stannard, 
Branford, Conn. 
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Should Goods 
in the Window 





Be Price Tagged? 


\ 7E firmly believe in price tag- 

ging goods placed in show 
windows although we must admit 
that we do not always carry out this 
plan. 

The greatest advantage in price 
tagging goods in a window is that 
it sells goods to people who are 
not in need of such goods or are 
only mildly interested. If the article 
will prove of use to them, the ar- 
ticle looks satisfactory and price is 
right, they will come in and buy, in 
other words, the goods will sell 
themselves quicker and more of 
them when the price is given. 

We have often heard people com- 
plain about a well put up automobile 
advertisement when the prices 
were not given. There are few 
automobile concerns that do not 
give their prices in their advertising 
and if they knew how unsatisfac- 
tory this is to the readers, they 
would no doubt change their system. 
This same feeling applies to the 


trade that shops through the show 


windows and this trade is bigger 
than many merchants realize. 
H. Jacobus & Co., 
Antigo, Wis. 


FR SELTING to your favor of the 
6th inst. in reference to price 
tagging window displays, we feel, 
in our particular case, with few ex- 
ceptions, that we do not care to 
price merchandise in the windows. 
If merchandise is well placed and 
the windows made attractive with 
merchandise that is in demand we 
feel we will get no opportunity to 
quote prices. We are well located 
and do not try to attract people to 
the store by special cut prices on 
standard merchandise. The one ob- 
jection to pricing merchandise in the 
window is the fact that you do not 
have an opportunity to show the 
value of your merchandise over 
some other of less value at the 
same or a little better price. 
C. M. Merrick, 
Buhl, Idaho. 
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Editor’s Note:—The importance of this subject 
to the hardware retailer may be judged by the num- 
ber and the length of the letters that have been sent 


to us for publication. 


This is the third instalment 


of letters from hardware retailers on the subject of 
price tagging merchandise when it is displayed in 
the show window. The first instalmént appeared in 


the Dec. 20 issue. 


EGARDING the price tagging 
of goods in display windows: 
Personally for the _ thirty-seven 
years I have been in business I have 
always maintained that it was not 
the best thing to do. However, I 
have heard it talked and discussed 
so often of late years, that I am a 
bit reluctant in giving my views as 
to which is the better, as I have 
heard both sides that have had good 
arguments in this instance. If you 
are having a special sale of some 
article not classed as_ standard 
goods, then I think it advisable to 
place the price tags in your win- 
dows. However, where you are dis- 
playing standard tools I do not 
think it good policy of price tag- 
ging. : 
J. G. Getz, 
Kent, Ohio. 


] BELIEVE that the price tag 
should be on merchandise dis- 
played in show-windows, also each 
article in the store should have a 
plain price, tag showing the whole- 
sale cost in characters and the 
selling price in figures large enough 
to be seen by the customer at a 
glance. 

I realize that when you put an 
article in the window with a price 
tag on it, that your competitors 
will be among others to look them 
over, but all good business men 
know that if they sell the goods 
they are due to sell, they must be 
in line with their price which is 
very necessary especially on the 
merchandise in the show window. 

The plain price tag on merchan- 
dise will attract more attention, 
cause people to linger at your win- 
dow, and if they do not come in at 
that moment will remember the 
place and the price. When in need 
of the articles shown, the first 
thought coming to the customer’s 
mind is that’s the place for me to 
buy. “They are not afraid to publish 
their price; they must be right.” 
‘The majority of cases will come in 
and call for the special advertised 


articles, expecting to pay the win- 
dow price. 

‘Time once was when merchandise 
was sold at various prices for the 
same articles to different customers. 
That time, I am glad to say, is past, 
and should be and to my mind the 
plain marked goods has done more 
to correct this evil than any one 
thing. 

I find too, that women especially, 
will take more time to look at your 
window and through your store if 
they can see the prices for them- 
selves, it seems to strengthen their 
confidence. 

M. C. Guy, 
Alexander, Green & Co., 
Bradford, Tenn. 


N regard to price tagging goods 

in the window, we will say that 
we thoroughly believe in this prac- 
tice and apply it to our own use as 
much as possible. 

We find that it gives the cus- 
tomer confidence in the store and 
the chances of his buying are 
greater if the price is known to him. 
To us, non-pricing articles in the 
display window is like going into 
the restaurant where there are no 
prices shown on the menu. 

The Read-Esty Co., 
Farmington, N. H. 





BOUT one-half of the time 

when our hardware windows 

are decorated, price tickets are put 
on the articles on display. 

We like the method of pricing 
better than without as we believe 
in marking in plain figures all of 
the articles which we have on dis- 
play and for sale in our department. 

We have only one price for selling 
goods and we are mighty glad to 
let the public know what our prices 
are. We know of no better method 
than by advertising the fact in our 
show windows. 

The I. H. Kent Co., 
Fallon, Nev. 
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K ROM my experience I find it 
profitable to put price tags on 
merchandise displayed in our show 
windows. The public will often 
stop, and if the price is on the ar- 
ticle in plain figures, they will make 
comparison ,with something similar 
they have seen in some other store, 
and often come in the store and 
make a purchase. 

Price tags on goods displayed in 
show windows impress the public 
that you have confidence in your 
goods and the price. 

J. A. Mahoney, 
Deming, N. M. 


— —____ — 


HAVE decorated windows and 
did not put price tags on and I 
have decorated windows and put 
price tags on, and by close observa- 
tion I find that the windows with 
the price tags on are the windows 
I can get results from. 
W. Swank, 
Camas, Wash. 





ITH reference to price tagging 

géods in the store windows, we 
wish to advise that we never do it 
unless we run a special. 

We believe that the price is the 
last thing that should be talked 
about and the best way we have 
found is to get the people in the 
store, show them the goods and then 
talk about the price, on stale goods 
put into the windows. 

While we are at it, we will say 
that we are 100 per cent for 
HARDWARE AGE. 

Anacortes Hardware Co., 
Anacortes, Wash. 





NLESS we wish to hook our 

windows up with special price 
advertising, we do not feature price 
in window displays. 

We feel that an attractive win- 
dow is an inducement to come in to 
ask the price, and once in there is 
the opportunity to sell. 

Brownell Bros. Co., Ltd., 
Hailey, Idaho. 
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Trade Engaged in Taking Stock 
Business Confidence Growing 


USINESS in the wholesale hardware markets throughout the country is almost at a 
standstill. The attention of the whole trade is “engaged in the taking, or in the com- 
Practically no price changes of any importance were announced 
during the last week of the old year. ; 


pletion of inventory. 


Forecasts from jobbers and manufacturers regarding the business outlook in the hard- 
ware trade for the first quarter of 1924 express decided confidence. Many manufacturers 
are reported to be planning the expansion of their production schedules, and to broaden 
their sales efforts. Jobbers for the most part continue to advise caution and to urge retailers 


to increase their stock turns. 





Manufacturers’ Price Changes 


EVERAL makes of bicycles are reported to have 
been advanced from 10 to 15 per cent. 


The Boston Woven Hose & Rubber Co., Cambridge, 
Mass., is reported to have withdrawn prices on gar- 


den hose. 


cents per bag. 


Authoritative 
manufacturers have guaranteed their prices against 


Drop shot is reported to have been advanced 10 


information indicates that many 


decline until April 1. 





Price Changes from Jobbmg Centers 


NEW YORK.—WNo price changes 
were announced by local jobbers during 
the last week of the old year. Business 
in the wholesale market is almost at a 
standstill, practically every firm in the 
section being engaged in taking inven- 
tory. Few important price changes 
are anticipated by jobbers during the 
first part of the new year. Sales dur- 
ing 1923 are said to have shown a ma- 
terial gain over those of the preceding 
year. 


CHICAGO.—No price changes were 
announced. Inventories and preparing 
new salesmen for the road are taking up 
most of the time. Practically all of 
the future business to be placed for 
spring is now in and shipments will 
soon be started. Salesmen are taking 
futures for fall delivery with very little 

change of prices. 


BOSTON. 
with comparatively few important 
price changes. This time we have to 
announce a varying reduction in Clip- 
per belt hooks, an advance of 10 cents 
per bag in drop shot, and quite a mate- 
rial advance in fire shovels, while 
prices have been withdrawn on garden 
hose. 





PITTSBURGH. — The last week of 
the year saw practically no changes in 
prices either on finished steel products 
or on hardware goods. The whole 
price situation is strong. and ideas of 
jobbers and consumers that the first of 
the year would witness lower prices on 
many commodities have about disap- 
peared. The outlook for the new year 
is very encouraging, and it is believed 
it will be one of the best years that 
general business has ever had. 


Another week has passed . 


CINCINNATI.—No price changes 
were made during the past two weeks, 
and from present indications little 
changing will be done after the first 
of the year. Many manufacturers have 
guaranteed their prices against decline 
until April 1. 


TWIN CITIES.— There have been 
very few price changes of any impor- 
tance. Jobbers have been so busy that 
price sheets have not been recently re- 
vised. Price on lag screws has been 
reduced to 60 per cent from lists in- 
stead of 50-10 per cent. Arcade and 
Riverside files quoted at 65-10 per cent 
instead of 60-10 per cent. Price on 
best grade sisal rope should be 15% 
cents instead of 16% cents. Agricul- 
tural wrenches 65 per cent off lists in- 
stead of 60 per cent. Engineers’ 
wrenches 62% per cent off from new 
lists. 
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New York Market News 





Confidence and Stability More Evident 


pRVENTORY occupies the attention of practically every- 

body in the New York hardware market at the present 
time. No important price changes were announced last 
week by hardware jobbers. 

Confidence is becoming stronger and jobbers report that 
they have booked a substantial number of future orde¥s 
Prices are regarded as showing a tendency to greater sta- 
bility. Few of the New York wholesalers anticipate 
higher prices. The improbability of lower manufacturing 
costs has led the average jobber to believe that there 
will be few price recessions during the first quarter of 
the new year. 

Collections are reported as generally satisfactory 
throughout this territory, although it may be observed 
that credit tendencies do not compare altogether favor- 
ably, in the opinion of some authorities, with those evident 
twelve months ago. Discussing this phase of the situation 
C. F. Hughes, of the New York World, says: 


“In the‘r more specific aspects such credit indices as pur- 
chases and indebtedness are behind last year at this time. 
Purchases have shown a reduction this fall and indebted- 
ness is up to the peak. Prompt payments prove the one 
satisfactory feature, though they have only improved in 
comparison with last year and not with the normal rate.” 

The hardware trade, however, approaches the new year 
under conditions somewhat different from a year ago. 
Most of the factories have caught up with their orders, 
although in a few cases, as frequently reported on these 
pages, it is still difficult to get many items. 

The retailer’s stocks, generally speaking, are small and 
he has been conservative in his buying. But judging from 
the recent number of advance orders that retailers have 
placed with manufacturers and jobbers for spring de- 
livery, the retailer is becoming more confident and his buy- 
ing correspondingly more liberal. 


CURRENT MARKET QUOTATIONS 


The following are New York job- 
bers’ quotations on some of the sea- 
sonable lines principally in demand: 


ASH SIFTERS.—Rotary ash sifters, 
2.10 each. 

AUTO VISES. — Columbian, No. 143, 
$3.25 each. 

AXES. —Handled axes, 2% 

$19.25 per doz.; 3% to 3% 1b. $19. 
per doz.; 3% to 4% Ib., $19. 75 oer 
doz.; 4 to 5 lb., $20.25 per doz.; 4% 
to 5% lb., $20.75 per doz.; 5% Ib., 
only, $22.75 per doz. 

House axes, 2% lb., 19 in. handles, 
$14.25 per doz. 


BOLTS AND NUTS.—Common car- 
riage bolts, small, 35 to 35-10 per 
cent; large, 35 to 35-10 per cent. 
Machine bolts, small, 45 to 45-10 
er cent; large, 45 to 45-10 per cent. 
g screws, 45 to 45-10 per cent. 
Stove bolts, 75 to 75-5 per cent, 
both flat and round head. 
Sink bolts, 75 to 75-5 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 40-5 per cent. 
Screw anchors, 75-10 per cent. 
Lag screw shields, 80 per cent. 
Machine bolt shields, 65 per cent. 


CARPET SWEEPERS.—Bissell, 
‘““American Queen,’ $54 per doz.; 
*“Club,’’ $108 per doz.; ‘“Elite,’’ $60 
per doz.; “Grand Rapids’ Nic, $48 
per doz.; ‘‘Grand Rapids,’’ Jap., $44 
per doz.; “Grand’’ Jap., $60 per doz.; 
‘‘Parlor Queen,” $56 per doz.; ‘‘Prin- 
cess,’’ $50 per doz.; ‘“‘Standard”’ Jap., 
$36 per doz.; ‘‘Universal’’ Nic., $46 
—~ doz.; ‘“‘Universal’’ Jap., $42 per 
OZ. 


TOY SWEEPERS. —‘“Little Daisy’’ 
(3, 6 or 9 doz.), $2.10 per doz.; ‘‘Lit- 
tle Queen” (3, 6 or 9 doz.); $3.50 per 
doz.; ‘‘Little Jewell’’ (1 doz.), $10 
per doz. 

COTTON GLOVES.—Jersey pattern, 
2le. per pair; light canvas, without 
cuffs, 14c. per pair; heavy canvas, 
without cuffs, 22c. per pair. 

DOOR KNOBS. — Mineral rim, 18c. 
per pair; mineral mortise, 19c. per 
pair, jet, porcelain rim, 19%c. per 
pair; jet and porcelain mortise, 20c. 
per pair. 

FURNACE SCOOPS. — Furnace 
scoops, hollow back, steel D handle, 
49c. each. Long handle, 52c. each. 
Hollow back, wood D handle, 63c. 
each. All less 5 per cent for bundle 
lots. 

'- GALVANIZED PAILS. — Galvanized 
pails, 8-qt., 19c. each; 10-qt., 22c. 


each; 12-qt., 24c. each; 14-qt., 27c. 
each; 16-qt., 22c. each. 

Heavy galvanized pails, 12-qt., 35c. 
each; 14-qt., 40c. each; 16-qt., 46c. 
each. 

Galvanized tubs, No. 1, 69c. each; 
No. 2, 78c. each; No 3, 9lc. each. 

ICE SKATES.—Ice Skates (Union 
Hardware)—No. 1624, 80c.; O. 
1624%, $1.15; No. 1724%, $1.43; No 

1824, $1.88; No. 19244, $2.80; No. 
524%, $1.21; No. 424%, $1.53; No. 724, 
$2; No. 924%, $2.94; No. 514, 88c.; No. 
7, $1.50; No. 9, $2.50; No. OX3, $2.38; 
Donoghue, $5; Ext. Bob, plain, 52c.; 
Ext. Bob, nickeled, 63c.; No. 52, 88c.; 


No. 5124, $1; No. 5624, $1.06; No. 
562414, $1.35; No. ‘5724 1, $1.68; No. 
5824, 15; , 4%, $3.19; NO 


08, $3.25; No. 08%, $2. 
Sundries and parts dl list, 30-5 
per cent. 


LINSEED OIL.—In lots of less than 
5 bbl., 98c. per gal.; in lots of 5 bbl. 
or more, 95c. per gal. Calcutta lin- 
seed oil in bbl., $1.04 per gal. Boiled 
oil is 2c. extra; double boiled oil is 
3c. extra and oil in half bbl. is 5c. 
per gal. additional. 


MORTAR HODS.—Wood, $1.94 each. 
Brick hods, wood, $1.52 each. 
NAILS.—Wire nails, $4 to $4.25 base 
per Keg. 

Cut nails, $4.50 base per keg. 

Wire nails and brads in small] lots, 
70 per cent off list. 

Roofing nails, 1 x 12, 100 Ib., $7.55, 
galvanized; and plain, $5.55. 


POULTRY NETTING. — From New 
York stock 40-2% per cent; f.o.b. 
Pittsburgh, 45-5 per cent. 
ROPE.—Pure Manila rope, 18c. base 
per lb.; hardware grade, 17%c. base 
per lb. 

SASH CORD.—First grade, 5ic. to 
55c. per lb. base. Prices vary in dif- 
ferent sections of the city. 


SCREWS. lat head steel machine 
screws, 6654 per cent. 

Round head steel machine screws, 
6624 per cent. 

Flat head brass machine screws, 
60 per cent. 

Flat head steel wood screws, bright, 
full packages, 75-20-5 per cent. 

Galvanized, 60-20-5 per cent. 

Flat head brass, 70-20-10 per cent. 

Round head biued, 72%4-20-10 per 
cent. 

Round head nickel plated, 6214-20- 
5 per cent. 


Round head brass, 67%-20-5 per 


cent. 
Prices vary in different sections 
of the city. 
SIDEWALK SCRAPERS. —Sidewalk 
scrapers, tank riveted, 4 x 7, $3.65 per 
doz.; scraper with shank, 5 x 7, $6.: 29 
per doz.; scraper with socket, 6 x 7, 
$8.75 per doz. 


SNOW SHOVELS. — Snow shovels, 
steel, 2 rivets, long handle, $4.75 per 
doz. 

Galvanized snow shovels, 21% x 16, 
D handle, $13 per doz. 
SOLDER.—Kester string solder in 
1-lb. spools, 59%4c. per spool. 

Bar solder, commercial’ grade, 
32%c. per lb. Strip solder, in 5-lb. 
boxes, 39c. per Ib. 


TOOL HANDLES (Agricultural).— 
Hay fork handles, bent, 5-ft., 33c. 
each; 6-ft., 5lc. each. 

Manure fork handles, bent, 4-ft.; 
29c. each. 

_——s fork handle, 4%-ft., 36c. 
each 

Hoe bonéin shank or socket style, 
41%-ft., 22c. each. Mortar style, 6-ft., 
45c. each. 

Long shovel handle, bent, 4%-ft., 
ove. each. 

Long spade handle, 4%-ft., 37c. 
each. 

Bent D handle, marure fork style, 
46c. each. Spading fork style, 46c. 
each. Shovel style, 50c. each. Spade 
style, 50c. each. 

Malleable D fork handle, manure 

fork style, with strap ferrule ind cap 
58e. each. Spading style, 40c. each. 
Spading style, with strap ferrule and 
cap, 63c. each, 
WEATHER STRIP.—Weather strip, 
double rubber, 6634-5 per cent dis- 
count; single rubber, 66%4-5 per cent 
discount. Felt, 60 per cent discount. 
Flexible, all rubber, 60 and 5 per 
cent discount. 


WIRE CLOTH.—Jobbers’ quotations, 
f.o.b. New York: 

Biack wire cloth, 12-mesh, $2.35 
per 100 sq. 

Galvanized wire cloth, 12-mesh, 
$2.75 per 100 sq. ft.; 14-mesh, $3.25 
per 100 sq. ft. 

Copper wire cloth, 14-mesh, $7.25 
per 100 sq. ft. 

Bronze, 14-mesh, $7.50 per 100 sq. 
ye. bronze, 16-mesh, $8.85 per 100 
sq. ft 

Wire cloth, galvanized square mesh 
cloth, %4-in. mesh, $5 per 100 sq. ft.; 
%-in. mesh, $5.25 per 100 sq. ft.; 
%-in. mesh, $5.50 per 100 sq. ft. 
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Inventories, Sales and Spring Goods 
Hold Center of Stage in Chicago 


(Chicago office of HARDWAGE AGE) 
r NHIS is probably the most quiet week of the year for 
news. The annual inventory is taking a great deal 
of the time and thought of every merchant. It is 
believed that retail stocks are heavier now than they 
were at last inventory time. General business has been 
better and there are very few spots where business has 
fallen below the 1922 mark. Collections, as a whole, are 
better. There was a large number of failures in the retail 
hardware field during the year but the percentage was 
not out of proportion considering conditions. The re- 
markable thing was that most of the failures were of 
a small nature and there were no great individual losses. 
Six months ago there was some uncertainty as to what 
prices would do after the first of the year: It was gen- 
erally felt that lower markets could be looked for and in 
some cases temporary weakness did develop. However, 
on the whole the new year seems to be opening up strong, 
with prices remarkably firm and showing little tendency 
to slide downward. 


tory and the whole year showed a very comfortable gain 
and all indications point to a continuance of a good busi- 
ness. 

After inventory comes the clearance sales of long 
stocks and slow moving winter goods. Real winter 
weather is needed in this section to move the excess win- 
ter merchandise off the retailers’ shelves. The continued 
mild weather with the absence of snow and cold has 
slowed up the movement of many kinds of merchandise. 

As has been reported from this section several times 
before, the future order business has been very satisfac- 
tory. Present commitments are heavier than last year. 
Spring goods have been specified for very early delivery 
and it is believed that the sales during this season will 
be very heavy. 

Current business is expected to show a considerable 
gain within a week or ten days as soon as inventory is 
disposed of and jobbers’ salesmen are again on their terri- 
tories. 

In many sections the Christmas business equalled or 
was better than in 1920 when the highest records ever 





Calamity howlers seem to be out of luck on the present 
market. The last six months of 1923 were very satisfac- 


ALARM CLOCKS.— The famine still 
exists with the result that inventories 
in this line are not heavy. The situa- 
tion has not improved for weeks. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: America, $11.40 in doz. 
lots; $11.04 in case lots; Blue Bird, 
$13.20 in doz. lots, $12.84 ip case lots; 
Black Bird, $18.96 in doz. lots, $18.36 
in case lots; Bunkie, $20.88 in doz. 
lots, $20.16 in case lots; Lookout, 
$13.20 in doz. lots, $12.84 in case lots; 
Sleepmeter, $15.12 in doz. lots, $14.64 
in case lots. 


AMMUNITION AND FIREARMS.— 
Smith & Wesson has announced a 5 
per cent advance which has been 
passed on to the retail trade. The con- 
sumption of guns, rifles, etc., during 
1923 was limited to the manufacturers’ 
capacity to turn out the goods. It is 
conservatively estimated that ammuni- 
tion sales were larger than the former 
season. New gun prices for 1924 are 
expected to be very much at the old 
levels although there is a tendency to 
reduce some of the high priced guns 
that sell for $100 or over. 


AUTOMOBILE ACCESSORIES.—Con- 
tinued mild weather kept sales of win- 
ter supplies down, yet the entire year 
showed a very nice increase. The in- 
creased number of automobiles and the 
increased activity of hardware mer- 
chants in merchandising accessory 
lines was largely responsible. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each; lots of 100, 41c. each; Chamnion 
Blue Box line, 53c. each; A. C. Titan, 
58c. each; lots of 100 56c. each; A. C. 
Special Ford, 44c. each. 

Spot Lights.—Anderson, No. 3286, 
$6.50 each; Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), 94 


each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 
6, 90c. each; National Standard, No. 
21, $1.20 each. 

Pumps.—Rose, 1%-in. cylinder, $1.55 

s 


ach. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 


Tires and Tubes.—30 x 3% non- 
skid, fabric, $8.65 each: cord, $11.60 
each; gray inner tubes, 30 x 34%, 
$1.30 each; red inner tubes, 30 x 3%, 
91.80 each. 

We quote f.o.b. factory: 

Snap-on Wrenches.—No. 101, Mas- 
ter Service set, $15.25; No. 202, Heavy 
Duty set, $8: No. 404, Universal 
Socket set, $7; No. 505B, Screw 
Driver set, $3.40. All Snap-on 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 


AXES.—Situation unchanged; current 
demand fair and the season will show 
up very well by the time it is finished. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-lb., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BICYCLES.—New prices announced 
slightly higher for 1924, averaging from 
10 to 15 per cent. Orders being taken 
for spring delivery with April dating. 
Stocks in wholesalers’ warehouses of 
this section are very low as the Christ- 
mas trade coupled with the mild 
weather cleaned them out. Spring busi- 
ness is expected to be very good. 


BALE TIES.— Somewhat better de- 
mand expected; current sales still slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago district: Bale ties, 70 
per cent discount. 


BOLTS AND NUTS.—Current sales 
good; total business of 1923 better 
than 1922; present prices strong with 
advancing tendencies. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Small carriage bolts, 
rolled thread, 50-10 per cent discount; 
small carriage bolts, cut thread, 50 

er cent discount; large carriage 
olts, cut thread, 50 per cent discount; 
Small machine bolts, rolled thread, 
60-5 per cent discount; small machine 
bolts, cut thread, 50-10-5 per cent 
discount; large machine bolts, cut 
thread, 50-10-5 per cent discount; all 
stove bolts, 70-10-5 per cent discount; 
lag screws, 50-10-10 per cent discount. 


made during the holidays were hung up. 


all indications this year will be another 
record breaker. Wholesalers have been 
liberal with their specifications and 
manufacturers have a great deal of 
work on hand. Higher prices, espe- 
cially in the competitive numbers, are 
not unlikely. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.12 per doz. pair; 4 x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.40 per doz. pair; 
heavy bevel onside sets, case lots, 
$7.80 per doz.; steel bit-keyed front 
door sets, $1.90 per set; wrought brass 
bit-keyed front door sets, $3.25 per 
set; cylinder front door sets, $7.50 per 
set 


CHAIN. — Prices unchanged; demand 


very good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.75 per 100 lb.; American coil chain, 
40-10 per cent off list; No. 00 4% elec- 
tric welded cow ties, $2.75 per doz. 


COTTON GLOVES AND MITTENS.— 
Fall business being booked at prices 
ruling last fall although cotton is 
higher and other costs have advanced. 


We quote from jobbers’ stocks, 
f.9.b. Chicago; knit wrist gloves, 6-0z., 
$1.80 per doz. pr.; 8-oz., $2.10 per doz. 
pr.; 10-oz., $2.30 per doz. pr. 


COPPER RIVETS AND BURRS.— 
Prices considered low and favorable; 
continued good volume reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


CLIPPING AND SHEARING MA- 
CHINES.—Considerable interest being 


shown. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1, clipping 
machine, $12.75 list; one man power 
shearing machine, $21 list; top plates 
No. 90 and 360, $1.25 each list; bottom 
plates No. 99 and 361, 91.75 each list; 
Dealers’ discount, 33% per _ cent. 
Stewart electric slipping machines, 
pedestal type, $85 Nst; shearing ma- 
chine, $90 list; f.o.b. Chicago. Deal- 
ers’ discount, 25 per cent. 


CUTLERY.—Inventories showing re- 


BUILDERS’ HARDWARE.—Recently tail stocks low. 


established low prices bringing out 
some nice business for spring. From 


DOOR SPRINGS.—Considerable inter- 
est manifested at ruling prices. 








January 3, 1924 


We -quote from jobbers’ stocks, 
f.o.b. ae ig teageg) No. 2, 365c. 
doz.; No. 3, 40c. doz F ta a ne doz.; 
No. 5, Sbc° "doz.: No. 

7, 70c. doz.; Reliance, ‘iene’ 130 ‘doz.; ; 
medium, $2. 50 os. ; heavy, 3.75 doz.; 
Torrey’s, $3.60 d 


ELECTRICAL MERCHANDISE. — It 
will take some little time for this busi- 
ness to pick up after the heavy Christ- 
mas sales; demand for sundries very 
promising. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber covered 
wire, $7.60 per 1000 ft.; in 1000-ft. lots, 

97. 35; No. 18 - ne cord, $15 per 1000 
ft.; in 1000-ft ots $13. 75; 1/6-in. 
brush brass key sockets, 20c. each; in 
lots of 10, 52c. each; one-piece 'at- 
tachment plugs, 13c. each; two-piece 
attachment plugs, 12c. each. Dry 


cells, boxes of 50, 30%c. each; less 
than case lots, 34c. each. 


EYE HAMMERS AND SLEDGES.— 
Demand above normal; prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
— sledges 5-lb. and heavier, llc. 
per 


FIELD FENCE. — Considerable busi- 
ness has been reported for spring de- 
livery, although recent statements do 
not show that the demand is excep- 
tional. March 1 dating is being al- 
lowed on business being placed now. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 60% per 
cent discount from list. 


FILES.—Good demand on these lines; 
little or no price talk; changes not ex- 
pected in the near future. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 65-5 
per cent off list; Nicholson files, 50-10 
per cent off list; Disston files, 50-10- 


10 per cent off list; Black Diamond 
files, 50-5 per cent off list. 


FOOD CHOPPERS.—Sales have been 
very good. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Food choppers, Ne 9 


versal No. 0, $15 per doz.; 
$18.20 per doz.; No. 2, $22. 25° per “aan 


GALVANIZED AND TINWARE.— 
Manufacturers have booked consider- 
able business; prices are said to be 
firm. It is quite likely that some 
prices will be softened as the after- 
inventory stocks are cleaned out for 
the new goods to come. During the 
past year the demand for better grade 
goods has been very marked. 


GLASS AND PUTTY.—Increased ac- 
tivity in these lines just now; total 
business for the year was better than 
1922. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 25-in., 85 per cent discount; 
over 25-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Commercial putty, 
100-lb. kits, $3.55; glaziers’ points, 
gg 1, 2 and 3, one doz. packages, 

C. 


HANDLED HAMMERS. — Sales very 
good; the new prices have had a most 
favorable reception. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 
nail hammers, $12 per doz.; 12-0z. 
ball pein, $8.80 per doz., competitive 
forged nail hammers, $5.60 per doz.; 
cast steel hammers, $4 per doz. 

HATCHETS.—Business in these lines 
at recently reduced prices very good; 
dealers ordering in more liberal quan- 
tities. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2 extra quality, 
broad hatchets, $17.15 per doz.; com- 


_petitive grade, $12.40 a & warranted 
shingling hatchets, No. , $13. 15 doz.; 
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competitive forged shingling hatchets, 
No. 2, $8.45 doz. 


HANDLES, TOOL.—Prices continue to 
hold at firm levels; advances are not 
unlikely. 


We quote from jobbers’ stocks, 
f.o.b. Chicago 

Axe Handies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; finest selected 
white hickory, $6 doz.; ; special white 
second growth hickory, 95 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 





It’s a Fine Idea! 


“Hardware Age 
“New York City, 
“Gentlemen :— 

“I have been reading Mr. 
Norvell’s Forty Years of Hard- 
ware running in HARDWARE 
AGE, and I want to say that I 
have thoroughly enjoyed every 
copy. I hope when his last 
article is written, that you will 
put the entire story in book form 
that we can all read it again. Am 
sure every hardware dealer in the 
U. S. A. will want a copy. 

“Very truly, 
“F. T. Wallace, 
“Central City, Ky.” 











HANDLES, AGRICULTURAL.—Cur- 
rent demand slow but future orders 
have had a fair reception. Large sales 
will not open up until the spring de- 
mand gets under way. 


We quote from jobbers’ stocks, 
f.o.b. Chicago. 
Hay fork handles -—Straight, 


5-ft., $4.80 doz.; i< Th ft., $2.40 doz.: 


Hay fork handles. —Bent, chucked 
and bared, 414-ft., $7.50 doz.; 5-ft., 
98.50 x bent, 4'4-ft., $4.50 
doz.; 5- tt, ” $5. 50 doz.; X bent 3 4%- .. 
$3 doz.: 5- ft., .40 doz 

Manure fork ee ol —Bent, 4-ft., 
$4.75 doz.; 4%-ft., $5.10 doz.; xx 
bent, 4-ft., $4.15 doz.: 4%4-ft., $5.10 
doz.: 7M, bent, 4-ft., $2.60 doz.; 414 - ft., 


Garden hoe handles. —— 4¥4-ft., 
$3.45 doz.; X 4%4-ft., $2.40 

Garden rake handles. ° Sex 5i4-ft., 
$5.25 doz.; X 5%-ft., $3.25 doz. 

Shovel ‘handies. — Regul ar pattern, 
xX 4%-ft., $5.90 doz.; X 41%4-ft., $3.90 
doz.; D- handle best grade, $7. 95 doz.; 
x Eade; $6.25 doz 

ade handles. — D-handle, best 
‘ie e, 97.75 doz.; X grade, $6 doz. 


HINGES. — Situation unchanged; de- 
nee for current sale good. 


quote from jobbers’ stocks, 
f.o. be Chicago: “ary! strap hinges in 
pundies, 4-in., al. 12; 5-in., $1.57; 6-in., 
$1.93; 8-in., $3.21 By $4.92 per doz. 
ner og ——4 heavy ¥ hinges in bun- 
dles, 4-in., $1.74; 5-in., $1.85; 6-in., 
$2.31; 8-in., $3.95; 10-in., $5.64 per doz. 
pairs. 


ICE CREAM FREEZERS.—Future or- 
ders receiving much better attention 
during the last week. 

We ted from jobbers’ stocks, 


‘ 4 
ist; 8qt., $13.50 list: 10- “at, By list; 
12-qt., $21.55 list; 15-q 5.60 list: 
20-qt., $33 20 list; eB-at. 349. 60 list; 
Arctic, Tr : $4 4 lis t; 2-at., $4.60 list: 

$8 b0" list; 4-qt., a 0 list; 6-qt., 
0 het. 8-qt., $11.10 list. All the 
hare less 50 per cent discount. 


ICE SKATES.—Sales have been very 
good despite the fact that there has 
been little cold weather. Holiday sales 
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were large but real winter is needed to 
ae out dealers’ stocks. 


quote ~- jobbers’ stocks, 
tek ty C oO: clamp, rocker, 
men and bere. brig t finish, 76c. per 
pair; key clamp, rocker, men and 
boys, nickel finish, 10 per pair; 
key clamp, rocker, polished steel run- 
ners, $1.36 per pair; key clamp, 
hockey, women’s and girls’, $1.38 per 
pair; % key clamp, rocker, women’s 
and girls’, $1.31 ,ber pair; % key clamp, 
hockey, women’s and girls’, $1.38 per 
pair; screw-on hockey, $1. 19 per pair; 
men’s ice skate outfits, $4.75 per pair, 
women’s ice skate outfits, $5 per pair. 


INCUBATORS. — Spring business 
placed is the largest in history. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per cent 
discount; brooder stoves, 30 per cent 
discount: insulated chicken waterers, 
$3.25 each. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—Demand tapering off, al- 
though there is still considerable fill-in 
business to come. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise, No. 25, 
4-qt., 97.28 each; No. 31, gs $7.89 
each; No. 35, 8- qt., $8.67 eac 


NAILS.—There is a fair cane de- 
mand and nothing new in the way of 
price news. Cement coated nails have 
been reduced 15 cents per keg in the 
Chicago district but the price is not ex- 
pected to hold for long. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg, base. The extra for 
galvanized nails is now $2.25 for 1l-in. 
= longer; $2.50 for shorter than 
-in. 


OIL STOVES.—Sales on this line for 
the past year have been very good. 
Future business is quite good. 


We quote from jobbers’ stocks, 
f.o.b, Chivage: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved ‘seu Perfec- 
tion 2- burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 per 
cent discount. ts of ten or more 
are subject to 30-5 per cent discount. 


PAINTS AND OILS.—Prices seem firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, $1.02 
per gal. ; Pg barrel lots, 97c. per gal. 

Linse Oil.—Boil ed, barrel lots, 
$1.04 oy gal.; 5- barrel lots, 99c. per 


gal. ° 
Turpentine.—Barrel lots, $1.04 per 


gal. 

Denatured Alcohol. — Barrel lots, 
56c. per gal. 

White Lead.—100-lb. kegs, l4c. per 
100 lb.; 50-lb. kegs, 14\4c. ned 100 Ib.; 
25-Ib. kegs, 14%4c. per 100 ; 12% -Ib. 
kegs, 14%c. per 100 Ih 

Dry Paste.—In barrels, 6c. per Ib. 

Shellac.—(4- Ib. goods) white, $3.75 
per gal.; orange, $3.50 per gal. 

English Venetian Red.—lIn barrels, 
93.50 to $6.75 per 100 Ib. 


PYREX OVEN WARE. — Christmas 
sales broke all records; stocks not 
heavy; spring trade will stimulate a 


nice demand. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles. <— Round, No. 167, $12 

doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles. Oval, No. 193, $12 doz.: 
No. 197, $14 doz. 

Nursing Bottles.—Narrow neck, flat 
shape and wide mouth, 4-o0z. (nar- 
row neck only), 80c. per doz.; all 
styles, 6-o02z., 91.60 per doz.; 8- -02., $2 
per doz.; 10- ty op $a- A apr doz. 

Pie Plates.—No. ‘$6 doz.; No. 
203, $7.20 doz.; No. ioe: $7.20 doz. 

ea Pots. —2-cu $20 doz.; 4-cup, 
$24 doz.; 6-cup, $ $ d 

Utility Pans.—No. 231, $8 doz.; No. 

232, 914 doz. 
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RADIO.—Christmas sales of sets and 
parts will mean many additional sales 
during the remaining winter months. 


REFRIGERATORS.—Early shipments 
requested and being planned in this 
territory. It would seem that stocks 
will be inadequate if an unusually 
warm summer is experienced. 


ROLLER SKATES.— Records were 
broken in 1923 and figures show it was 
the greatest year yet experienced in 
this line. Mild winter weather has 
kept up a large volume of sales right 
along. Spring commitments heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union Boys’ skates, 
$1.55 pair; girls’, $1.65 pair; Chicago 
boys’, $1.45 pair; girls’, $1.55 pair; 
Chicago rubber tired, boys’, $2.75 
pair; girls’, $2.85 pair. 


ROPE.—Advances on manila rope are 
expected any time. Dealers covering 
for spring delivery as fast as possible. 
The Mexican situation may influence 
sisal prices although there has been 
no change as yet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brands, 15%c. per Ib.; 
No. 2 manila rope, 14%c. per lb., base; 
No. 1 sisal rope, highest quality, 
standard brands, 13%c. per Ib., base; 
No. 2 sisal rope, standard brands, 
12'%4c. per Ib., base. 


SASH CORD.— Local prices holding 
very! firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$11 per doz. hanks; No. 8, $12.60 per 
doz. hanks. 


SASH PULLEYS.—Last season’s sales 
were very heavy; an equally good vol- 
ume expected this year. 


Dealers’ Stocks 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
60c. doz.; barrels, 54c. doz.; Common 
Sense, 2-in., 60c. doz.; barrels, 54c. 
doz.; No. 105, 57c. doz.; barrels, 53c. 


doz. 

SCREEN DOORS.— ‘Situation  un- 
changed; no advances reported al- 
though there is some talk about the 
matter; shipments for the South will 
start shortly. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Screen doors, No. 266, 
2-8 x 6-8, $23.15 doz.; No. 296, 2-8 x 
6-8, $28.20 doz.; No. 311, 2-8 x 6-8- 
$33.20 doz.; No. 515G, 2-8 x 6-8, $40 
doz.; Window screens, No. 1833, $5.30 
doz.; No. 2433, $6.50 doz. 


SCREWS.—Current demand fair, with 
no changes in sight. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list; round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list: 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


SLEDS AND COASTER WAGONS.— 
Sales on both lines have been very 
good. Jobbers’ stocks of sleds are 
broken and it is felt that dealers have 
large stocks on hand which would or- 
dinarily be insufficient with the right 
kind of a season. Coaster wagons have 
been selling fast and stocks are not so 
large on these lines. Orders are being 
taken for spring delivery with March 1 
dating. 

SOLDER AND BABBITT METAL.— 
Metal markets very strong; local prices 
said to be low; advances not unlikely. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $29 per 100 Ib.; 45-55 solder, $28 
per 100 lb.; tinners’ 40-60 solder, $27 
per 100 lb.; high speed babbitt metal, 
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$20 per 100 lb.; Standard No. 4 bab- 
bitt metal, $11 per 100 Ib. 


STEEL SHEETS.— Prices continue 
firm; demand normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 Ib.; 28-gage 
black sheets, $4.70 per 100 Ib. 


STOVE PIPE AND ELBOWS.—Future 
orders being booked rapidly; prices 
practically the same as those ruling 
during the 1923 season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 26-gage 6-in., pipe, 
$17.50 per 100 joints; 28-gage, 6-in., 
pipe, $15.50 per 100 joints; 30-gage, 
6-in., pipe, $13.50 per 100 joints; 28- 
gage, 6in., elbows, $1.60 per doz. 


WIRE GOODS. — Very little activity 
reported at this season. Future orders 
have had a good reception. Deliveries 
for the South will start shortly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 

0 per 100 Ib.; 80-rod spool gal- 
vanized hog wire, $1.98 per spool; 
No. 9 galvanized plain wire, 1 
per 100 lb.; polished fence staples, 
$4.25 per 100 lb.; catch weight spools 
painted barb wire, $4.30 per 100 Ib.; 
12-mesh black wire cloth, $2.10 per 
100 sq. ft.; 12-mesh galvanized wire 
cloth, $2.45 per 100 sq. ft.; 14-mesh 
bronze wire cloth, $6.70 per 100 sq. 
ft. in 50-ft. rolls; galvanized before 
poultry netting, 45-10 per cent dis- 
count; galvanized after poultry net- 
ting, 45 per cent discount. 


WRENCHES.—Current demand good; 
prices seem to be firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off; engineers’ 
wrenches, 25 per cent off; knife han- 
dle wrenches, 40-10 per cent off. 
Stillson, 60-10 per cent off; Trimo, 
60-71% per cent off. 





Small in New England 


—Increase in Building Expected 





(Boston office of HARDWARE AGE) 


OW that the smoke of the holiday has cleared away, 
| \ the New England trade is putting its house in 

order for spring business. Broadly speaking, the 
retail Christmas trade was not as large as anticipated. 
But the average retail hardware dealer did not stock 
up heavily on holiday goods, consequently the carry-over 
is small. Inventory taking by the shelf hardware jobbers 
substantiates reports made previously in HARDWARE AGE, 
that the carry-over in their case will be small. Coupled 
with this fact is a comparatively small average general 
stock among retail dealers. It therefore appears that the 
New England hardware trade in general is “sitting 
pretty” for spring business. 

Realizing as they do that home building in New En- 
gland the coming spring and summer will be on a tremen- 
dous scale, large numbers of retail dealers plan to get 
their share of the business that must result from such 
construction work. More attention is being given to 
paint stocks and to those items in paint departments that 


BARBED . WIRE.—Jobbers are pre- satisfactory amount of business on 


paring to round up all the barbed wire’ their books. 


business in sight. While the supply We quote from 


Boston jobbers’ 


show largest turnovers and therefore profits. Builders’ 
hardware stocks also are getting a lot of attention and 
thought, and serious consideration of greater returns from 
roofing materials, nails, carpenters’ tools and the many 
other things having a direct bearing on construction 
work. Everywhere one goes in the retail field is the 
realization for more scientific thought necessary in mer- 
chandising today. 

Fundamental conditions governing general business are 
improving in this section of the country. Employer and 
employee in those boot and shoe towns and cities where 
labor disputes have disrupted business for months and 
months are getting together. Raw cotton remains high, 
but stocks of cotton goods are now down to a point where 
people simply must buy or go without.. Which means that 
after Jan. 1 business should be better in New England 
mill towns. Woolen mills also look for better business 
within the near future. If the boot and shoe and the 
textile industries are well employed, New England cannot 
help being prosperous. 


galvanized catch-weight, in car lots, 
$3.90 per 100-lb.; in less than car lots, 
$4.15; two-ply is quoted the same; .80- 
rod reels, galvanized four-point in 
car lots, $3.30 per reel; in less than 


situation is very much better than it 
was a year ago, it could be still better. 
Retail dealers therefore will be urged 
to buy early and stipulate prompt ship- 
ment. Jobbers already have a very 


stocks: 

Barbed Wire.—From store, galvan- 
ized, Waukegan, 80-rod reels, com- 
mon, $4.30 per reel; two-ply, $3.78 per 
reel; catch-weights, common, $5.10 
per 100-lb.; two-ply, $5. 

From the mill, f.o.b. Pittsburgh, 


car lots, $3.55; Lyman, four-point, in 
car lots, $3.40; in less than car lots, 
$3.65; two-ply, twisted, in car lots, 
$2.84; in less than car lots, $3.09. 


BARROWS.—Retail stocks of garden 
barrows are believed to be small. Some 
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of the trade already have covered on 
their spring requirements, and jobbers 
report additional bookings the past 
week. Manufacturers are reported to 
be in a position to make satisfactory 
deliveries, consequently the position of 
the market is healthy. 


BELT HOOKS.—List price on Clipper 
belt hooks have been revised downward, 
but discounts remain as _ heretofore. 
The decline is not uniform, ranging 
from. a very little up to about 20 per 
cent on some items. 


BRUSHES.— The advance guard of 
what is anticipated as an army of or- 
ders for paint brushes have been 
booked by jobbers. Retail stocks are 
reported as small and ill assorted, 
which, if true, means a big year in this 
branch of the hardware business. 


We quote from Boston jobbers’ 
stocks: 


Brushes.—-Paint, wall, $5 to $30 per 
doz., net: varnish. $3.50 to $25: calci- 
mine, $10.50 to $90; whitewash, $3.50 
to 9130. 


CHAIN.—The lack of snow and ice 
has slowed up the movement of tire 
chains out of jobbing stocks. Jobbers, 
for the first time in many weeks, have 
a good stock on hand, consequently 
prompt shipments can be made. The 
call for machine and proof-coil chain 
is limited. 
We quote from Boston jobbers’ 


stocks: 


Tire Chains. — McKay and Weed 
makes, 1 to 11 sets, 25 per cent dis- 


count; 12 to 49 sets, 33% per cent 
discount; 50 sets and more, 40 per 
cent discount. 

Machine Chains.— Twist lengths, 
fs-in., 15¢c per Ib.; -in., 13c. per 
Ib.; ¥,-in., 12%c. per lb.; long or qpen 
length link chain, -in., 16%c. per 
b.; 4 ~in., 15c. per Ib.; g-in., 14c. 
per lb.; *;-in., 12%c. per 1lb.; %-in., 
lic. per Ib. 

Proof Coil Self - Colored Chain.— 


Ys-in., $14.65 per 100 Ib.; 4%- -in., $12. as 
3%- -in., é; 


0 ib. about 2c. a 
pound additional is charged. 

CULTIVATORS.—Because last season 
was a rather unsatisfactory one, job- 
bers are inclined to be optimistic re- 
garding the coming season. Jobbers 
are well covered with manufacturers, 
and are out in the retail field with 
their order books. 


We quote from Boston jobbers’ 
stocks: 

Cultivators. — Midget, $3.45 per 
dozen; three-prong cultivators, $6.65; 
five- -prong, $8.85. All prices net, 
American Fork & Hoe Co., No. G2, 
5; Leader, No. 2, $3. 


DRILLS.—This being the time of year 
when machine shops and manufactur- 
ers in general are taking or are about 
to take inventory, the demand for 
drills and reamers is light. Manufac- 
turers have been able to make consid- 
erable headway on deliveries, conse- 
quently when buying is resumed no 
difficulty should be experienced in get- 
ting what is needed. 


We quote from Boston jobbers’ 
stocks: 

Drilis.—Carbon sizes up to 1%-in. 
tapered and straight shank, 60 per 
cent discount to 69 and 10 per cent 
discount; fit stock drills, 60 per cent 
discount; center drills, 65 per cent 
discount; drills and countersinks 
combined, 20 per cent discount; ratch- 
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et drills, 30 per cent discount; wood 
boring brace bits, per cent dis- 
count; high speed drills, 50 and 10 per 
cent discount; jobbers letter and 
number sizes, 50 and 10 per cent dis- 
count; electricians’ drills, 10 per cent 
discount. 


Reamers.—Bit stock, 20 per coms 
discount; bright square and T. 
standard makes, 65 per cent , Me 
checking, 25 per cent discount; ta- 
pered pins, 40 per cent discount: es- 
cutcheon pins, 45 per cent discount: 
small fluted rose and socket ream- 
ers, 20 per cent discount. 





Dish Washing’s 
a Joke 


M* Ma says to My Pa, Its 
all right for you to sit and 
talk ’bout how you used to do 
at home when you was a boy 
washing dishes and all but how 
*bout the dishes you broke doing 
it? Come now ’fess up, And 
my Pa says, Well dishes will 
break. They’re like a ten dollar 
bill, made to break. And my 
Ma says when you break a bill 
you get change back. ’Taint so 
with dishes. I was down the 
Hardware Man’s getting a ’lu- 
minum egg slicer, fine for salads 
and save your fingers and he 
says, Wonder now could you tell 
me ma’am how many dishes 
cracked or broke in washing 
them lately? Well I had to ad- 
mit the big platter and a vege- 
table dish and a glass berry 
bowl and some plates and cups 
and a few tumblers. It ran up 
to $3 in no time. Ma’am, says 
he, D’y’ever think of using one 
of the dishwashing machines 
and would you like to get one. 
Well Ma hadn’t but she did for 
she knows she can depend on 
what the Hardware Man tells 
her. And now I clean the table 
for ma, just scrape off what’s 
loose into the sink strainer, set 
’em in the machine. Swish goes 
the water. Just a few minutes. 
’sall over but putting them 
away. Now-a-nights at our 
house, dish washing’s a joke. 


Donny 
omtleo 














FENCING.—The market for fencing is 
in good condition. Jobbers already 
have a large amount of business 
booked. Manufacturers are prepared 
to make good deliveries. Indications 
are retail stocks are low. Prices are 
reported as steady and unchanged, 
with little likelihood of there being a 
change for some time. 
We quote from Boston jobbers’ 
stocks: 


Fencing.—Keystone Steel & Wire 
Co. line, Blue Ribbon from store, 50 
per cent discount; factory shipments, 
No. 832, $6.10 per roll, net; No. 636, 
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$3.80; No. 846, $4.90; No. 1047, 6-in. 
te Ae 97.90; No. 1047, 12-in. stays, 


Staples, Blue Ribbon wire, $5.10 per 
100 lb., in full packages. 
GALVANIZED WARE.—The demand 
for current galvanized needs is light, 
due, presumably, to the mild, open win- 
ter. Retail dealers in some instances, 
however, are ordering for spring re- 
quirements. 
We quote from Boston jobbers’ 
stocks: 


Ash Cans.—No. 0180, $2.68 each, 


net; No. 190, $4.20 each, list; No. 171, 
$3.50; No. 181, $3.88. 

Pails.—8-qt., $1.85 per doz., net; 10- 
t., $2.55; 12-qt., $2.80; 14-qt. pails, 40 
lb. to dozen, $4.80; pails, 50 Ib. to 
we $6.20. 

ubs.—No. “ $12 per doz., net; 

No. 300, $13. 

as tm a. —Dover line, No. 4, 
$1; No. 2, $1.40; No. 1, $1.68. 


Ash Sifters.—Favorite, $6 per doz., 
net; all wire, $8.40; No. 19, $3.65. 
Watering Oma ae $6.65 per 


doz., net; 6-qt., $7. 8 - -qt., 8. Lng 
10- -qt., $10; 12- -qt., sin. 50, and 1 
$13.60. 

Coal Hods.—Japanned, with wood 


handles, 15-in., 93.16 per doz.; 16-in., 


$3.40; 17-in., $3.75; galvanized, with 
wood handles, 15- ‘in., $4.34; 16-in., 
$4.80; 17-in., $5.16: 18-in., $5.60. 


GUNS AND AMMUNITION.—Reflect- 
ing the recent upswing in pig lead 
values, manufacturers announce an ad- 
vance of 10 cents per bag in drop shot. 
Boy Scout shot, however, remains un- 
changed. 
We 
stocks: 
Ammunition.—Loaded shells, 25 and 
1 per cent discount: rim fire car- 
tridges, 25 per cent discount; center 
fire cartridges, 18 per cent discount. 
Drop Shot.—Smaller than B, 92.60 
per bag; B and larger, $2.85 per bag; 
Air Rifle, Boy Scout, shot, $4.65 per 
case. 
Guns.—Stevens’ line, 12 gage, 28 
in., single shot, $9 each, net; 16 gage, 
28 in., single shot, $9; 12 gage, 30 in., 


quote from Boston jobbers’ 


single shot, $11; 12 gage, 28 in., 
double shot, $18.50; 12 gage, 30 in., 
double shot, $20.75; 12 gage, 30 in 


hammerless, $20. 75 ‘to 924.30; Savage 

line, shot, 12 gage, 30 in., $14.7 
HOSE.—Announcement is made by the 
Boston Woven Hose & Rubber Co. that 
prices on garden hose have been with- 
drawn. Jobbers look upon this action 
as a forerunner of an advance in prices. 
The action of the company most likely 
is due to the advance in raw cotton, for 
that staple plays a big part in the man- 
ufacturing cost of garden hose. 


We quote from Boston jobbers’ 
stocks: 

Rubber Hose.— %-in., in 50-ft. 
lengths, Commercial, 8c. per ft., net; 
Pointer, 8%c.; Leader, 9'4c.; Olympia 
(wire wound), 10c.; Good Luck, 1lc.; 
Vim, 10%c.; Milo, 12%c.; Bull Dog, 
13%c. For 25-ft. lengths add ‘ec. 
per foot. 


LAWN MOWERS.—Forward bookings 
by jobbers for lawn mowers are said to 
be the largest on record for this time 
of the year. They feel, however, that 
the retail trade as a whole is a long 
way from covered on 1924 require- 
ments. 


We quote from Boston jobbers’ 
stocks: 
Lawn Mowers.—Competitive makes. 


14-in., $6 net; 16- -in., $6.25; 18-in., $7. 
Colonial, 16-in., $8.75 list; 18-in., ¢3 13; 
Newport. 16-in.. $8.25: 18-in. 8.63: 
Lakewood, 16-in., $9.63; 18-in., $10. 
Imperial. 14-in., $12.25: 16-in.. $14.25; 
18-in., $15.25; 20-in., $16.25. Dis- 
count, 50 per cent. 


LAWN SPRINKLERS.—Jobbers like- 
wise are fairly well booked up on 1924 
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lawn sprinkler business. Forward 
bookings were made as far back as 
October, and jobbers have made ample 
arrangements for deliveries. 
We quote from Boston jobbers’ 
stocks: 


Sprinklers.— Fountain, 98.75 per 
dozen, net; Fountain half a 
$6.75; Handy, $4; Rain King, $28. 


LETTER BOXES.— The time is not 
far distant when retail dealers will be 
called upon to supply the public with 
letter boxes, especially those retail 
dealers in the rural districts. Some of 
the trade have covered, but a large 
number remain uncovered. 
We quote from Boston jobbers’ 
stocks 


Letter Boxes. — Corbin line, No. 
2417, $8 per doz.. net: No. 2406, $8.65; 
No. 2416. $12; No. 2418, $12: ‘No. 2. 
$14.50; No. 4, $18; No. 2437, $5.40. 
Hessler rural delivery, $13.50 per 
doz., net. 


MOPS. — With prices for raw cotton 
well above the 37 cents per lb. mark, 
cotton mops are a good purchase at 
going quotations. Some retail dealers 
are aware of this fact and have antici- 
pated spring wants. 

We quote from Boston jobbers’ 
stocks: 

Mops.—O-Cedar line, without han- 
dles, No. 4, $12 per doz., list; No. 10, 
$18; No. 11, $18; dry duster, No. 9, 
$12: handles, $3 per doz, extra. Floor, 
$22, 92 each. Hand, No. 44, $6 per doz. 
Clothes, No. 51, $4.20 doz. Discount 
33% per cent. 

Cotton Mops. — Eureka line, 9-Ib. 
twine, $4 per doz.; 12-lb. twine, $5.35. 
Yacht mops, 12-0z., $5.75, 1-lb., $6.50. 


PICKS AND MATTOCKS.—With sta- 
bility of pig iron prices and the up- 
ward tendency of scrap quotations, the 
chances for cheaper picks and mattocks 
are certainly not bright. Because of 
this fact some of the retail trade have 
bought for spring delivery. The big 
retail buying movement has not start- 
ed, however. 
We quote from Boston jobbers’ 
stocks: 
Picks.—Railroad, 40 and 10 per cent 
discount; contractors’, 40 and 5 per 
cent discount. Grub hoes, 40 and 10 


per cent discount. Mattocks, 40 and 
10 per cent discount. 


PLUMBERS’ TORCHES.—The market 
for plumbers’ torches has been un- 
usually active this winter, presumably 
because of the continued building ac- 
tivity. Jobbers’ stocks are small, but 
they manage to fill all orders. 


We quote from Boston jobbers’ 
stocks: 

Plumbers Torches. — Clayton & 
Lambert line, No. 208, 1-qt., $7 each; 
No. 144, 1-qt., $4; No. 146, 1-qt., 
$3.60; Selfblo, $1. 


PYREX OVEN WARE.—Holiday sales 
of Pyrex oven ware were very satis- 
factory and retail stocks are believed 
to be down to a minimum. 


We quote from Boston jobbers’ 
stocks: 

Casseroles. — Round, deep, 1i1-at., 
$1.50 each; 1%-qt., $1. 15; round, shal- 
low, 1-qt., $1.50; 1%- qt., $1.75; round, 
individual, 8-oz., 70c.; round, stand- 
ard, i1-qt., $1.50; 1%-qt., $1. 75; oval, 
anaes beefsteak, 1-qt., $1.50; 1%- 

$1.7 98 standard, 1-qt., $1.50; 


i 

eat. $1.73 Dishes.—Round, deep and 
round, standard, i1-qt., 85c. each; 
1% -qat., $1; 2-qt., $1.20; ‘oval shallow 
and oval, ‘standard, 1- -qt., 85c. each; 
1%-at., $1; 2-at., $1.20. 

Baking Dishes.—Oval, shallow, 9- 
oz., 40c. each; 12%-o0z., 55c.; 18%-o0z., 
60c. Individual pie dish, roun 6- 
z., 25c. each; 8-oz.; 30c.; 12-o0z., 40c. 
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Pans.—Bread, 90c. and $1.50 each; 
biscuit, 85c. and $1.25; cake, round, 
75c.; square, $1 and $1.50. 

Pie Plates.—Narrow rim, 75c. and 
90c. each; wire flange, 50c. to $1.10. 

Custard Cups.—Round, 4-oz., 20c. 
each; 6-oz., 25c.; oval, 5-oz., 30c.; 
French pattern, 4-oz., 20c.; 6-oz., 25c. 

Bean Pots.—Round top, $1, $1.75 
and $2.50 each. 

Terms.—Jobbers’ terms are 33% 
per cent off list. 


ROOFING MATERIAL. — Forward 
bookings for roofing material are be- 
ginning to flow into the wholesale mar- 
ket. The new season is opening very 
encouragingly. Jobbers are reason- 
ably sure that the consumption of roof- 
ing material, particularly of shingles, 
in 1924 will beat all previous records. 


We quote from Boston jobbers’ 
stocks: 


Roofing Paper ee line, slate 
surface, imprinted, $3.40 per roll; 
plain standard, $2.20; ‘ae light 
(35 Ib.), $1.60; medium (45 lb $2.0 
heavy (55 Ib.), $2.55. Bird oso Uni 
versal, i1-ply, $1.17 per roll; 2-ply. 
-. 50; 3-ply, $1. ee Rae 7 Ready 

oofing line, $1.78; 2-ply, 
$217. 3-ply, 2.56. WTenttio’. 2-ply, 
$1.78; 3-ply, $2.11. 

Shingles.—Japroid line, lock top, 
$5.25 per square; strip, $5.75; super 
strip, $6.55; individual, $5.75; super 
giant, $8.50. Neponset, twin, $6.75 
per square; American, twin, $4.75; 
American four, asphalt, $4.75; Pro- 
slate, individual, ; 

Wallboard. —Neponset, $35 per 1000 
ft.; American $28.68. 

Paper.—Bermico sheathing, $85 a 
ton; tarred felt, $61.50. 





Not Covered 
with Dust 


“HARDWARE AGE, 

“New York City. 
“Gentlemen: 

“T assure you that HARDWARE 
AGE is not covered with dust in 
our store. We certainly have 
missed a wonderful lot of help 
since we have been in business by 
not having the AGE with us, all 
of the past years. 

“We also made good use of the 
inventory sheets secured from 
you. It made it possible to fur- 
nish our invoicing with much 
more speed and accuracy, as we 
had always used the book system 
before. 

“Again thanking you for your 
past favors and oblige, we are. 

“Yours very truly, 


“J.D. Kramer, 
“Kramer Brothers, 
“West Alexandria, Ohio. 











SANDPAPER.—With the outlook for 
building in 1924 highly encouraging, 
jobbers are preparing to do a big sand- 
paper business during the next few 
months. Retail stocks said to be small. 


We quote from Boston jobbers’ 
stocks: 


Sandpaper.—First quality, in . 
ream lots, 30 per cent discount; in 
less than %-ream lots, 25 per cent 
discount. Emery cloth, 5 per cent 
discount. 

SCREENS AND DOORS. — Forward 
bookings for screens and doors are 
highly satisfactory from the jobbers’ 
viewpoint. The supply situation is 
reported to be much better than a year 
ago. 

We quote from Boston jobbers’ 
stocks: 
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Screen Cloth.—Black, 12-mesh, on “1 
per 100 sq. ft.; 14-mesh, $2.90. Be 
12-mesh, $2.95 per 100 sq. ft.; — 
mesh, $3. 45; 16-mesh, $3.95; all from 
Boston store. Direct mill shipments. 
f.o.b. Pittsburgh, black, 12-mesh, 
$2.15; 14-mesh, $2.65. Bronze screen 
cloth, widths '24-in. to 48-in. .. from 
stock, 7%,c. per sq. ft., factory, 7\4c.; 
16-mesh, 8c; 18-mesh, 8%%c. 

Screen Doors.—No. 241, 2 x 6 x 6, 
i ~ per doz.; 2 x 8 x 6. $21.75; 2 x 

y + vs Ss "", 23.80; No. 454, 2x 

0. 2x 8, $29.60; 2 x 10, $30; 

"x 7, $90. 10; No. 457G, 2 x 6, $24.45; 
5 4 tis bs te Ste as Tl 
$38.60. All prices net, from store. A 
10 per cent discount is allowed on 
direct factory shipments 


SCREWS.—tThe stage is all set for a 
good market for wood and machine 
screws in 1924. Jobbers’ stocks are in 
excellent condition, retail stocks are 
small, prices are reported as not likely 
to change for some time, and indica- 
tions are for a tremendous consump- 
tion. 


We quote from Boston jobbers’ 
stocks: 

Wood Screws.—Flat head, bright. 
75 per cent discount; flat head, blued, 
5 and 5 per cent discount; round 
head, blued, 72% per cent discount; 
flat head, brass, 70 per cent discount: 
round head, brass, 67% per cent dis- 
count; flat head, galvanized, 57% per 
cent discount; flat head, nickel, 62% 
per cent discount; round head, nickel, 
62% per cent discount. 

Machine Screws, Etc. — aeune 

screws, flat and round. hex., No. 
2 and 3, 45 per cent discount: No. ‘i 
and larger, 50 and 10 per cent dis- 
count; fillister iron, Nos. 2 and 3, 
40 per cent discount: No. 4 and 
larger, 45 per cent discount; flat and 
round head, brass, Nos. 2 and 3, 40 
per cent discount; No. 4 and larger, 
45 per cent discount; fillister brass, 
Nos. 2, 3, 4, and larger, 35 per cent 
discount; coach screws, 45 per cent 
discount; set screws, including head- 
less, 50 and 10 per cent discount: can 
screws, square and hexagon, 50 and 
10 per cent discount; flat head can, 
20 per cent discount: fillister can, 
33% per cent discount; lag screws, 
40 per cent discount. 


SHOVELS. — Manufacturers of fire 
shovels have advised jobbers of a con- 
siderable advance. Jobbers have been 
too busy with inventory to change 
their quotations, but will shortly do so. 


_. We quote from Boston jobbers’ 
stocks: 


Snow Shovels —Long handle. steel, 
$5.50 per doz., net; steel D handle, $6; 
split wood D handle, $6.50; Massa- 
chusetts lone handle. $8.75; Massa- 
chusetts D handle, $9. 


Fire Shovels. — Japanned. No. 54, 
72c. per doz.; No. 86, 84c.; No. 80, 
60c. Galvanized, No. 254, 78c. per 
doz.; No. 256, 94c. 

STOVES.—Air tight stoves continue 
to move out of retail stocks in a satis- 
factory way. 


We quote from Boston jobbers’ 
stocks: 


Air Tight Stoves.—Conco line, No. 
418, $3.15 each, net; No. 421, $3.65; 
No. 424, $4.40; No. 427, $5. 
TREE TANGLEFOOT. — Forward or- 
ders for tree tanglefoot are in order, 
say jobbers. 


We quote from Boston jobbers’ 
stocks 


Tree Ta nglefoot. —In 1 Ib. game. 
$4.80 per doz.: in 5 Ib. cans, $22: 
10 Ib. cans, $42: in 25 lb. cans, $06. 


WEATHER STRIP.—Business holds up 
well. January and February should be 
good months for retail sales of this 
material. 


md. quote from Boston jobbers’ 
sts: 

No: 60, full bundles, 60, 10, 10 and 
5 per cent discount; broken bundles, 
60, 10 and 10 per cent discount. 
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Pittsburgh Mills Received Many Orders 
During Last Two Weeks of 1923 


(Pittsburgh office of HARDWARE AGE) 

N marked contrast with what is usually the case, the 

last two weeks of the old year were more active in the 

placing of new orders with the mills than any similar 
period for a long time. It is also a fact, that in the past 
two or three weeks, consumers and jobbers largely put 
aside the idea that there would be lower prices on finished 
steel products before the new year was very far advanced. 
The steel mills, with only two or three exceptions, are 
holding prices firm, and report that they are booking 
more orders than for a long time, and say they will enter 
the new year with a much larger tonnage on their books 
than they anticipated. 

Probably the greatest improvement has come in sheets, 
demand for which has been quite heavy in the past two 
or three weeks, and prices are stronger than for a long 
time. Tin plate is making new records in orders on the 
books of the mills, while prices are firm, and promise to 
continue so for the first half of the new year at least. 
Track supplies are active in demand, orders placed in the 
past week including 25,000 kegs of spikes and close to 
35,000 tons of tie plates. The spike order is the largest 
placed in a long time, and a good part of it was divided 
between the Jones & Laughlin Steel Corporation and Dil- 


worth, Porter & Co. of this city. There is also very active 
buying of structural steel for building purposes, orders 
placed in the past week amounting to more than 25,000 
tons, while there are active inquiries in the market for 
nearly 40,000 tons more. New buying in cars is quiet, but 
some large orders are pending, and are expected to be 
placed early in 1924. 

There were no changes in prices on steel products in 
the past week, but the whole market is very firm, and ex- 
pectations of lower prices on some lines have about dis- 
appeared. The year 1923 closed with general conditions 
in the steel trade better than had been expected, and 
with outlook for the new year also much brighter. Once 
the situation abroad is improved, it is believed the new 
year in steel will be a record breaker in every way. Labor 
is well employed and contented, and at present there is 
not an unfavorable sign that can be observed anywhere. 

General conditions in the hardware trade are fairly 
satisfactory. The holiday trade~is over, and it was quite 
satisfactory. However, the demand for staple goods is 
not as active as could be desired, but is expected to be 
better very early in the new year. Prices are holding 
firm, and several local jobbers report they have made 
practically no changes in the past two weeks. 


AXES.—Demand is reported fair, and 
prices which have been confirmed for 
balance of the season are reported to 
be holding firm. The opinion now pre- 
vails that prices on axes will be un- 
changed for some time to come. 


We quote from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: 

First grade, single bitted axes, 
handled, $19 per doz.; unhandled. $15 
per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.; 
second grade axes, single  bitted, 
handled, 917.50 per doz.; unhandled, 
$14.50 per doz.; double bitted, han- 
dled, $21 per doz.; unhandled, $18 
per doz. 


BOLTS AND NUTS.—New orders for 
bolts and nuts are heavier now than 
for some time. Some large consumers 
have covered their entire needs for first 
quarter at about prevailing prices, and 
as a result, a few makers are pretty 
well sold up for first quarter, and are 
holding prices quite firm. It is said 
that price cutting, which has been a 
feature of the market for some time, 
has about disappeared. We quote in 
large lots; jobbers and warehouses 
charging the usual advances for small 
lots out of stock: 


Machine bolts, small, rolled threads, 
60, 10 and 10 per cent off list. Ma- 
chine bolts, all sizes, cut threads, 60 
and 10 per cent off list. Carriage 
bolts, % x 6 in.; smaller and shorter, 
rolled threads, 60 and 10 per cent off 
list. Carriage bolts, cut threads, all 
sizes, 60 per cent off list. Lag bolts, 
65 and 10 per cent off list. Plow bolts, 
Nos. 1, 2 and 3 heads, 50 and 10 per 
cent off list; other style heads, 50 per 
cent extra. Machine bolts, c.p.c. and 
t. nuts, % x 4 in., 50 and 10 per cent 
off list; larger and longer sizes, 50 
and 10 per cent off list. Hot pressed 
square or hex. nuts, blank, 4.25c, off 
list. Hot pressed nuts, tapped, 4.25c. 
off list. C.p.c. and t. square or hex. 
nuts, blank, 4c off list; c.p.c. and t. 
square or hex. nuts, tapped, 4c. off 
list. Semi-finished hex. nuts; in. 
and smaller, U. S. S., 80 and per 


cent off -list; 5% in. and larger, U. S. 
S., 75 and 5 per cent off list; small 
sizes, S. A. E., 80, 10 and 5 per cent 
off list; S. A. E., % in. and larger, 
75, 10 and 5 per cent off list. Stove 
bolts in packages, 75, 10 and 5 per 
cent off list. Stove bolts in bulk, 75, 
10, 5 and 2% per cent off list. Tire 
bolts, 60 and 10 per cent off list. Bolt 
ends with hot pressed nuts, 60 and 5 
per cent off list. Turnbuckles, with 
ends, % in. and smaller, 55 and 
to 00 per cent off list. Turnbuckles, 
without ends, %-in. and smaller, 70 
and 10 to 65 and 5 per cent off list. 
Washers, 5c. to 5.25¢e. off list. Cap 
and set screws: Milled square and 
hex. head cap screws, 70 per cent 
off list; milled set screws, 70 per cent 
off list; upset cap screws, 75 and 10 
per cent off list; upset set screws, 75 
and 10 per cent off list; milled studs, 
50 and 10 per cent off list. Rivets: 
Large structural and _ ship rivets, 
base, per 100 lb., $2.75 to $2.85: small 
rivets, 65 and 10 to 70 off list. 








‘The Trip Has Been 
Delightful” 


“HARDWARE AGE, 

“New York City. 
“Gentlemen: 

“I just want to express my ap- 
preciation and thanks for the 
most interesting (to me) experi- 
ence of Saunders’ Norvell, 
now running in your most valu- 
able journal. Will be sorry 
when the journey is over, as the 
trip has been delightful. Why? 
Because I have been over most 
of the ground myself; thirty 
years ago. Again thanking you, 
I am, 

“Yours truly, 
“Geo. M. Lance, 
“Lance & Williams, 
“Jermyn, Pa.’’ 








COLD FINISHED STEEL BARS.— 
Local makers of cold finished steel bars 
are still quoting 3 cents Pittsburgh, 
in Spite of the fact that one large 
Chicago maker continues to quote 3 
cents Chicago, and is taking business 
at that price but is equalizing freights 
with the Chicago producer in territory 
near Chicago. The demand for cold 
finished bars is better than for some 
time, the automobile makers having 
placed considerable orders recently. 


IRON AND STEEL BARS.—Orders 
are better, some of the makers of cold 
finished bars, of which hot rolled bars 
are the base, having entered contracts 
at the mills for their supply for first 
quarter. However, the fact that the 
mills can make prompt deliveries of 
soft steel bars has deterred some large 
consumers from placing contracts, and 
they continue to buy as their nearby 
needs demand. The price of soft steel 
bars which has been 2.40 cents, Pitts- 
burgh, for some months, is being firmly 
held by the large mills. 


We quote soft steel bars, rolled 
from billets, at 2.40c. base; bars for 
cold-finishing of screw stock analy- 
sis, $3 per ton over base; reinforcing 
bars, rolled from billets, 2.40c. base; 
refined iron bars, 3.25c. base, in car- 
load lots or more, f.o.b. Pittsburgh. 
The above prices are for carloads or 
larger lots, jobbers and warehouses 
charging the usual advances for 
small lots from stock. 


SEMI-FINISHED STEEL.—Prices on 
all grades of semi-finished steel, such 
as rerolling billets, sheet bars and 
forging billets, are holding firm, and 
some large contracts have been placed 
by consumers for first quarter delivery 
at full prices. Rerolling billets are $40, 
sheet bars $42.50 and forging billets 
of ordinary carbons, $45, at maker’s 
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mill, f.o.b. Pittsburgh. These prices 
have prevailed in this market for some 
time, 

SHEETS.—Much improvement has 
come to the sheet market in the last 
three or four weeks. The demand 
lately has been heavy, and most mills 
will enter the new year with more 
orders on their books for sheets than 
had at first seemed likely. Jobbers are 
buying more freely, while the auto- 
mobile makers are placing good orders 
for delivery in first quarter. All this 
has had the natural effect of firming 
up prices which are stronger now than 
for a long time. Occasionally prices 
on black and galvanized sheets are 
shaded not over $2 per ton, this is the 
exception rather than the rule. Blue 
annealed sheets are holding firm at 
3 cents per lb., the regular price. The 
American Sheet & Tin Plate Co. con- 
tinues to operate its sheet mills at 
about 90 per cent of capacity, while 
the independent mills are running to 
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output will be exceeded in 1924, unless 
something should occur to prevent. 
The American Sheet & Tin Plate Co. 
is already sold up solid for all the 
tin plate it can turn out in the first 
half of 1924, and the independent mills 
are in about the same position. It is 
hinted there may be a shortage in 
supply of tin plate next year, as there 
has been practically no new capacity 
built for several years. In large lots, 
tin plate is firm at $5.50 per base box, 
f.o.b. at maker’s mills, Pittsburgh. 
From stock, the usual advances are 
charged. 

STEEL PIPE.—The mills are well 
filled with orders for the butt weld 
sizes, but for large pipe for gas and 
oil purposes, the demand is not so 
active. However, there has been im- 
provement in the oil game lately, and 
a larger demand for oil well supplies 
is looked for in the near future. Prices 
are firm, and for small lots from stock 
are as follows: 
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87 and 2% per cent off list; double 
strength, A, 84 per cent off list; double 
strength, B, 87 per cent off list. The 
usual boxing charges apply on these 
prices. 

TRACK TOOLS.—Makers of track 
tools are looking for 1924 to be a very 
active year. The railroads have bought 
heavily of rails and other track sup- 
plies, and will no doubt be active 
buyers of track tools when the laying 
of new rails and other new work starts. 
Prices are holding firm. 

In large lots picks and mattocks 
are 50 and 10 and 5 per cent off list; 
hammers and sledges, 60 and 10 and 
10 base, while crowbars are 5c. per 
Ib., all these prices being f.o.b. Pitts- 
burgh. Jobbers charge the usual ad- 
vances for small lots from stock. 

WIRE PRODUCTS.—While the situ- 
ation now is quiet, local mills have 
entered quite large orders for first 
quarter shipment, but more especially 
for delivery in January. As yet, some 
jobbers and large consumers are buy- 
ing only as needs require, but there is 
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bers charge the usual advances for 
small lots from stock. 

TIN PLATE.—As we have noted sev- 
eral times before in our report, this is 
by far the biggest year in output the 
tin plate trade has ever known. At 
this writing, the total output for 1923 
is estimated at 40,000,000 base boxes, 
and it is expected that this enormous 


Above prices per 100 ft. f.o.b. Pitts-~ 
burgh. 
WINDOW GLASS.—No improvement 
in demand is noted. In some sections 
of the country, prices are being cut 
more or less, depending on the order. 
In large lots, prices are about as 
follows: Single strength, A, 85 and 
5 per cent off list; single strength, B, 


Wire nails, $3.40 to $3.50 base per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool- galvanized, 2-point 
hay wire, $3.63 per spool; galvanized, 
4-point cattle wire, $360 per spool; 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 Ilb.; No. 9 galvanized 
fence wire, $3.90 per 100 lb.; woven 
wire fencing, 63 per cent off list. All 
pe aheve prices on spools are for 

-roa, 





Galvanized Wire, No. 
Machine Bolts, small, 


PITTSBURGH BASE PRICES 


Note: It should be understood that prices given below are f.o.b. mill, Pittsburgh, and are quoted only for car 
loads or larger quantities. For smaller lots, the usual advances apply. 
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Machine Bolts, c.p.c. and t. EE ee ee 


3 
...-60, 10 and 10 off list 
ohusietl 60 and 10 off list 








Nails, cut, base, ie Cn 6 Us Ue OS 40 O60) 506 oo b 64045 6006.4) 06409600 6 OER Keds 3.15 
Nails, Wire, base, Ds ktwved wees ie beet 6 e0e-2 anos Ui ee ecekh ou beldnd cba eens 3.00 
Painted Barbed Wire, Some gL PTT TT TTrU Tie Or ree ee eee 3.45 
EE Ee re rere ees ae Se ee 3.10c. 
Sheets, blue annealed, BS Wn 4: 0 cds Sek On sean Orkneys 6408 5 6 44 e4R eee eer weeeees 3.00c. 
ee a ee ee ce OSC es obo CURD ON ene beh en hEes eekoenee 3.85c. 
rr 2 ee OY fe ce ce eee e Cb C ESN 06s in es 6600 0 0.0% s buen bane eek 
ee i. «ono 6 OSLER HO CHOON S06 ob 08 06 Ob 0800S O00 OO NE Oe sceeeteect 2.40c. 
Spikes, rr ss. caw kwdeue des weap es be debe edeu canbe $3.15 
EE PPT ee Te eee ere ec ers ee 3.80 
Steel Pipe, black, butt es cama tecnica 62 per cent off list 
Steel Pipe, galvanized, butt welded, 1 to 3-in......................-2! 5014 per cent off list 
re hs er i en os a au a ce se 6Un Fas bee CH OSH Ee 6O04 0% 6b 66s s Os eee 5.50 
Woven Fence, carloads to I iE ee ah et Baek alte ee ne hee baw 64a eee 67% off list 
a rs, ee Ci, 2. wa os oe ee OOK HS EC Se 6S Oe w TEES ONS Oe ORE 65 off list 
ee ee er nn, PE, ro oe bk 6 6.46 bb 60660 6 60 440 606s ee tee 30 off list 
Wrought Iron Pipe, galvanized, a SE 0 6 084.6 OS 6.6 HAC O60 cn ec 0kw innen dees 13 off list 


Freight Rates 


All freight rates from Pittsburgh on finished iron and steel products, carload lots, per 100 Ib.: 


Philadelphia, cuneate. $0. _. PD: £ccsuta¥aeeee $0.265 i Poké 6 66 ea0 dees $0.43 PeeGie Const. «cose .15 
Philadelphia, export... 0.23 eee er 0.215 meen GE cceescece 0.735 Pac. Coast, ship plates 1.34 
Baltimore, domestic. 0.31. Cleveland, Youngstown Kansas City (pipe). 0.705 Birmingham wtine abba 0.58 
Baltimore, export..... 0.225 PP: Jct wicetkesB aes i . caieneet sos 0.60 ES cs od og wg wes .56 
New York, domestic... 0.34 PE 6s coke ee sue gee 0.29 DE «cl sene essence 0.735 Jacksonville, all rail.. 0.70 
New York, export..... 0.255 LEE secceweset's 0.29 Omaha (pipe)........ 0.705 Jacksonville, rail and 

Boston, domestic...... 0.365 OT 0.31 ER weer 1.27 De: 44 606 cease Ox 0.415 
Boston, export........ 0.255 DD | 6600s a60 0684 0.34 Denver (pipe) ....... 1.215 New Orleans ......... 0.67 
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Hinges Butts 


HARDWARE AGE 


are advertised nationally because they 
are good. Our advertising is intended 
to co-operate with retail hardware 
merchants. It is a reminder that 
hardware is an important item in 
building and that sufficient money 
should be set aside for it. 


And we are urging home-builders to 
consult with hardware retailers at 
the start of their building activities. 
The message is being repeated often. 


If we can say something to change a 
marked tendency to slight the hard- 
ware, we will have helped ourselves 
while we have helped you. 


? 


MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 


Western Office and Warehouse — Chicago 


Garage hardware, door hangers and track, door 
bolts and latches, shelf brackets, window 
and screen hardware, steel door 
mats and wrought specialties 
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Time Tested Quality 
Plus Proven Profits 


For more than 35 years Arcade Damp- 
ers and other stove equipment have 
played a prominent part in building 
world-wide popularity for Arcade Qual- 
ity hardware. 


All steel spindle with sharply ground 
point—nickel plated coil or wooden 
handle—open or enclosed spring — 
strongly built cast iron blade that will 
not break. Absolutely guaranteed. 


Write your nearest jobber for prices. 


ARCADE 


HARDWARE 
a, 








Stove Pokers 
Stove Scrapers 
Furnace Pokers 
Lid Lifters 
Comb. Lifters 
and Shakers. 


Stove Trucks 
Dampers 


Damper Clips 














“Made for Service” 


Arcade Manufacturing Company 
Freeport, Illinois 
Also Makers of 


| ARCADE TOYS 
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Hand-to-Mouth Buying, 
Low Stocks and Firm Prices 


in Cincinnati 


(Cincinnati office of HARDWARE AGP) 

B UYING of Christmas goods was _ exceptionally 

heavy, but the more staple lines have been neglected 

to some extent and despite the good holiday trade, 
the month of December will hardly show much improve- 
ment over the same month last year. Unseasonable weather 
during the whole of the month probably accounts for the 
falling off in buying, as the weather has been more like 
July than what is usually associated with the winter 
months here. 

Buying of regular lines continues to be of the hand-to- 
mouth variety, and dealers’ stocks are low. There seemed 
to be some idea in the minds of retail buyers that whole- 
sale changes of prices would be made about Jan. 1, but it 
now appears that nothing of this kind will occur, and 
that the chances, if any, will be for higher prices. It is 
certainly a fact that local jobbers have made no changes 
in prices during the past two weeks, and from the num- 
ber of manufacturers who have guaranteed their prices 
against decline till April 1, it would seem that there will 











be few changes indeed made before this time. 

Features of the trade are the heavy buying of auto- 
mobile accessories and electrical goods for Christmas 
and New Year’s gifts, and also the sudden strengthening 


of the bolt and nut market. 


Collections are reported still 


uniformly good, dealers discounting their bills promptly. 


ALARM CLOCKS.—Customary short- 
age reported; holiday trade very heavy; 
prices strong. 


AUTOMOBILE ACCESSORIES. — 
Christmas trade heaviest in history, 
due in good measure to the practice 
of jobbers and dealers in putting out 
attractively boxed packages, backed by 
good advertising. Prices holding very 
well. 
We quote from Cincinnati jobbers’ 
stocks: 
Spark Plugs. — Champion ’X, 45c. 
each; in lots of 100, 43c. each. 
Weed, Rid-O-Skid and Deluxe 


Chains. — 25 per cent off; in lots of 
12 nets, 33% off; in lots of 50 sets, 


40 off. 

Spotlights. — Delta, No. 20, $2.75 
each; in lots of 12, $2.60 each; Delta, 
No. 24, $2.10 each; lots of 12, $2 
each: Delta, No. 25, $2.70 each; in lots 
of 12, $2.60 each: New Delta Model, 
ges $4.25 each; in lots of 12, $3.90 
each. 


AXES.—A large manufacturer has 
guaranteed prices against decline until 
April 1; demand light, due to mild 
weather; stocks in good -shape. 


BOLTS AND NUTS.—Prices stable; 
demand fair; stocks ample. 


BUILDERS’ HARDWARE.—Building 
operations going ahead in good volume, 
but jurisdictional disputes holding up 
work on several large projects. Dwell- 
ings, however, little affected. Demand 
for builders’ hardware, while less than 
it has been, is heavy for this season. 
Stocks in good shape; prices firm. 

CLIPPING MACHINES.—Some inter- 
est in clipping and shearing machines; 
future orders fair; prices unchanged. 


_CUTLERY. — Holiday 


We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1 clipping ma- 
chine, $12.75 list; one-man power 
shearing machine, $21 list; top plates, 
No. 90 and No. 360, $1.25 each list; 
bottom plates, No. 99 and No. 361, 
$1.75 list. Dealers’ discount 33% per 
cent. Stewart electric clipping ma- 
chine, pedestal type, $85 list; shear- 
ing machine, $90 list, f.o.b. factory 
Chicago, with 25 per cent discount to 
dealers. 
trade very 
heavy; stocks broken; prices firm and 


unchanged. 


DRILLS.—Orders 
tionary. 


We quote from Cincinnati jobbers’ 
oor Carbon drills, 60 and 10 off 
ist. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales have fallen off somewhat 
with the approach of what was ex- 
pected to be the winter season. But 
orders are still considered good. 
Prices.as last quoted. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$4.75 per 100 ft.; 28-gage, 3-in. cor- 
rugated conductor pipe, $5 per 100 
ft.; 3-in. corrugated conductor el- 
bows, $1.75 per doz. 


ELECTRICAL GOODS. — Demand 
heavy; Christmas trade best in history; 
prices strong. 


FILES.—Demand fair; prices strong; 
stocks good. 


We quote from Cincinnati jobbers’ 
stocks: Files, all makes, from 55 to 
60 and 10 off. 


GALVANIZED. WARE.—Price _ten- 
dency is undoubtedly upward, but noth- 
ing definite to report. Demand fair 
and stocks good. 


fair; prices sta- 
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You know that the prospective barn-builder 
Tur nN Ever VY who inquires about barn door hangers often 


does not buy. R-W Barn Door Hangers turn 


Inquiry Into these inquiries into sales. The R-W line is so 


complete that you can give every customer the 


a Sale type of hanger he wants at the price he con- 


siders right. 





R-W Hangers are attractive in appearance, so 
smooth-running that the heaviest door is easy 
to open and close, and they are built to give 
years of good service. 








Write to Department A for descriptive book- 
let, “Hardware for the Farm and Home,” and 


full details of R-W Barn Door Hangers. 


This is our No. 321 roller-bearing 
barn door hanger. Enclosed 
track, equipped with end 
“blinds,” makes this type of 
hanger absolutely secure against 
sticking from weather conditions, 
nesting birds or litter. Fur- 
nished in either all black enamel 
or with exposed parts of hanger 
galvanized. Handsome,  easy- 
running, durable. One of our 
most popular styles. 


R-W 
Barn-Door 
Hangers 





New York Chicago 
Boston Minneapolis 
Pe seg cone 
land sas 
Bc ees a AURORA, ILLINOIS,U.S.A. xe eiaaliae 
St. Louis RICHARDS-WILCOX CANADIAN CO 18 ict tne 
Winnipeg LONDON, ONT. Montreal 
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We quote from Cincinnati jobbers’ 
stocks: 

Galvanized Tubs. — No. 0, $5 doz.; 
No. 1, $6.15 doz.; No. 2, $6.90 doz.; 
No. 3, $8.45 doz. 

Galvanized Pails.—10-qt., $2.35 doz.; 
12-qt., $2.55 doz.; 14-qt., $2.85 doz.; 
10-qt., $3.40 doz. 

Garbage Cans.—Witt No. 1 with lid, 
$3.75 each; No. 2 with lid, $4.35 each; 
No. 3, $5 each; Witt pails with lids, 
No. 7, $1.60 each: No. 8, $1.80 each: 
No. 9, $1.95 each 


GLASS (CWINDOW).—Orders _— con- 
tinue in good volume; prices stable; 
stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Single and double strength 
A, first three brackets, 86 per cent 
discount; over first three brackets, 
S4 per cent discount; double strength 
A, 85 per cent discount; deuble 
strength B, 87 per cent discount. 


HACK SAW BLADES.—Sales fair; 
stocks good; prices firm. 


We quote from Cincinnati jobbers’ 
stocks: Hack saw blades, 50 and 5 
off 


HICKORY HANDLES.—Orders good; 
prices strong; stocks in fair shape; 
some future buying reported. 


We quote from Cincinnati jobbers’ 
stocks: Hay fork handles, 5% ft. 
straight, $3.35 doz.; 6 ft. straight, 
$4.35 doz.; 7 ft. straight, $6.50 doz.; 5 
ft. bent, $3.35 doz.; 5% ft. bent, $3.95 
‘loz.; 6 ft. bent, $5 doz.; Long manure 
forks, $2.85 doz.; D-shovel handles, 
$6 doz.; D-shape handles, $5.85 doz. 


ICE SKATES.—Holiday buying good; 
prices steady; stocks in fair shape. 


We quote from Cincinnati jobbers’ 
stocks: Common ice skates, 85c. pr.; 
nickel plated, $1.35 pr.; nickel plated, 
hardened runner, $2.10 pr.;: hockey, 
$1.70 pr.; ladies’ skates, $1.13 pr 


LANTERNS.—Sales fell off slightly 
during the holidays, but buying gen- 
erally has been fair; prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Supreme, No. 210, $7.75 doz.: 
Supreme, No. 240, $12.75 doz. ; 136 
Midget Vehicle lantern, red lens, iron 
clamp, enameled, B. E. lens, $17 doz.: 
167 Supreme, $12.75 doz.; 100 Supreme 
Electric $15 doz.: Monarch, $8 doz.: 
Monarch, ruby glow, $10 doz.; D-Lite, 
$13 doz.; Little Wizard, $8.50 doz.: 
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Blizzard, No. 2, $13 doz.; Blizzard, 
brass fount and top, $18 doz.; Buck- 
eye Dash, $14 doz.; "Reilrond. No. 39, 
$15 doz. 
LAWN MOWERS.—Buying has been 
resumed for spring delivery, following 
a quiet period during the holidays. 
Prices strong; stocks low. 

We quote from Cincinnati jobbers’ 
stocks: Common lawn mower, 12-in., 
$5.75 each; 14-in., $6 each; 16-in., 
$6.25 each; better. grade, 12- in., $7; 
14-in., $7. 25; 16-in., $7.50; cheap ball 
bearing, 14-in., $7.75; 16 6-in. .. $8; reg- 
ular ball bearing, 14-in., $9; 16-in., 
$9.55; 18-in., $9.75; high-wheel ball 
bearing, 14-in., $10.25; 16-in., $10.65; 
18-in., $11; high rade, ball bearing, 
with 5 knives, 16-in $12.75; 18-in., 
$13.50; 20-in., $14.2 

NAILS.—Demand aie stocks in fair 
shape; prices stable. 

We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.50 per 
keg, base; cement coated nails, $3.20 
per keg base. 


PAINTS AND OILS.—Orders fair; 
stocks in good shape. No change in 
prices of paints, linseed or turpentine 
since last report. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; linseed oil, single bar- 
rels, 98c. per gal.; turpentine, single 
barrels, $1.05 per gal.; white and red 
lead, 14%c. per Ib. 


RADIO PARTS.—Heavy selling of 
radio parts during the holidays. De- 
mand continuing strong, for sets as 
well; prices strong. 
ROPE.—Sales fair; stocks in good 
shape; prices firm. 


We quote from Cincinnati jobbers’ 
stocks: Best grades Manila, 19c. per 
lb.; sisal, 13%4c. per Ib. 


SASH CORD.—No price changes re- 
cently; stocks adequate to meet a fair 
demand. 


We quote from Cincinnati jobbers’ 
stocks: Better grades, 80c._ Ib.; 
cheaper grades, 45c. Ib. 


SASH WEIGHTS.—Demand fair; 
stocks good; prices unchanged, al- 
though an advance is contemplated. 
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We quote from Cincinnati jobbers’ 
stocks: Cast iron sash weights, $2.50° 
per 100 Ibs. 


SCREWS.—Demand fair; prices fairly 
stable; stocks good. 


We quote from Cincinnati jobbers’ 
stocks: Machine screws, 66% off; 
coach screws, 40, 10 and 5 off; cap 
oO a screws, 70 off; wood screws, 

or. 


SHEETS.—Sales have been fair; 
prices unchanged; stocks in good 
shape. 


We quote from Cincinnati jobbers’ 
stocks: Blue annealed sheets, No. 10, 
4.10c.; black, 28-gage, 4.80c.; galva- 
nized, 28-gage, 5.85c. 


WEATHER STRIP.—Demand good; 
stocks adequate; prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Wood edge, No. 0 and No. 
1, $14.25 per 1000 ft.; No. 1%, $20 per 
1000 ft.; No. $23 ‘per 1000 ft.; No. 

ane! 7 Ps 1000 ft.; felt edge, "Nos. 
so and $17 per 1000 ft.; No. 6144, 
WR ky "5 0d0 ft.; No. 62, $27. 50 per 
1000 ft.; No. 65, $40.50 oe 1000 as 
all rubber, No. 9 W per 1000 ft.; 
ao hig per 100 ft.; No. 11, $3.50 per 

t. 


WIRE CLOTH.—Spring orders have 
been good; stocks in good shape; prices 
holding well. 


We quote from Cincinnati jobbers’ 
stocks: Black painted, 12-mesh, $2 
per 100 sq. ft.; opal, $2.65 per 100 


sq. 
WHEELBARROWS. — Future orders 
fair; stocks low; prices strong. 


We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each; contractor’s barrows, $5.40 
each: concrete barrows, $5.90 each. 


WRENCHES.—Orders in fair volume; 
stocks good; prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Agricultural wrenches, 60 
off; Coes wrenches, 40 and 10 off; 
Stillson, 60 off: Trimo, 60 off; Snap- 
on Wrenches, No. 101, Master Service 
sets, $15.25 each; No. 202, heavy duty 
sets, $8 each; No. 404 Universal sock- 
et sets, $7 each; No. 505B, screw- 
driver sets, $3.40 each; less 40 per 
cent on all Snap-on wrenches, f.o.b. 
Milwaukee. 


Excellent Business in Gift Lines 
in Twin Cities—Few Price Changes 


(Minneapolis office of HARDWARE AGE) 


HE usual rush that takes place a few days before 
Christmas occurred again this year and a very good 
volume of business was done in lines used for gifts. 
Sales of sleds and toboggans, however, were very small 
as compared with other years, as there has been no snow. 
Undoubtedly special effort will have to be made to work 
off these stocks as soon as the first snow falls. Radio 


ASH SIFTERS.—Demand very small 
at this time; stocks fairly well worked 
down; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood sift- 
ers, $3.75 per doz.; round metallic. 
$4 per doz.; wood barrel, $12 per doz. 

AXES.—-Demand about average. Stocks 
good; prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14: double bit base 
weights, $19 per doz. 

BALE TIES.—Mild weather has per- 


mitted demand later in winter than 
usual. Stocks fair; prices firm. 
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very well. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 65-10 per cent from list. 

BOLTS.—Retail demand remains light. 

Inquiries from large users are out, 

notably the railroads. Stocks are good. 

— has been a decline on lag bolts. 

Ve quote from jobbers’ stocks, 

f. o> Twin Cities: Large and small 
carriage bolts, 45-5 per cent; large 
and small machine bolts, 50-5 per 
cent; stove bolts, 70 per cent. Lag 
bolts, 60 per cent. 

BRADS.—Retail demand light; stocks 

good; prices remain steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 
25-lb. boxes, 70-10 per cent. 


supplies and equipment as well as phonographs have sold 


Each year the giving of practical gifts is more pro- 
nounced and this gives the hardware dealer a larger 
share in Christmas trade. 
before Christmas the jobbers were swamped with last- 
minute rush orders from dealers who had failed to gage 
the extent of the demand. 


During the last two. weeks 


BUILDERS’ HARDWARE. — Except 
for small items, sales of builders’ hard- 
ware are dropping off materially. This 
will give jobbers and dealers a chance 
to get stocks into shape for spring de- 
mand. 


COAL HODS.—Sales declining as the 
winter season goes on, most of the 
sales being earlier in the fall. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 17-in. open jap- 
anned, $3.75; 18-in., $4.25; 17-in. fun- 
nel japanned, $4.80; 18-in., $5.25; 
17-in. open galvanized, $5.30; 18-in., 
$5.80; 17-in. funnel galvanized, 96.65; 
18-in., $7.10 per doz. 
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“Gives the best of satisfaction” 


Every Congoleum dealer will agree 
heartily with this statement from the 
Dimock Quality Store of Wyalusing, 
Pennsylvania, “We have sold Con- 
goleum exclusively for five years and 
find it gives the best of satisfaction.” 
That's the whole story of Congoleum 
in a nut-shell. It gives the best of satis- 
faction to the customer and that means 
more sales and dealer profits. 















Reasons Why Hardware Mer- 
chants Sell Gold-Seal Congoleum 
1. A logical hardware line—sell 


the housewife floor-covering 
when she comes for pots and 





2. A staple line — patterns are 
standard; every style good, 
season after season. 

. Easy sales—demand created 
by nation-wide advertising. 

. Quick profits—no tie-up of 
working capital. 

. Easy to display —little space 
required. 

. Easy to handle — packed in 
individual containers ready to 
deliver. 

. Small investment—no risk. 

. Satished customers—high 

. quality and satisfaction 
guaranteed, ~ 
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pans, stoves or cutlery. Philadelphia 
Kansas City 
New Orleans Montreal London Paris Rio de Janeiro 


Gold Seal 


GOLEUM 


if The Fastest Selling F: loor-Covering in the World 


And the profits on Congoleum grow by 
leaps and bounds. It is not uncommon 
for a live dealer to turn his stock six or 
seven times a year. You know what 
that does to your profit sheet! 


Back of every Congoleum dealer is a 
nation-wide advertising campaign that 
reaches every home in the country; 
a complete line of selling’ helps; and 
the Gold-Seal guarantee. 


—\& Write our Hardware Service Dept. for particulars 


CONGOLEUM COMPANY 


INCORPORATED 


Pittsburgh New York Chicago Boston 
San Francisco Minneapolis Dallas Atlanta 
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Every Mephisto Auger Bit is 
absolutely straight as a die. 
It couldn’t be any other way 
because of our methods of 
manufacturing. 


Every screw is in the exact 
center of the bit which is one 
of the reasons why you can 
bore into the end of a one 
inch board with a 14/16th 
Mephisto Bit and not break 
through on either side. 


This is true of Mephisto Bits 
only. 


q The Bit you dorit 


have to pustr 





The W. A. Ives Mfg. Co. 
( Dept. WA Wallingford, aan, 
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EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Sales only 
fair; stocks in good shape; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 
lap joint, single bead, 5-in., $5.25 per 


100 ft.; 3-in., 28-gage conductor pipe, 

$5.40 per 100 ft.; 3-in. conductor 

elbows, $1.73 per doz. 
FILES. — Average winter demand; 


stocks good; prices on Arcade and Riv- 
erside reduced. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files, 
50-10 per cent; second grade files, 
65-10 per cent. 


GALVANIZED WARE.—Sales at pres- 
ent rather inactive; stocks good; prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. l, 
galvanized tubs, $6.85; No. 2, $7.75; 
No. 3, $8.95; heavy galvanized tubs, 
No. 1, 912; No. 2, $13.25; No. 3, 
8 50: standard galvanized pails. 10- 

$2.55; 12-qt., $2.90; 14-qt., $3.20; 
> stock pails, $5; 18-qt. stock 
pails, $5.75 per doz. 


GLASS AND PUTTY.—Demand for 
this line fair; stocks good; prices as 
last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota Prices; 
single strength glass, 82-10-5 per 
cent; double strength glass, 84-10-5 
per cent; Putty, 50-lb. steel drums, 
$5 per cwt.; 25-lb. steel drums. 
$5.20 per cwt. 


HAMMERS AND HATCHETS.—Sales 
fair; stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 


mers, Maydole No. 11%, $13.50; 
Plumb HF9$1, $12; Riverside 611%, 
$12; Plumb broad hatchets No. 2, 


$17.15; Plumb er No. 2, $13.15; 
Plumb claw No. 2, $14.40 per doz. 


| LANTERNS. = Sinles remain good; 
stocks good; prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Dietz tubular lan- 


terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per doz.; No. 240, 12.75 per doz.; 
No. 130, Midget vehicle lanterns, 
$17 per doz. 
NAILS.—Sales fair; stocks good; 
prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities. Standard wire 

















nails, $4.10 per keg, base; cement 
coated nails, $3.60 per keg, base. 


OIL HEATERS.—Sales rapidly declin- 
ing; stocks almost sold up; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 
steel, 3-qt. capacity, $3.50 each; 
nickel polished steel, 4-qt. capacity, 


$5.40 each. 
PYREX OVEN WARE.—Sales very 


good; stocks ample; prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware; 


No. 101 casseroles, $1.33 each: No. 
197 casseroles, $1.17 each; No. 202 pie 


nlates. 50c.: No, 210 pie nlates. 67 : 

No. 212 bread pans, 60c. No. 231 

utility pans, 67c.; No. 12 teapots, 2- 

cup, $1.67 each; No. 24, 4-cup, $2 

each: No. 36, 6-cup, $2.33 each. 
REGISTERS.—Fair demand; __ stocks 
fair; prices steady. 

We quote from iobbers’ stocks, 


f.o.b. Twin Cities: Cast steel regis- 
ters, 331% per cent from lists. 


ROPE.—Only fair demand; _ stocks 
good; prices as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades 
manila rope, 17%c. per Ib.; best 
grades sisal rope, 15%c. per Ib. 

SANDPAPER.—Very little demand; 


some orders booked for early spring 
delivery; stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 
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1 per ream, $6.50; Second grade No. 

1 per ream, $5.85; Garnet No. l, 

$16.50 per ream. 
SCREWS.—Retail demand light; some 
sales for future delivery being made 
to large users; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 
blued screws, 72% per cent; flat head 
japanned, 67% per cent; flat head 
brass screws, 70 per cent; round 
head brass, 67% per cent. 


SKATES.—Demand fairly good, but 
not as active as usual at this season of 
the year, as no real winter weather has 
set in; stocks good; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Men’s No. 1624 
skates, 80c. per pair; 1624%, $1.15 
tg gt ay 4. 91.21 per pair. Ladies’ 


06 per pair; Nestor 
8 hy , 


plain, $7.50 per 
pair, nickel plated, $8.50 per pair. 
SNOW SHOVELS AND SIDEWALK 
SCRAPERS.—This line is practically 
dead, as there has been no snow or 
sleet; prices steady. 


“We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Good grade scrap- 
per doz.; straight handle 
$4.85; straight handle steel 
blade, $5.25; galvanized steel blade D 
handle, $12 per doz. 


STEEL TRAPS.—Demand improving, 
but heavy snowfall required for good 
demand; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. 0, 
- "65: No. 1, $2; No. 1%, $3.05; oq 


$3. 97: Newhouse Oneida Jump, No. 
0° $2.07; No. 1, $2.38; No. 1%, $3.48 
per doz. 


STOVE GOODS.—Sales only fairly ac- 
tive; stocks ample; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Stove boards, 
crystallized, 28 x 28, $16.15; 30 x 


30, 918.70; 36 x 36, $23. 65; stove pipe, 
uniform blued, 28-gage, 6~in., knock- 
down, $14.60 per 100 joints; common 
6-in. corrugated elbows, $1.35 per 
doz.; 6-in. adjustable charcoal iron 
elbows, $1.95 per doz.; dampers, cast 
iron, wood or coil handles, $2.40 per 
doz.; stove shovels, 14%e-in., ja- 
panned, 60c. per doz.; 21%-in., ‘Jum- 
bo, gprs $1.55 per doz.; Jumbo, 
Jr., 90c. per doz. 


TACKS.—Sales are normal and stocks 
are in fair condition. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: American cut 
tacks, 6, 8 and 10 oz.; 60c., 55c. and 
50c. per doz., 2 oz. packages; respec- 
tively, 8 oz. blued carpet, 3lc. doz. 
packages; No. 11 double pointed, 35c. 
per doz. packages; 8 oz. cut tacks in 
bulk. 15%c. per Ib.: 6 oz. 16%c. Ib. 


WHEELBARROWS.—Demand contin- 
ues rather light; stocks good; prices 
steady. 
We quote from 
f.o.b. Twin Cities: 
rows, fully bolted, $37.50 per doz. 


Tubular steel, No. 1, $6.75 each; 
wood garden barrows, $6.25 each. 


jobbers’ stocks, 
Wood stave bar- 


WIRE.—Sales fairly good; _ stocks 
good; prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire 
painted cattle, 80-rod spools, $3.70; 
galvanized cattle. $3.97: painted hog- 
wire, $3.96; galvanized hog-wire, 


$4.25: smooth black annealed No. 9, 
$4 per cwt.: smooth galvanized an- 
nealed, $4.45 per cwt. 


WRENCHES.—Sales of fairly good 
volume; some revisions of prices noted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 65 per cent; Coe’s 
wrenches, 49-10 per cent: enginee rs’ 
wrenches, 62% per cent from new 
lists; knife handle wrenches, 40-10 
per cent; Stillson and Trimo 
wrenches, 60 per cent. Snanv On 
wrenches in sets, No. 101, $15.25: No. 
202, 98; No. 404, $7; No. 505B, $3.40, 
less 40 per cent, f.o.b. Milwaukee. 
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This is one reason why people ask for Bi- 
cycle Cards by name and why they are 
acceptable to everybody. You therefore 
can cut down your playing card invest- 
! ment, turn your stock oftener and make 
© more profit by concentrating on Bicycles 


ll] and the other U. S. brands. 


Your windows will attract more people to 
your store if you tie them to our big nation- 
al Bicycle advertising campaign now ap- 
pearing in The Saturday Evening Post, 
Literary Digest, American and Red Book. 











Send for FREE window display material 


THE U. S. PLAYING CARD CO. 
Dept. 11, Cincinnati, Ohio, U.S. A. 

















MAN-CHU — An instantaneous hit. Get 








Your playing card customers 


want cards with BIG indexes 





























your share of the business on this famous 
Chinese Game. 


TEUILA — The new fortune telling cards 
from Hawaii. You can sell them to every- 
body who likes to forecast the future. 























The U. S. Playing Card Co., Dept. 11, Cincinnati, O., U.S. A. 


Please send me free and postpaid your new window display 
material featuring 


____ Bicycle Playing Cards __Congress Playing Cards 
(Check material wanted) 


Name 





Address 





| City State 
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4? RELIABLE INCUBATOR & BROODER Co fh 
é~ J. 2805 Unhestnut St., QUINCY, ILL, U.S.A — 


S TTR e CEES e CCTs PINs oP ese Oe 








Satisfaction 


More Sales — Quick Turnover 


Our 1924 Blue Flame 

Hover made in vari- 

ous sizes is the best’ 
seller. Burns oil—no 
odor, coal, soot,dust, 
noise, clogging, and 
no over -flowin 

































Automat- oe 

ically reg- * 

ulated. An 

easyseller, Stove Vig 
RELIABLE Standard 


Coal Burner Brooder 


It’s in the stove that we claim 
the great superiority. Built in 
every way upon the most modern 
and scientific principles. Ourown 
designed f pouch increases 
the coal capacity insuring a clean 
grate at all times. ily operated, pos- 
itively accurate and dependable regula- 
tion. Entire construction the very best. 
Looks well, ’ 

















50 to 1100 
Eggs 





RELIABLE 
Standard Incubators 





have stood the test of 
time and are recognized 
by Government officials, 
colleges and schools as is 
evidenced by the increas- 
ing orders coming to us. 
Our double heating sys- 
tem makes the chicks 
neta 4 ~ 33 chi 




















maintains uniform temp- 
erature and constant cir- 
culation of clean, fresh air. Made in sizes 
tosuit. Both hotairand hot watersystems. 





J WMyers, Pres. 





Reliable Dealers find it easy to make 
sales of the RELIABLE line and good 
profits, too. Our extensive advertising 
and closeco-operation creates thed d 
Dealers appreciate it. We are the origin- 
ators of the Reliable Standard Incubat- 
ors, Blue Flame Oil-Heated Colony 
Hovers and many other poultry appli- 
ances and fixtures, all backed by our 
positive guarantee. 

w Write today for the Reliable Sales 

book, pom BA terms and prices. 
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(Continued from page 74) 
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Advertising Round Table to 
Feature Western 
Convention 


“The Advertising Round Table” is to 
be a special feature of the thirty-fifth 
annual convention of the Western Re- 
tail Implement and Hardware Associa- 
tion, to be held in Kansas City, Mo., 
Jan. 15-17. 

The program for the meeting has now 
been completed and will include an ad- 
dress on “The Implement Industry and 
Prospects for 1924,” by Alex. Legge, 
president of the International Har- 
vester Co., Chicago, at the opening ses- 
sion to be held at 9 a. m., Jan. 15. At 
this session the report of the commit- 
tee on code of ethics will be read by 
the chairman, George Fox, Parsons, 
Kan. 

At the evening session there will be 
held at the hall in the Eagles club 
house a special session for discussion 
ef questions in the Question Box. 

At the morning session, Jan. 16, E. 
G. Weir, Dowagiac, Mich., will deliver 
a talk on “The Determining Factor in 
Business,” to be followed by a demon- 
stration of show card writing by J. H. 
DeWild, an advertising expert of St. 
Louis, Mo. There will also be a Ques- 
tion Box discussion. at this session, led 
by T. J. O’Neil, C. O. Hitchcock, W. E. 
Haynes and J. F. Parrish. 

The evening session will include an 
hour’s Question Box discussion; read- 
ing of resolution; address, by Capt. 
John W. Gorby, director of public re- 
lations. National Transportation Insti- 
tute, Chicago. on “How to Sell Your 
Goods”: election of officers; report of 
the auditing committee; report of the 
committee on necrology, and miscel- 
laneous business. 


On Tuesday and Wednesday after- 
noons there will be held a round table 
on advertising. This will be in charge 
of C. L. Haynes of Emporia, Kan. 

On the afternoon of Jan. 15 J. H. 
DeWild, an advertising expert from St. 
Louis, will show some good and bad 
advertising, and will lead the discus- 
sion on the subject. From 4 to 5 p. m. 
he will conduct a class in show card 
writing. 

Mr. DeWild will also lead a discus- 
sion on window display, store display 
and merchandising problems to be held 
on the afternoon of Jan. 16. All the 
regular sessions of the convention are 
to be held at the Missouri Theater. 





Schuster Enters Publishing 
Business 


M. Lincoln Schuster, associated with 
the Motor and Accessory Manufactur- 
ers’ Association, is to resign Jan. 1 to 
become president of the firm of Simon 
& Schuster, publishers, 37 West Fifty- 
seventh Street, New York City. His 
associate, Richard L. Simon, is now an 
executive of Boni & Liveright, publish- 
ers, New York. 

“In his several capacities as assistant 
to the general manager, manager of the 
educational department, secretary of the 
advertising managers council and sec- 
retary of the foreign trade committee, 
Mr. Schuster has demonstrated marked 
ability,” said General Manager M. L. 
Heminway, in announcing his resigna- 
tion. 

“Arrangements have been made 
whereby he will continue to handle cer- 
tain features of the educational depart- 
ment work as counsel and adviser, and 
will represent the association in its con- 
tact with the press.” 





Display Easel for “Springfield” 
Pumps 


In order to assist retailers in the sale 
of its line of Springfield tire pumps, 
The Shawver Co., Springfield, Ohio, is 
now distributing the attractive display 
fixture shown in the accompanying 
illustration. The fixture carries five 
distinctive models and is admirably 
suited for use in the show window, 
show case, counter or on floor. It is 38 
in. high, and 30 in. wide. - 

The No. 1 single acting, long barrel 
pump made by this company is said to 
be nearly twice the length of the ordi- 
nary double or triple-acting pumps. 
This type of construction has the very 
valuable feature of delivering a very 
large volume of air per stroke. In ad- 
dition, it enables the operator to stand 
erect, thus eliminating the tiresome 
“up-pull” that results from bending 
over a smaller pump. This pump has 
a steel barrel, 27 in. long, the length 
over all being 30 in. The pump is fin- 
ished in black japan and tests 200 lb. 
The No. 1 pump made by this company 
is similar to the No. 2, except in respect 


to the handle and length. It has a 
length of 27 in. over all. The Nos. 3 and 
4 have an over all length of 21% and 23 
in. The No. 0 is very light in weight 
and has an over all length of 20 in. 
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—from what he was a few 
years ago. He's buying fine safety 
razors, higher-priced automobiles, 
packaged shaving and toilet prepa- 
rations, good clothes, good shoes, good 
furniture—about everything that any 
other substantial American citizen 
buys. 

Why? 

Because the alert farmer today, as 
every merchant has discovered, is a 
progressive business man, alive to 
new ideas—a good customer, not only 


E'S a mighty different sort of 
customer—as we all know 


for the best in farm equipment, but . 


also in his personal demands and the 
demands of his family. 


The advertising pages of The 
Country Gentleman show the great 
variety of goods which the farmer 
is asking for today. New demands 
all the time. 


A subscription to The Country 
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Gentleman will undoubtedly prove 
mighty useful in keeping you right up 
to the minute on what to stock for 
your farmer trade. Costs only $1.00 
for 52 issues—less than 2 cents a 
week. 


It's the weekly the progressive 
farmer everywhere is reading—the 
chief national farm publication in the 
field today. It deals with the impor- 
tant business problems of farming. 


You'll like it yourself, and so will 
the other members of your family — 
because it contains a wealth of first- 
rate articles, fiction, cartoons, humor, 
etc.— and because it will afford a 
sound business guide. 


SAUNT ENO ORS SRS naam “| 


THE CURTIS PUBLISHING CO. 
| 1091 Independence Square, Philadelphia, Pa. | 


| Send me THE COUNTRY GENTLEMAN for | 
one year. I am enclosing a dollar. , 


Name 








- Your Store 





97 


ye 











The COUNTRY GENTLEMAN 


1091 Independence Square, Philadelphia, Pennsylvania 



































Y shinies r 
a sales point. 


Because the Ace Knife 
Sharpener is such a compact 
little instrument it may be 
screwed down in any position 
-| where a short stroking mo- 
|| tion can be freely made. | 
The side of the kitchen ' 
cabinet, waist high, offers a 
splendid location when the 
use of the table face is un- 
desirable. 


Neat wooden handles, on 
which the sharpener may be 
mounted as pictured below, | . 
are now obtainable. 


ee or 
“ “ 
trio ’ 
5 “ 
‘i - : 





A new display card, showing 
the sharpener in place in 
many handy locations around 
the kitchen, has been made 
up for your counter and 
r+ window. If you are not sup- 
| plied, write 


Ace Hardware Mfg. Corp. 


PHILADELPHIA 
Z > San Francisco 














Kate Shespener 


y 4 
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Washington News 
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velopments of the science of chemistry 
may require. It shall give general pub- 
licity to such standards and mail a copy 
of the publications containing them to 
every known producer or manufacturer 
of ‘linseed oil.’ If in any case such oil 
fails to comply with the standard so 
established and in force, it shall be 
deemed to be adulterated within the 
meaning of this Act. 

“Sec. 8. That the product turpentine, 
oil of turpentine, or turps, is defined to 
be the volatile portion obtained by dis- 
tillation of the oleo-resins from various 
species of coniferous trees: Provided, 
That the sale of so-called ‘stump tur- 
pentine’ is not prohibited if it is so 
labeled. The addition of mineral oils 
or any other substance to turpentine 
shall be in violation of this Act. 


Paint Is Defined 


“Sec. 9. That the term ‘paint’ as used 
in this Act shall include oxide of zinc, 
red lead and white lead, dry or in any 
kind of oil, or any compound intended 
for the same use, colors ground in oil, 
paste or semi-paste paint, and liquid 
or mixed paint ready for use, except 
artists’ tube colors. For the purpose of 
this Act, white lead shall mean both the 
basic carbonate and basic sulphate, and 
when the term ‘white lead’ is used on 
a label to describe either product, such 
term shall be used as the case may be.” 

No provision of the bill is likely to 
develop sharper controversy than the 
labeling requirement embodied in Sec- 
tion 10. As already stated important 
interests in the paint industry have ex- 
pressed a willingness to have a law en- 
acted that would penalize a false state- 
ment on a label but these interests 
strongly object to what they character- 
ize “the disclosure of trade secrets” by 
requiring formule to be placed upon all 
packages of mixed paints. This section 
of the bill is as follows: 

“Sec. 10. That the label required by 
this Act shall clearly and distinctly 
state the name and residence of the 
manufacturer of the paint, or of the 
distributor thereof, or of the party for 
whom the same is manufactured, and 
show the name, and, with substantial 
accuracy, the percentage of each in- 
gredient, both solid and liquid, con- 
tained therein as the same would be dis- 
closed by an ordinary chemical analysis 
thereof, it being the intention of this 
Act to furnish the consumer with such 
information only concerning the com- 
position of said paint as he could ob- 
tain by submitting the same to a chem- 
ical analysis. Such label shall be 
printed in plain, legible type, and, so 
far as possible, common English words 
shall be used instead of technical terms. 
The form for presenting the analysis on 
the label shall be prescribed by the 
Secretary of Agriculture.” 

Section 11 of the bill provides that 
the label on all liquid or mixed paints 
shall show the net measure of the con- 
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tents of the container “and on all paste 
and semi-paste paints sold by weight 
the net weight of the contents of the 
package, or, if sold by measure, the net 
measure of such contents.” 

An article shall be deemed to be mis- 
labeled within the meaning of the pro- 
posed law under the following condi- 
tions: 

First. If it be an imitation of or of- 
fered for sale under the name of an- 
other article. 

Second. If the contents of the pack- 
age as originally put up shall have been 
removed, in whole or in part, and other 
contents shall have been placed in such 
package, or if the package fails to bear 
a statement on the label of the quantity 
or proportion of such ingredient con- 
tained therein. 

Third. If the package containing it 
or its label shall bear any statements, 
design, or device regarding the ingre- 
dients or the substances contained 
therein which statement, design, or de- 
vice shall be false or misleading in any 
particular. 


Guaranty to Protect Retailer 


Hardware dealers and other mer- 
chants selling paints at retail have uni- 
formly taken the position when Federal 
paint legislation has been under consid- 
eration that the retailer must be pro- 
tected against all penalties that may 
be prescribed by law for dealing in 
products which do not come up to the 
Official standards. The necessity for 
taking care of the retailer has been 
fully demonstrated in the experience of 
the Department of Agriculture in the 
enforcement of the Pure Food and 
Drugs Act and to prevent the unjust 
penalizing of innocent retailers Section 
13 of the Ladd bill provides as follows: 

“Sec. 13. That no person shall be 
prosecuted under the provisions of this 
Act when he can establish a guaranty 
signed by the wholesaler, jobber, manu- 
facturer, or other party residing in the 
United States from whom he purchases 
such articles to the effect that the same 
is not adulterated or improperly labeled 
within the meaning of this Act, desig- 
nating it. Said guaranty, to afford pro- 
tection, shall contain the name and ad- 
dress of the party or parties making 
the sale of such articles to such per- 
son, and in such case said party or par- 
ties shall be amenable to the prosecu- 
tions, fines,.and other penalties which 
would attach in due course to such per- 
son under the provisions of this Act.” 


Multiple Seizures Objected To 


Another feature of the Ladd bill 
that is likely to provoke controversy is 
found in Section 14 which provides 
that any linseed oil, turpentine, or 
paint that is adulterated or mislabeled 
or unlabeled within the meaning of 
the Act “shall be liable to be proceeded 
against in any district court of the 
United States within the districts 
where the same is found and _ seized 
for investigation by a process of libel 
for condemnation.” It is urged in op- 
position to this feature of the bill that 


Reading matter continued on page 100 
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HEAD—Double contact weathering, 

continuous anchorage. 

2. JAMB—Double contact weathering, 
positive guide for masonry. 

3. SILL—Double contact weathering 
overhanging drip. 

4. CORNER—Continuous outside frame, 

window won't distort in shape. 


Basement 
Windows 
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There’s a Big Difference in 
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Detail is a Distinctive Feature 


HINGE—Welded to sash and frame, 
removable 5/16” spring pin. 
TRUSCON—On every window for 
your protection. 

SPRING LATCH—Positive automatic 
lock. 

GLAZING—Positive spring clamp for 
glass (Use steel sash putty). 


Double the Daylight—Always Open and ‘Close Easily—Fireproof and Indestructible 
—Won’t Warp or Leak—Simple to Install and Screen 
Retail prices everywhere in the U. S. A. without glass 

3 Lights high, 10” x 12” glass, 


3 Lights high, 10” x 12” glass, 
$4.95 


1’-11” high 2’-93%4” wide...... 


profitable turnover. 


1-3” high, 2’-934” wide...... $4.70 
When the goods you sell are built right and priced right, there is no question about a rapid, 


TRUSCON STEEL COMPANY, Youngstown, Ohio 


Warehouses to serve dealers in principal distributing centers 








RUSCON 


COPPER STEEL 


Ci” BASEMENT WINDOWS 
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The Automatic is the only in- 
cubator that can strictly live up 
to this strong guarantee. Has 
several big exclusive features— 
the easiest incubator to sell. 


125- to 1000-egg sizes. 


There is an Automatic jobber 
near you. Write for catalog, 
jobber’s name, and exclusive 
agency proposition. 


The Automatic Incubator 
Co. 


Dept. 3. Delaware, Ohio 
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a manufacturer whose goods are dis- 
tributed nationally might at any time 
be called upon to defend seizure pro- 
ceedings in a dozen different widely 
separated judicial districts. 

That there is some ground for ap- 
prehension on this score cannot be 
denied. As recently as during the past 
sixty days complaints have been made 
by drug manufacturers that the Food 
Control Board of the Bureau of Chem- 
istry of the Department of Agricul- 


ture has directed more than a dozen 





| 


} 


| 

















seizures of the same product in as 
many different widely separated local- 
ities, thus imposing a very heavy bur- 
den upon the manufacturer to protect 
himself and his distributors in simul- 
taneous proceedings in various parts 
of the country. In justice to the Bu- 
reau of Chemistry it should be said that 
the officials deny that these complaints 
are well founded and declare that the 
circumstances in the cases referred to 
have been exceptional and the reports 
regarding multiple seizures more or 
less exaggerated. 


Honest Producers Held to Be Protected 


Champions of the Ladd bill declare 
there is little danger that an injustice 
will be worked as the result of the 
seizure provisions of Section 14 of the 
bill. It is pointed out that Section 4 
grants a hearing to the parties from 
whom samples of goods alleged to be 
adulterated or mislabeled have been 
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obtained, such hearing to be had be- 
fore the facts in the case are certified 
to the proper United States District 
Attorney. 

Critics of the bill point out, how- 
ever, that these hearings are to be 
given “to the party from whom such 
sample was obtained,” such party be- 
ing in the majority of instances the 
innocent retailer fully protected by the 
manufacturers’ or jobbers’ guaranty. 

It is probable that when this meas- 
ure comes up for hearing a definite 
effort will be made to provide that the 
manufacturer of all articles alleged to 
be adulterated or misbranded shall 
have a chance to be heard by the offi- 
cials of the Department of Agriculture 
before any proceedings are begun. 
This result might easily be secured by 
a simple amendment to Section 4 re- 
quiring notices to be given “to the 
party by whom such sample was manu- 
factured” instead of to the party “from 
whom such sample was obtained.” 

To prevent the importation of adul- 
terated or improperly labeled linseed 
oil, turpentine or paint, Section 15 of 
the Ladd bill authorizes the Secretary 
of the Treasury to take samples from 
importations and cause same to be an- 
alyzed by the Department of Agricul- 
ture. Goods found to be substandard 
will be refused entry and may be de- 
stroyed in the event the consignee does 
not reexport same within three months 
from the date of notice. 





Stainless Steel Paring Knife Will 
Appeal to Housewives 


The Samson Cutlery Co., Rochester, 
N. Y., has recently placed on the mar- 
ket a high-grade stainless steel paring 
knife which has a number of distinc- 
tive features. The low retail price at 
which this knife is offered to the trade 
is made possible through a highly 
standardized production system. It is 
the only item which is manufactured 
at the company’s plant at Nunda, 
N. Y., and in its manufacture the 
Ford idea of standardized specializa- 
tion is utilized. 

One of the outstanding features of 
the knife is its tempering, in which a 
new special process of heat treatment 
is used. This process, it is said, was 
devised for the company and is used 
exclusively in connection with its 
stainless steel. 

The knife is packed in an attractive 
display carton, designed with a view 
of bringing it effectively to the atten- 
tion of prospective buyers. The par- 
ing knife is very sturdy and well made 
in all particulars and is well calcu- 
lated to appeal to the housewife. 





Unique Sickle Makes Grass 
Trimming Easy 


The Specialty Mfg. Co., Omaha, 
Neb., has recently announced _ the 
Easy-Way cutter for weeds and 
grass. The new tool has been designed 
principally for work in corners, against 


. time. 


fences, etc., without getting down on 
the knees. The long handle makes it 
possible to use the cutter with ease 
and the blade, it is claimed, is adjust- 
able at different angles. The blade is 
crescent-shaped and is said to be heavy 
enough to withstand hard usage. Two 
models are being made at the present 
No. 1 is equipped with hard 
maple handle and is designed for city 
or town use and No. 2 is heavier 
throughout, with hickory or ash han- 
dle, and is designed for farm use. 
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Our Eighty-Second 


“New Year” 


This is the Eighty-second New Year that 
the Coes organization has experienced. 
Eighteen forty-one was our first, and every 
successive January since then has found us 
grateful for the success brought by the past 
year. 


This year we again wish to extend to you. 
the Hardware Merchants of America, our 
sincerest thanks for your support and pat- 
ronage, and to assure you that the business- 
building qualities of Coes Wrenches will 
continue on the high level which has always 
been their outstanding characteristic, and 
which makes them, we are told, the best 
that can be sold. 


Sales Agents 


J.C. McCARTY & CO., 29 Murray St., N. Y. 
J. H. GRAHAM & CO., 112 Chambers St., N. Y. 
FENWICK FRERES, 8 Rue de Rocroy, Paris, France 


COES WRENCH CO. 


“In Business Since 1841” 


Worcester Mass. 
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The NEWS and 





NOTHING But the NEWS 










N 
\ 


ATHER sweep- 


A B P STANDARD No. 4 


“To refuse to publish ‘puffs’, free reading 
notices or paid ‘write-ups’; to keep his 
\ reading columns independent of ad- 
\ vertising considerations, and to 
measure all news by this stand- 
ard: ‘Is it REAL NEWS?’ ”’ 









y/ 
/ 
/ 
/ 
i 
/ 
/ 





y 
/ 


all the information 





ing in its pro- 
visions but neces- 
sary if our papers are to hew to the 
line marked out by Standard No. 1 
of our decalogue, which provides 
that a member of the A B P must 
“‘Consider FIRST the interests of the 
subscriber.” 


This does not mean that a - 
lisher may not print news about 
manufacturers and their products, 
and mention both by name. The 
makers and vendors of products 
in this field are a part of the indus- 
try, a vital part; you are entitled to 


about them and 
their goods which 
will aid you forming intelligent 
decisions. 


It is the business of your business 
paper to bring you this news, but to 
present it wholly from the stand- 
point of its NEWS value to you. It 
is the avowed purpose of every 
A BP paper to keep its news 
columns free and clear of the least 
taint of advertising considerations. 


The interests-of the subscribers 
must be paramount. 


WHAT IS THE A B P, ANYWAY? 


It is a voluntary organization of independent trade, 
technical and class publications, in this country and 
Canada, banded together to promote the highest pos- 


sible publishing standards. 


Membership is contingent 


upon the acceptance and maintenance of its standards. 








THE ASSOCIATED BUSINESS PAPERS, Inc. 


JESSE H. NEAL, Executive Secretary 


HEADQUARTERS: 


220 WEST 42nd STREET 


NEW YORK CITY 








Hardware Age is a member of the A. B. P., Inc. 
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HE retail demand for 

Revere Tires has risen to 
a point that experienced hard- 
ware men had seen approach- 
ing for the past several years. 


With the 1924 line—Revere 
Cords in all sizes and “R” 
Tread Clincher Cords in 30 x 
3¥%2—the dealer is equipped to 
pile up a sales record in tires 
that makes good his best antici- 
pations,. 


And all handled with a lower 
selling effort than ever before. 


REVERE RUBBER COMPANY 
1790 Broadway 





New York City 








‘Red Devit” Easel Boards 
Sell These Pliers 
Without Effort! 


“Red Devil” Easel Boards 
are known as result-get- 
ters and business-builders. 
They make your plier sales 
easy and automatic. 


Display them properly in 
your show windows and 
on your counters and 
watch the results. 


Made in standard sizes, 8 
x 12 inches, with strong 
easels attached. Also spe- 
cial sizes made to order, 
either on our boards or on 
your own fixtures. 

“Red Devil” Pliers are easy-sell- 
ing tools. Nationally advertised— 
widely demanded. Made in a com- 
plete line for electricians, line- 


men, mechanics, carpenters, glaz- 
tiers, motorists, householders, etc. 


Smith & Hemenway Co., Inc. 


Manufacturers of ““Red Devil’ Tools. 
98 Coit Street, Irvington, N. J. 
Section ~ No. 39 Plier Easel Board 


Size 18 x 36 inches 


NG e Red Devil TooLs\ WV 
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What's it worth to your cus- 
tomer to always get the cold- 
drawn (30% stronger) hollow 


set screw ? 


lt is worth what it otherwise 
costs to deal withthe breakage 
of cheaper screws. It is worth 
what he’s spared in produc- 
tion losses. It is worth what 
he saves in mechanics’ time 
—say 60c.an hour; an hour's 
time per broken set screw. 


It's too big a saving for any 
price-difference to equal. You 
can readily explain. that;— 
yes, the Allen advertising ex- 
plains it repeatedly to the 
very buyers you want to sell. 


THE ALLEN MFG. Co. 


139 Sheldon St., Hartford, Conn. 


dX. 


LOOK FOR THE | §> —\ connen TRiANcLEs 
» ~ 
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CORBIN 
SCREW 
PRODUCTS 


OOOO oX 


Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, and Lad- 
der Chains. 


ae 




















We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


CORBIN SCREW 
CORPORATION 


American Hardware Corporation, 
Successor 


229 High Street, 
New Britain, Conn. 








Branches: 


New York Chicago Philadelphia 
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Write for 
Catalog No. 25 


thy 
Ney Chain 
Chain business is 
good _ profitable 
business if your 
trade comes back for 
more of the same 


product. That is the 
case with Ney Weldless 


sf 
} 


; 


7 
i 
—G=sh | 


No. 2/0 






GS (Brown Pattern) Chain. 

News It is durable, warranted, 

~G=5 and cannot tangle or kink. 

=——C Finished either bright, sher- 

avs ardized or hot galvanized. 

eas All sizes of Ney Chain are 
packed 100 ft. in heavy burlap 
bags; 250 ft. reels or special 


lengths if desired. 
Write for your copy of our Catalog 


No. 25, containing a 
Original complete description of 
Genuine Ney Chain. 





IAYING 
TOOLS 







Standara Everywhere 
[ Hay Carriers Hay Knives 
Hay Carrier Steel Tracks and Barn Door Hangers and 
Fixtures Tracks 
Hay Forks Wire Stretchers 
Pulleys Weldiess Chain 






Tie-Out Chain 
Hay Rack Clamps 
Hardware Specialties 


Merchandise Carriers 
Steel Hoists 
Porch Swing Chains 








Jiie NEY MANUFACTURING CO. 


Established 1879 


CANTON OHIO 
Minneapolis, Minn. Council Bluffs, lowa 
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When Inventory 
Time Arrwes— 


You then realize the drudgery of time and labor 
in counting, checking and tabulating stock in old- 
fashioned fixtures. 

Contrast this with the simple, practical, well 
ordered system, made possible with Warren 
Fixtures. They enable vou to learn quickly 
where you stand on any line of merchandise at 
any time and render you a’ quick inventory, de- 
partment by department, in a few hours. 


WARREN FIXTURES 


Are not a luxury, but a simple, practical, com- 
mon sense method of storing and displaying mer- 
chandise to best advantage. 

They cut the cost of doing business by simplify- 
ing your inventory and selling methods and are 
a powerful factor for leadership. The display 
of goods, protected under glass, increases sales, 
profits and eliminates to a minimum the necessity 
of a large retail stock. 


Plan now—get in touch with our Service Depart- 
ment and benefit from our store planning experience. 


“There is No Substitute for Warren Fixiures”’ 


J. D. Warren Mfg. Company 


159 No. State Street Chicago, Ill. 
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TEGCO 


= (Jlass-Hardware’= 


Keeps pace with the advance in artistic build- 
ing—the TEGCO line is always “there” with 
just the Knob to please your customer. TEGCO 
quality is worthy of TEGCO design—perfect 
flawless crystal—9 inspections during manu- 
facture—as well as many little mechanical 
improvements. 








(Patent Pending) 


This handsome crystal glass 
handle is designed to replace 
the old-fashioned wooden and 
plated ones. It comes in one 
size only—3 inches. Has 
nickel-plated bolts and nuts. 


This pull is made of Opal 
and Crystal glass. 


The “SPARKLER” 














The latest in glass knobs. Has 8 sides—cut 
and polished top—fiuted silvered reflector. A 
knob of great beauty and brilliancy. Comes 
in 1”, 1%”, 1%”, 15” sizes. 


Ask your jobber for 
TEGCO price list 


TECHNICAL GLASS CO., Inc. 


48th St. and Santa Fe Ave., Los Angeles, Calif. 
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Why You Should Buy 


Tubular Rivet & Stud 
Company Rivets 


Reason No. 17 


Men and institutions are 
judged by character. This 


also applies with equal 
force to a commodity. 


Retailers realize the advan- 
tages of merchandising a 
product for which no apol- 
ogy need be made. 


STTIT] 
See 
R&S 


O 


Tubular Rivet & Stud 
Company 





- Boston, Massachusetts 
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f) ALuiTH-PRouTy 


Danville, Illinois 


make “1080” 


the trolley swivel door hanger that has estab- 
lished an unparalleled demand. 





—hecause it is first of all more scientifically 
engineered, secondly, more carefully manu- 
factured from finer materials, and lastly, is 
so well and firmly established everywhere to 
the - 










SATISFACTION 
of User, Dealer and Jobber 


“1080” handles installations of 3 to 6 folding- 
sliding doors. Is very easily set up and ad- 
justed to immediate service—which it renders 
year in and out with no attention. 







Get in touch with your jobber today on 
“t080”—also ask for our catalog containing 
many profitable and well-known items of slid- 
ing-door hardware and hardware specialties. 













ALLITH-PROUTY COMPANY 
Danville Illinois 


Representative Jobbers Distribute A-P 
Hardware Throughout the United States 









“THE SIGN 
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Be First 
In Your Town 
To Show the 


KORENA 
Egg @ Cre am 


Whipper 











Different 
From All 
Others 


Sells On Sight 


Simply pressing the plunger at the top of the 
‘“Korena” Egg and Cream Whipper revolves 
the little blades with lightning rapidity. This 
constant whirling motion beats eggs and whips 
cream quicker and more thoroughly than any 
other beater. 


«It is new and novel—gets instant attention 
wherever displayed—sells on sight and every 
one sold sells others. Most practical device 
ever made for the purpose. 


An article needed in every . 
home, restaurant, hotel and board- 
ing house. All parts are heavily 
nickeled. Easy toclean. Reason- 
» able in price, requires small shelf 
“space, light and easy to show and 
use. It’s the “hit” of the season. 





Liberal profit. Order now. Send for discounts. 


Keb Manufacturing Co. 


358 Fifth Avenue _ New York City 
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Real Air Service 
in This Curtis 


T= above illustration is the Curtis Style 
V Two-stage Outfit—one of the family of 
popular Curtis Outfits—the last thing in air 
compressor design—free of complicated parts 
—built for hard usage and will be on the job 
all the time. 4% to3 H. P.—automatic. 


Single and Two-stage 


Many Sizes and Styles 


We manufacture a com- 
plete line of single and 
two-stage outfits. You 
are sure to find one that 
will meet your particular 
needs in style, size and 
price. Write at once for 
full information and de- 
scriptive literature. Use 
the coupon below, or a 
postcard will do. 








O 


Style “S” Single Stage 
Outfit. Belted only. Five 
sizes— 4 to 3 H. P. motor 
required. 


CURTIS ep watgaapeaaial MACHINERY CoO. 
1581 Kienlen Ave. : 


Branch Office: 


St. Louis, Mo. 





530-W Hudson Terminal - New York City 








January 3, 1924 











“OHIO” 


Shoe Lasts and Stands 


MADE ABSOLUTELY 
OF “SP CuARANTEED 
SEMI-STEEL AGAINST 


= 
~~ a 
a 


BREAKAGE 








The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 


Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 
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Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod 
dripped -water all over your shoulder. 

You would choose a Never Drip Steel Hod 
with its one-piece ends. You would go 

' ae on your way while the other fellow 
sulked. 











There are lots of hod carriers in your town 
who are bearing the discomforts o sea 0. 
leaky hods simply because they have not 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland Ohio | 
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Proper functioning of the brakes on your car depends to a 
great extent on the holding power of small copper rivets. 
And because Rome Quality Brake Band Rivets are made to 
“stay put”—they build customer good will and assure repeat 
sales by giving the service expected from a good rivet. 
For Rome Rivets are “husky” in every detail—they have 
the correct proportions and strength to make good wherever 
used for the purpose they are intended to serve. 

Packed in several sizes of handy packages, with attractive 
labels, they create a favorable impression, and justify this 
impression by the good service they render. 


BRANCH WAREHOUSE: 3649 S. Racine Ave., Chicago, Il. 


2224-P 
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BELT RIVETS 


AND BURS 


Nos. 3 to 15. 
All lengths 
boxed, uniform 
and assorted 
sizes. 4, 4,1, 
3, and 5 pound 
packages. 
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TRUNK RIVETS 


ty 





AND BURS 













No. 9 in all 
lengths from 
4%" to 14". 








T 





HOSE RIVETS 
AND BURS 


Nos. 7 and 8 in 





BRAZIERS RIVETS 


OVAL HEAD 












Nos. 00, 0, and 
1 to 10 inclus- 

















Nos. 7, 8, 9, 4" 





eter 44", 56", %". 


all lengths from ive, in all 
| 4%" to 14", se’ to 14° 8 
pound cartons. 

BRASS JACKET BRAKE BAND 
RIVETS RIVETS 


length, shank diam... 










Nos. 7, 8, 9, 10, 
12, in all lengths 
from 3%” to 1”, 


YW 














ROME BRASS AND COPPER 


COMPANY, 


SPECIAL RIVETS; 
Flat and Cone Head Braziers’ Rivets, 
and Copper or Brass Rivets of special 
shapes and sizes, made to order. 
















ROME, N. 








There is ademand 


for better PumpJacks 


There are two classes of customers visiting your place of business 
every day. Those who are easily satisfied make up the one group, 
while those who through experience or who are by nature naturally 
critical compose the other. It is a simple matter to please Mr. 
Jones. When it comes to Mr. Brown, he has to be shown, and real 
salesmanship supported by quality must be resorted to. 


To catch and hold the pump jack trade of both groups, feature 
MYERS SELF-LUBRICATING PUMP JACKS. They offer some- 
thing more in the way of quality and service than just ordinary 
jacks and through superiority of design, construction and spe- 


cial improvements have the ability to satisfactorily fill the a " 


demand for better pump jacks, and, at the same time, more & 
than please those who are not so discriminating. 


Positive self-lubrication, inclosed working parts, steel side arms, 
heavy gears and pinions, adjustable stroke, ease of installation and 
other desirable features of equal importance give MYERS SELF- 
LUBRICATING PUMP JACKS an individuality upon which an 
individual pump jack business can be built and successfully main- 
tained by a dealer in any community. And this is the time to start it. 


The New Year is close at hand. Take a timely tip. The demand 
is here for better pump jacks. Write us today for literature, 
information and prices. 


THEF.E.MYERS & BRO.<co. 


ASHLAND, OHIO. 


ASGHLAND PUMP AND HAY TOOL WORKS 



























OTHER IMPORTANT MYERS PRODUCTS 


POSITIVE SELF- 
LUBRICATION 


ENCLOSED 
WORKING PARTS 


BETTER CON- 
STRUCTION 
THROUGHOUT 


Appeals to 
PROSPECTIVE 
PURCHASERS 








ed 


PUMPS FOR EVERY PURPOSE, HAY TOOLS & DOOR HANGERS 





\ 




























HARDWARE AGE January 3, 1924 


“There is likewise a reward for faithful 
silence.”—Horace. 


Gare HINGES faithfully per- 
form their work and service— 
holding firm and safe the doors of 
entrance and exit, acting their part in 
keeping comfort and shelter intact— 
on constant duty to give facility to 
hundreds of daily activities. 


Modest and unnoticed, GRIFFIN 
HINGES never fail in silent, unob- 
trusive service to fulfill their faithful 
duty during the life of any building 
in which they are used. 


Griffin Manufacturing Co. 


Erie, Penna. 
45 Warren St., N. Y. 74. W. Lake St., Chicago, Ill. 
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The Entering Wedge 








The entering wedge for holding nail customers who 
want the best.in Flooring Nails is found in the old, 
reliable TREMONT Brand. 





_ These Hardened Stee] Cut Flooring Nails have held 
customers for 25 years because they have held securely 
in hardwood floors without splitting, bending or twist- 


ing. 


Keep stocked. Prices on request. 


‘ Tremont Nail Company 


+ 
eee 


205 Lincoln Street, Boston 
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HIGH GRADE GRINDERS? _ | 

If your Want Book says, “See about Grinders,” be sure : 

to ask your jobbers salesman for Cheney Royal Grind- : 

ers, the Grinders finished in royal purple. 

They are high grade. They are made by a concern 

which has specialized in grinders since 1900, and are fur- . 

nished in a sufficient number of styles to insure your 

getting exactly the most suitable ones for your trade. » 

Cheney Royal Grinders are priced just right; are easily ° 

: . - . g 

sold and return you good profits and extra dividends in 1° 

the form of supremely satisfied customers and certain : 

repeat business. Be sure and ask your Jobber’s salesman : 

for them—it will pay you. . 

S. Ch & Son, Manli 3 

. Cheney & Son, Manlius, N. Y. | 

No. 6 Tool Grinder | 
Cut cast iron gears and cut steel - 
pinions. Purple finish, 6 x 1% : 
in. corundum wheel. Gear ratio ; 
14.2 to 1. Weight 18 lbs. Mower : 
knife attachment extra. Repair : 
parts always on hand for quick , 
— ROYAL GRINDERS 
\ 
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W hen the customer asks: |7 

« ae 

; P bse 

“What size rope should I use?” a 


“Should I use Manila or wire rope?” 


“What Size block is best for my average load?” ia 
Nothing gives a customer greater confidence in your ability EA 
than a prompt, authoritative reply to a technical question that pele 
means dollars and cents to him. He wants to buy from peo- a 
ple who know. bee 
With the catalog of Madesco Tackle Blocks handy for refer- Ds 











ence, your clerks will always be able to give the correct answer. 


Be sure to get a copy of this INFORMATIVE catalog of 
the blocks that stand the gaff of sale and use. Every block is 
pictured and all necessary technical facts and figures are 
grouped with especial attention to making sales for you. 


Send for your free copy—put it to work for bigger 1924 


profi ts. 


MARINE DECKING & SUPPLY CO. 
EASTON, PA. 


MADESCO#2iii23| 
Stand the Gaff }i 
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*~ Happy New Bear! Fs 


We do not wish to bore you, (you have heard 
from us before), 


But we want you to remember, push us hard 
in J'wenty-Four. 


Not a home in this whole Country but should 
have us, one or more, 


So we hope you'll sell us daily, during 
Nineteen Twenty Four / 






ANCHOR BRAND CLOTHES W RINGERS 


LOVELL MANUFACTURING CO. ERIE, PA. 


World’s Largest Manufacturer of Clothes Wringers 








*Perfeer’ 
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Keep the Customers Coming 


In this “Cust@®mer” series of advertisements 
that we are running we want to drive home one 


thought— 


It takes good Screen Wire Cloth to keep cus- 
tomers coming. The “Perfect” brand is that 
kind—Painted, Galvanized, or Nikolite—each is 


guaranteed to give “Perfect” satisfaction. 


“Hold fast that which is good” and look up 


your stock. 
Your Jobber stocks “Perfect.” 


MUNIN 10140010 UN 


Ludlow-Saylor Wire Co. 


St. Louis Missouri 








Painted Galvanized 
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WOOD SCREWS 


IRON, STEEL, BRASS, BRONZE AND MONEL 


IRON RIVETS—ANY STYLE HEAD TINNERS’ AND COOPERS’ RIVETS 
PIPE COUPLINGS 


STEEL AND BRASS FINE WIRE 


BESSEME 
SS R AND BASIC MONEL WIRE 


STEEL WIRE 





9. =. * STEEL AND BRASS SCRA 
TCH 
RIDGEPORT, CONN. 
RESISTANCE WIRE BRIDGE BRUSH WIRE 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 


George E. Quigley, Detroit. 
n M. Bell, Dallas, New Orleans 
Milton nae "Ge. San Francisco, Los p bene =o Seattle. 






































The Measure of Quality 


You can measure the quantity of rope a customer wants 
with a yardstick, but the usual way of measuring the quality 
is through use. 


There’s a much quicker way, however, of determining 
Rope Quality. It is by the NAME. 


The name RAKCO has been the measure of Quality for 
many rope buyers for many years. 





° : That is because RAKCO Rope has always proved Good 
Manila and Sisal Rope when measured by service. 


ROPE We intend to keep up the Quality in order that dealers may 
keep up their sales. 


Now is a good time to look up your stock of RAKCO 
Rope and RAKCO Cordage. 


The R. A. Kelly Company 


Main Office STOCKS Branch Office 
Xenia, Chio Schermerhorn Bros. Co. The Morey Mercantile Co. New Orleans, La. 


» D r, Colo. 
Ohio’s Model Town Omaha, Neb enve 
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SELLS LAMPS 
FOR THE RETAILER 
NO SALESMAN NEEDED 
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Watch the Profits 
Come to Your Shop 


Shipped to any retailer on sixty days approval. 


Write 
CONSOLIDATED ELECTRIC LAMP CO. 
208 Maple St. DanVers, Mass. 


Licensed under General Electric Company’s Incandescent Lamp patents 

















The “NEW WAY” Lawn Sprinkler 


For a real shower of water and a real shower of profits this 
Sprinkler has no rival. 


It weighs only 6 ozs. and is easily carried from one place to 
another. Throws water over areas 30 to 40 feet in diameter. 


No other Lawn or Garden Sprinkler made is having such a 
large sale. Retails at $1.50 with a very satisfactory margin of 
profit. Write for full information and prices. 


The “NEW WAY” Bench Vise 


This Vise appeals to every Carpenter and Mechanic because it 
can be quickly attached to a work bench; holds securely a board 
of any thickness or width that bench will allow, and is so small it 
can be carried in a tool kit. . 

The “New Way” Bench Vise is made of Aluminum and will 


not break. Requires no bolting or screwing to bench—it fits right 
into half-inch holes that may be quickly bored in any board that is 








to serve as a bench. Weighs only 8 ounces. 


A ready seller at $1.25 retail to Carpenters, Mechanics, Fac- 
tories, Farms, Manual Training Schools and for Home Use for 
the ““Handy Man.” 


Liberal profit. Write for Discounts. 





FOUNTAIN EQUIPMENT & MFG. CO. 


28 Opera Place Cincinnati Ohio 
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‘-e | WHAT IT MEANS 
rt ON AN AXE aia 
The first thing a man looks for when buying an axe is the name of the maker. 


When he sees COLLINS on the label he doesn’t worry about the quality—he knows 
that every COLLINS Axe is as dependable as a Government Bond. 


Before any Collins Tool can bear a Collins Label it must pass the most rigid inspec- 
tion possible and prove its right to wear the stamp of approval. 


This extreme inspection protects the Jobber, the Dealer and also the Consumer. 
Play safe—look for the stamp COLLINS on each tool you buy and sell. 


If your Jobber is not supplying you—write us direct. 


The Collins Company 


Established 1826 Incorporated 1834 
Collinsville Connecticut 














ACCO™ 
BREAST TAINS fy 





HERE’S a reason why “ACCO” Breast Chains 
are popular sellers. Dealers who buy them know 
the company behind the chains. The same quality and 
workmanship that put “Weed” Tire Chains and 


““ACCO” Hardware Chains on the map are responsible 
for the demand for ““ACCO” Breast Chains. 


-he enormous resources of the American Chain Company are 
at the disposal of you and your customers. 


» AMERICAN CHAIN COMPANY, 2g°°| 


NCORPORATED 


BRIDGEPORT, CONN. 
In Canada: DOMINION CHAIN COMPANY, Limited, con penn sail 


District Sales Offices: BOSTON: CHICAGO: NEW YORK: PHILADELPHIA: PITTSBURGH: SAN FRANCISCO 
Worlds Largest Manufacturers of Chains for All Purposes. 
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Grease and Oil —" 


Counter Display No. 10 


Lubricators for the Motor Car, Truck, 
Tractor and All Types of Machinery 


This attractive display case will increase your 
lubricator sales. It immediately focuses your 
customers attention reminding him of lost or 
broken cups which must be replaced. An at- 
tractive silent salesman which reduces your 
selling costs toa minimum. Why not put:one 
to work for you. 


Your Jobber Has Them 


Contents 


12 size 00 and 6 each sizes 0 and 1 style No. 200. 
12 size 00 and 6 each sizes 0 and 1 style No. 
249, steel finish. 12 each sizes 4 and 
6 style No. 116. 12 each sizes 4 
and 6 style No. 118, nickel finish. 


















Bowen Products 


Corporation 
No. 200 Auburn Division, Auburn, N. Y. 


——O 




















THE HAMMER 
HOLDS 
THE TACK 








Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on _ request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 











Every Ford Owner NEEDS THIS 
WRENCH IN HIS spun KIT 











Size of Book, 7 x 10% inches pete spark oe a 

ene e rusted in, it takes a goo 

wrench to remove them. 

Hardware Age Verified List wrench. fo remove them. 
OF WHOLESALERS AND RETAILERS 3620 to do this trick. 


The 3620 can be used on 
cylinder head bolts and 
will get the two under 
the dash. You can use 
it on water connections 
and other parts. 


The 1923 edition is indispensable in economic direct-by-mail 
—— work and also a helpful guide for salesmen’s calls. 
very sales manager should have one on his desk, and every 
salesman could profitably carry a copy in his grip. 


$10.00, postpaid 
The most valuable mailing-list that it is possible to procure Show this number 3620 to every Ford owner, 
it will make sales, show you a good profit 


anywhere at an ice, 
y y pr and be a fast seller. 


HARDWARE AGE WALDEN-WORCESTER 


(Verified List Department) Incorporated 
239 West Thirty-ninth St. New York, N. Y. WORCESTER, MASSACHUSETTS 
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The Only Folding Ironing Table That Stands Firm During an Ironing 


The moment this table is opened a “Wedge” acts as a tie and holds the 
front and rear legs together securely and also acts as a support for the 
fore part of the table. The 
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cannot rock or collapse no matter how heavy the ironing. In > one TT aes 
fact, the greater the pressure—the firmer it sets. ON] BB ge 
A slight downward pressure removes the wedze and the table 
folds silently together. No wire—no metal joints to rust or 
injure garments, made entirely of wood—nothing to cause trouble. 
Light, strong moderately priced, and built for a lifetime of 
service. Wherever shown it is having a large sale. 
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Send for Catalog 
and Trade-prices. 


AMERICAN 
WOODENWARE 
COMPANY 


Manistee, Mich. 








(Patent Applied For) 
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If Your Store is ina 
Residential District 





and your trade includes prosperous home-owners, 
your have a good buying market already created 
for “Ringco” Bathroom Fixtures. For these ap- 
purtenances to the modern bathroom are essen- 
tially ones that appeal to these people. 


These fixtures, because of the good taste expressed 
in their designs, make a tremendous appeal to 
women with the essential wherewithal to purchese 
them. They are not cheap fixtures, for they are 
made of solid brass heavily nickel plated, but 
they will last practically forever, far longer than 
the home in which they are installed. The last 
sales point you can very successfully use in clinch- 
ing sales. 


It is a wise customer who buys these good fixtures, 
and a wise dealer who sells them. 


Your Jobber will be glad to supply you with 
“Ringceo” Bathroom Fixtures. 


AMERICAN RING CO. 


Waterbury, Connecticut 


New York, No. 2 Hudson St. Chicago, No. 29 E. Madison St. 
San Francisco, No. 116 New Montgomery St. Boston, No. 170 Summer St. 


AAA 


INA 
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“You always come 
back to W. ROSE” 


. said a delegate at the 1922 Bricklayers’, Masons’ and 
Wiebusch Plasterers’ Convention. 


and 
Hilger Ltd. 
Dente Wm. Rose & Bros. 


106 to 110 Lafayette St. Sharon Hill, Pa. 
New York No. 113. 542” Wide. 





No. 213. 6” Wide. 














ARMSTRONG 
PIPE CUTTERS 


OPO 9-1-4095 $ > 





Never Slip Wire Stretcher 


ERE’S one tool you'll have no trou- 
ble selling! 


The Warren NEVERSLIP Wire 
Stretcher, illustrated here, will appeal 


to every customer who puts up fence. ' P mee 1,11, in. 
A combination wire stretcher and sta- No. 1 Ys Vg 
_ 3 ie 


ple-puller. It’s a one-man tool, which No. 2 

stretches wire, barbed wire, or woven 

fence. Takes a firm grip without in- 1 : 
juring the wire. Also fine for repairing No. 3 . - 1 V2—4 in. 
fence. Easily operated—puts up tight, 
perfect fence. Made of Warren Certi- 


fied Malleable Iron, with forged steel bd MADE BY 
staple hook. Order a sample stretcher Al 


and feel out your trade on this. re The Armstrong Mfg. Co. 


Write for Booklets for your counter 


THE WARREN TOOL & FORGE CO. + Factory and Main Office New York Office 
240 Griswold St., Warren, Ohio, U. S. A. A BRIDGEPORT, CONN. 248 Canal Street 


Equipped with either cutting 


wheels Or rollers 


FOF OF OF OF OF OF OF OE OED ESF OF OFOFT FOES 
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me MARCY ~* CAN YOU BEAT THIS? 


A nicely polished, hammer forged, hardened and tempered tool steel 
blade 6” long, a black velvet finished fluted handle with a heavy 


———-——( aii steel ferrule, a metal through handle construction for hard usage, 


costing you less than “two bits” each. 


No. 31 re ‘ . 
SCREW DRIVER Double up your Screw Driver sales with our 1924 Line. 


Ask Your Jobber 


MARCY TOOL WORKS, Inc. Putnam, Conn., U.S. A. 


New York—D. W. Gray Co., 75 Barclay Street Chicago—Geo. H. Wilkins Co., 180 N. Market St. 
Baltimore—Riley & Foster Pacific Coast—E. C. Ward Co., Los Angeles and Seattle 
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No. 101 Glass 
Tank Sprayer 


We also make ersin 
galvanized yn brass 


Lowell 






Specialty Co. 


_ A Complete Line to Choose from— 
Good vervice — Right Prices and Business ar 


When a Lowell Sprayer lands in some little town 
and rides out to do its daily job, it has no helper 
along to patch it up or strengthen its sides. Any 
kicks—you get them. So we do the extraordinary. 


We use not less than 107-lb. base tin. We could 
use less—probably you wouldn't know it. We 
**double-test’"’ each Sprayer, air and water. No 
matter how small. You'll probably forget we do. 
But in the long run, we all win. That's why we 
want your business. We protect your customers. 


Catalog? 











No. 131 
Powder Gun 


Lowell 
Mich. 
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qualities. 


joint that stays “put.” 


516-20 §. Dearborn St. 817 Locust St. 








HEY are well known to the building trades 


for their accuracy and superior wearing turers concede 
superior in design and operation. 


Now furnished with concealed rivet, a sturdy 


Send for information re 








rc 







“SPECIAL* 
SAWSET 


SELL the 


The frank imitations, 
Saw Sets labeled “Morrill Pattern” demon- 
strate conclusively that 


ORIGINAL 


and the number of 


CHAS. 








THE GENUINE 


(UT AA NATTA T REIT OTC TA TATA AATAOO MATS 
GIVES BETTER SERVICE | 


Saw Set manufac- 
Saw Sets to be 


They are higher priced but worth every cent 
paid for them. Your Jobber will supply you. 
Look in your copy of Hardware Buyers’ 
y Catalog and Directory for the complete 
Metal Display Case Morrill Line. 
And Latest Trade Price List 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street, General Office and Factories, HOBOKEN, N. J. 


CHICAGO ST.LOUIS SANFRANCISCO MONTREAL, MORRILL SA W SETS 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 


‘MORRILL 
102 La Fayette St., New York 





“IT’S MORE THAN JUST A RAKE” 





= “OLE OLSEN” 


WOOD LAWN RAKE 


SAVES THE LAWN—MAKES YOU MONEY 
Prices Quoted on Application 


THE PIQUA HANDLE & MFG. CO., 


PIQUA, OHIO 
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G-W Ice Tools for Every Purpose 


G-W ICE TOOLS are available in all types and for every 
purpose—for the large harvester, dairyman, butcher, 
creamery, hotel, restaurant, etc. 

A ‘arge and varied stock is always kept on hand for the 
be1.cf t of hardware jobbers and dea'ers, from which your 
ever. requirement can be met with dispatch. 


Write today for our new Catalog No. 70, store display cards, 
prices, and liberal discounts. 







Main Office: 7 Hill Street, Hudson, New York 
New York Chicago Boston Pittsburgh 


“Ice King” Plow 


Made in a variety 
of types and sizes 
to meet all require- 


ments. ICE HANDLING MACHINERY «xp TOOLS, 




















| Athol Household Grindstones 


J.M.Carpenter 
Taps and Dies 


For Over Half a Century 


Famous for 





Unifornity 
Accuracy 


Durability 


First Choice of Experts— 
Make It Yours! 


This grindstone is especially adapted for grinding the SEND FOR CATALOGUE 


small tools used by jewelers, amateur mechanics, etc., REGISTERED 
and for hotel and household purposes. The frame is 
strong and well made; and the stone, 14 in. x 1% in., _ 


is carefully selected of the proper grit to do the work C 
intended. 


/ 























Ask for Catalogue 36 C and Prices 


Athol Machine and Foundry Co. J. M. Carpenter Tap and Die Company 


Oldest Tap and Die makers in America 
Athol, Mass., U. S. A. PAWTUCKET RHODE ISLAND 














MORE SALES FOR YOU 4 


¥ Sales on the Lightning, Gem and 
Blizzard Freezers are increasing 
rapidly year by year. Progressive 
housewives are learning that the 
best way to make pure and whole- 
some ice cream easily and quickly 
is in one of our easy running 
. freezers—and at a small cost. 

They sell on a reputation established by more than thirty years of high class service 
and they stay sold. This means permanent profits. 

The Blizzard is simpler in construction and a trifie cheaper, but sells as well as 
= a Lightning or Gem and. should be ordered with either style to satisfy the 
emand. 

We suggest placing your order early for shipment later, as you may direct. Be 
sure to include request for sales helps—THEY ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 
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Incorporated 1904 


Continental .o°p SREY Co. 








FORSTNER 
Labor Saving 


AUGER BIT 














Bores Any Arc 


of a Circle 





Many 
New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, rib- 
bon molding and mortising. 











Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 























HE NEW WALL CUTOUT illustrated 
here is a sales booster. In the window 
or on the counter, it tells why Wall Dread- 
naughts excel. Answers customers’ questions, 
saves you time in selling, is attractive and is 
a real help to greater sales. Just another 
means to help make Wall Dreadnaughts the 
fastest selling torches on the market. 


One packed with every dozen carton, or 
ask us today to majl one to help move 
your present stock. 


P. WALL MFG. SUPPLY CO. 
3058 PREBLE AVENUE, N. S. 
PITTSBURGH, PA. 








their ru 


to specify “the Shelby.” 
MADE BY 


The Shelby Spring Hinge Co. 





Shelby Door Holders 


Have taken the place of the old style wooden wedge for holding 
a door uC because they hold it securely, are always in place, 

ber tips will not mar your floor, and they are easily 
released with the foot. Made in two sizes for heavy and light 
doors and finished to match all Builders’ Hardware. Besure 





Shelby, Ohio 
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“COLD HANDLE” FRY PANS AND SKILLETS 















Made in the “L. & G.” 
QUALITY, both im FIN- 
ISH and WEIGHT. Or- 
der a Sample Lime and be 


convinced. 


LALANCE & GROSJEAN MFG. CO. 
NEW YORK CHICAGO BOSTON 
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Tapes that r= 


@%, sell easily— “Ye 


because of satisfaction to the Pe be OD he £ © 
user, are “easy-to-read,” “easy- 
| to-use,” durable, and perfect in 
| workmanship and finish. 


| BOLTS, NUTS, WASHERS, 
DIETZGEN RIVETS, PICKS, MATTOCKS. 
| Measuring Tapes AND GRUB HOES, CROW BARS, 
| WAGON FORGINGS, TELE - 























have all these selling features. 


| PHONE AND TELEGRAPH 

| Build r sales and increa 

Build your eales and increas POLE LINE MATERIALETC. }) 
| 


RELIANCE and ADMIRAL SCREW RAILROAD SPIKES, 
Tapes to your stock. TRACK BOLTS, BOAT SPIKES, 
Investment a turnover quick. STEEL BARS, CONCRETE 

Catalog and discounts on request REINFORCEMENT BARS 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


© 


Branches: 
Chicago New York 
New Orleans Pittsburgh 
San Francisco 


Philadelphia Washington 


Factory: 
Chicago, Illinois 
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HOW TO BUILD AS YOU GROW 


With Heller Shelving it is not absolutely necessary to tear out all of your present shelving and install new modern equip- 
ment. Install At This Time a small combination. After a few morths when the additional profits from the first installation 
warrant install one or more cabinets until your store is completely modernized with Heller's Hardware Shelving. 




















Cabinet No. 606 Cabinet No. 605 Cabinet No. 602 Combination No. 122 shown here is the logical Com- 
bination ‘to install NOW. 


Size 23 feet, 5 inches long, 7 feet 1% inches high. 
Solid oak exposure, antique finish. 


EASY TO INSTALL, simply cut away enough of your 
“yy shelving so Combination No. 122 will fit in. 
is not necessary to remove shelving higher than 7 
gg fT inches as ‘this will rest on top of Combination 


wAseett can be made after working hours with your 
regular sales force. 


No interruption in your business and no confusion. 





we Write TODAY for complete specifications and Catalog 


Cabinet No. 323 Cabinet No. 368 ~ Cabinet Wo. 305 


_w. C. HELLER & CO, - - > MONTPELIER, _ OHIO 
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The “AJAX” 


Handsome in Appearance 
Efficient in Operation 





The Ball Bearings in the “Ajax” Spring 
Pivot Hinges are at its top, where they 
should be, away from dust and moisture. 
Its alignment device is easily accessible; 
its piston has roller bearings to overcome 
friction and the ample steel springs have 
a simple tension adjustment. 


Further particulars and prices will be found 
in Catalog H 39—yours for the asking. 

Chicago Spring Hinge Company, 
Chicago New York 


CHICAGO) 
SPRING HINGES 














HARDWARE AGE 123 














STOP HEED 





Replenish 
Hardware Your 
for Stock 
Hard-wear with 
BOMMER 





SPRING HINCES 


ARE THEBES 





Your dealer handles them, get 
New Catalog 47, you need it. 


BOMMER SPRING HINGE COMPANY 
Manufacturers BROOKLYN, N. Y. 

















A BROAD.-AXE 


of Known Quality 


Your customers know this broad Axe—so, 
easier to sell. Another “Old Fashioned” Quality 
Tool. Put in even one dozen and see how fast 
they move. Order today. 


THE L. & I. J. WHITE CO. 


- 4125 Columbia St. BUFFALO, N. Y. 








Townsend’s 
Wire Stretcher 


If you are not prepared to supply this 
stretcher to your trade you should look 
to your needs at once. Here is the orig- 
inal Townsend stretcher as made and 
sold for more than 30 years. It is the 
only successful and practical one-man 
woven wire stretcher made and is equally 
as practicable for plain, twisted or barbed 
wires. We are telling users about this 
tool in nine leading farm papers and you 

‘' surely have calls for it. If your 
jobber hasn’t it, write us direct. 


F. J. TOWNSEND 
PAINTED POST NEW YORK 
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UNCLE SAM WASH BOILERS 


Charcoal Tin 
Wash Boiler 


4 Made in 3 grades 
and 2 sizes. No. 9 
—I3 x 11% x 22% 
in. Now. 10—13 «= 
I2% x 23%. 





High grade charcoal 
tin dome tops of 
IXX tin, copper bot- 
tom. Red, white and 
blue lithographed 
label paper. 


Riveted handles with 
washers on each 
rivet. 


You can be Proud 
to sell them 


Strengthen your assortment of household appli- 
ances, sell the well known and well established 
Uncle Sam Wash Boilers. 


They’ré essentially high grade, are made in copper in 
two grades, in charcoal tin with copper bottoms in 
three grades, in coke tin with copper bottoms in three 
grades, and in galvanized models in one grade. They 
have a record of unusually long service, and their red, 
white and blue wrapper makes their sale mostly a 
matter of ringing up the cash and delivering them. 
See your Jobber or write direct to us about Uncle Sam 
Wash Boilers. 


STUBER & KUCK CO., Peoria, IIL 


Manufacturers of Pieced Tinwear 








REGISTERED TRADE MARE 


POULTRY SUPPLIES 


If Your Jobber Cannot Supply 
You, Write Direct to Us 
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ROUND FEEDER CAN BE 
RETAILED AT 15c 


DAYTON CHICK 
FOUNT PAN ONLY 
DOUBLE FEEDING TROUGH 10 cts. RETAIL 





Without joints, can be used for two different kinds 
of food at one time—lid will slide or snap on and off. 


Best 25c. and 50c. Retailer 


The Dayton Toy & Specialty Co. 
1021 East Fifth Street, Dayton, Ohio 
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Beauty Yo Your Finger ps, 


Get this La Cross Case 
and triple 
your profits! 


Merchants everywhere 
are enthusiastic over the 
results they are getting 
with this case. 

And why wouldn’t 
they be! It sells the 
goods, and that’s what counts. Figures from thousands of 
dealers prove it doubles—and in some cases even trebles—sales of 
La Cross implements. 

The case is one you'll be proud to have on your counter. Made 
of birchwood, mahogany finish, glass top, removable velvet-covered 
display tray, with compartment stock drawer underneath. Stock 
drawer pulls out in front or back, whichever you specify. 

You more than double your money on this assortment: 


RP Se ita eer ee). $458.00 
SD Mn. ont tomd eccevhalls cascawsn sabbeoos 96.35 
CC ry Fe ee ee ee $48.35 


(cabinet free) 

Your customers will like these La Cross implements. They 
are as good as the best of materials and the highest skilled work- 
manship can make them. They represent the utmost in quality 
that can be put into manicure implements. 

The assortment above illustrated is No. 
4and costs you $48.00. 
A smaller case No. 5 made of art metai 
costs you £24.00. No. 3% made of press- 
board costs you 810.00. 

With each assortment cabinet is given free. 

Thousands of progressive merchants are daily enjoying the quick, easy 
profits these cabinets bring. 

Get yours today. Order through your jobber. 


SCHNEFEL BROTHERS, Newark, N. J. 


« 
La Gross 


Reg. U.S, Par, Orr. 


MANICURE 
* IMPLEMENTS and SETS 











CHRADE SAFETY 

oe gn nc 
pags 

“ager nate 


i £3 
 . 


1, \ Katie Ale ty 
*\— Lock 


Sure to seli on sight. 

Absolutely safe in pocket snd in use 
or convenience you can’t beat it. 

) Pt operated with one hand. 
he safety slide locks the button. 


Y ou can't afford to be without it. 


Séhrade Cutlery Co. 


Manufacturers of Superior Pocket Knives 
Factories: Walden, N. Y.. Middletown, N. Y. 
* Main Office: Walden, N. Y. 
ORDER THROUGH YOUR JOBBER OR DIRECT 
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More ibis 


Wanted 


for 1924. Distribution 


Pre-dated billing arranged to insure full stocks. 
The “DAYTON SPRINKLER,” both oscillating 
and rotary types, is being sold direct from the 
factory to expedite deliveries. We want to refer 
inquiries to responsible dealers, quickly. LIB- 
ERAL DISCOUNTS—Protected territory on as- 
surance of sales and “follow up” of our national 
advertising. “DAYTON SPRINKLERS” in use 
on many of America’s most beautiful lawns. 
Have given efficient service and satisfaction: for 
over nine years. WRITE TODA Y—Ask for fur- 
ther particulars. Dealers are making money 
with “DAYTON SPRINKLERS.” Mechanically 
perfect, and attractive in appearance. Ask for 
the new “Pop Up” booklet. 


The DAYTON IRRIGATION CO. 
112 High St. Dayton, Ohio 
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Rubber 
Headed Nails 


are used as bumpers on pianos, 
closet seats, and to receive the 
thrusts of drawers, also to prevent 
noise and marring to such as they 
are attached. 

Stem Tips, made in thirteen sizes, 
especially designed. for chair legs 
and prevent the scratching of floors. 
Absolutely noiseless. 

We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue 








Boston, Mass. 

















Be Sure That You 
Have Enough of 
These Sturdy Side- 


walk Cleaners 
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If this Winter proves to be 
a real one, and it is highly 
probable that it will be, you'll 
have an unusually large num- 
ber of calls for good Sidewalk 
Cleaners, such as this Cronk 
Cleaner. If you run short, 
you'll lose many sales. Every 
time you say “I’m out of 
them,” you lose money, and 
you can’t be too sure that you 
can lay hands on an extra 
stock if you do run short. 
Order more Cronk Sidewalk 
Cleaners from your Jobber, 
and be absolutely sure you 
have enough to last through 
a hard Winter. 


RONKL CARRIER 


GRONK 





_-— 
== 





retails at $1.00. We 
have other numbers te 
retail at 75c and 60c. 


CRONK & CARRIER 


MANUFACTURING COMPANY 
Elmira & Montour Falls, N. Y. 

















BLUE-KID 


ALL QUALITY 


HOUSE PAINT 


A Wonderful Proposition 


1 Gal. Cans 2.25 per gallon 
1% “é “é 2.35 éé &é 
¥, sé és 945 * 66 


Delivered Your City 


Compare these prices with what you are paying 
for equal analysis. 


Analysis 
Whites and Tints 
Lead & Zinc 81% 
Calcium Carbonate 10% - 
Barium Sulphate 9% 
Pure Linseed Oil 82.00 
Japan Dryers 15.50 
Solution 2.50 


We confine ourselves to one dealer in a City. 


Ask Us for More Information 


Progress Paint Mfg Co., Inc. 
Louisville, Ky. 
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HE danger of breakage 
from this source is elim- 
inated. 





The smaller cut shows our 
mill type lamp which is par- 
ticularly adapted for use in 
factories, garages, on signs and 
in places where there may be 
chances of vibration. 

Our general purpose lamp is 
also shown. 


Materials and workmanship 
are of the best and ALL 
HANAN LAMPS ARE 
GUARANTEED. 


Write for particulars and prices. 


HANAN LAMP CO. 
DANVERS MASS. 




















(i) INDEPENDENTIOCKCO.@D | ry 











The “Dead Bolt”Feature 
Latch 


Sells the 








Show customers how age = 
force-proof they can make 
doors by ee | =e new 5 4 
Dead Bolt Night La 


an mas backward aii of = 


latch rigid and 
= pl mage Lami from the 
inside or Be ..- 4 the proper 
— can open it. 


afeguard your inter 

Latek No. 202 on your — 

as = ime, repairing time and near-vacation time 
time to sell dozens of me mage 

Write or prices and catalogue % 

illustrating our complete line of ioe baw 





locks, etc. 


Leominster Mass., U.S.A. 








Electric Attachments 
forHand Power 6levators 


Any hand power elevator can be changed to an electric in a 
very brief space of time. This small electric machine shown 
below will fit any type of hand power elevator and occupies 
about three cubic feet of space. 





Hardware Dealers: Write for special dealer offer. 
“‘A Kimball Elevator built for every requirement.”’ 


Special pamphlet sent on request. 





1117-41 Ninth St. Council Bluffs, lowa 

















No. 28 Catch No. 30 Catch 
Every Needs 
New Frost’s 
House Friction 


Built 
with 
Cabinets 


Catches 
For Small 
Doors 





These catches are made both adjustable and mon-ad- 
justable. Catches of the adjustable type are easy to 
adjust without the use of special keys or wrenches. 


The non-adjustable type are used where it is desired 
to keep the cost down. 


Mention these items to prospective builders, also to 
housewives for replacement purposes. 


The Frost Line is outselling all other Friction Catches 
and paying dealers a good profit. 


Ask your Jobber first. 


C. L. FROST & SON 
28-30 Ionia Ave., S. W. Grand Rapids, Mich. 
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OUTFIT 


includes a stov 
oven, fry pan an 
broiler, that fold 
up separately and 
pack together in 
a brown canvas 

g- Convenient 
for carrying in 
auto, canoe or 
boat. 


Each piece made 

of the best ma- 

terial and will last 

a lifetime. 

Write for Circulars 
and Trade 
Discounts 


We make a complete line of CAMP 








pleasures of 
cooking a 
meal in the 
open along 
the roadside, 
on the river 


or lake bank. 
HOW MANY 


in your trade 
territory go 
auto-touring, 
hunting or 
fishing? 


Every one of them is an easily made 
buyer of 





Stock a few for the coming outdoors 
season—Put them in your windows, or 
with your sporting goods or auto ac- 
cessory stock, and you'll say they beat | 
<a most ’ of the merchandise you 

andle 





GRIDS, STOVES and UTENSILS 








30 Fonda Ave. 





UNITED STEEL & WIRE CO. 


BATTLE CREEK, MICHIGAN 
































Fernald 





Steer ‘ng 





retail. 


Put on 











The Small Priced Handy Helps That 
Make Motoring More Enjoyable 


stop annoying noises, make motoring safer 
and more pleasant. 


For Fords and other light cars. Applied instantly— 
end steering rod rattles and wheel wobbles. Tem- 
pered steel wire, baked Japan finish. Retail price 
50c, a pair. 


End brake rod rattles on 90% of all cars. Set of 
4 sells for 50c. 


—make Fords steer easy—take up road jolts. 50c. 


Auto Door Anti-Rattlers 


rattles. 25c. per pair is the selling price. 
Jiffy Crank Holders 
Furnish a secure resting place for Ford Starting 
Cranks and prevent rattles and damage. Retail 
easily at 25c. 
DEALERS, JOBBERS: 


‘ 
Write for samples, trade discounts and details of re- 
sale helps, Our Country Gentleman campaign 
creating real interest in Fernalds. 





Rout the Rattles 


Anti-Rattling devices effectually 


















Fernald Steer-Aids 





Little B-r-a-t-s 


SasaRs 


Arm Shock Absorbers and Anti-Rattlers 


with any screwdriver. Quiet car door 








FERNALD MFG. CO. 
Dept. A, North East, Pa. 
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Super-Quality High Grade 
Cast Shears and _ Scissors 


for 
Wholesalers and Jobbers 


Fifty years experience 
makes our line the stand- 
ard for low-priced cutlery. 
“The most wonderful 
‘sales talk’ in the world 
will not sell a pair of 
shears at $1.50 to the 
woman who wants a 50c 
pair.” 


We produce the best 
counter display carded 
Assortments on the 
market. 

We help you to increase 
your sales. 


Write for our 
Catalog No. 6 


Famous Since 1875 








TRADE 


ps THEACME SHEAR oe 


BRIDGEPORT, CONN.,.U.S.A. 


THE LARGEST MANUFACTURERS OF 
_ Smee AND SCISSORS IN THE WORLD 








{ 


Tas GEST 























39% Profit for You in Wilder’s Lion 
Display Cabinet of Leather 


Cost $18.00; Retails for $25.00 


Popular assortment of high grade 
HALF SOLES and STRIPS 


A package of nails with each pair of Taps. Refills may 
be had in any quantity. 
Ask your jobber or write us for sample and information. 


WILDER & COMPANY 


Established 1877 
226-228 W. Lake St. CHICAGO 
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Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 


tools to sell. 


Write for Catalog No. 22“A” and the Supplement 
describing the new Starrett Tools. 


THE L. S. STARRETT CO. 


The World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


ATHOL, MASS. 


Sst 





6186 





arrett 











STAR 


HACK SAW 
AAs BLADES 
Sasa 


“with a reputation’’ 
Clemson Bros. Hne. 
FAlddletown, 2. VB. 













Our Latest Achievement 


No. 22 has all good points found in 
other Coil Fire Pots and our latest 
patented improvements. Rust proof 
steel tank, heavy uprights, brass fit- 
tings, strong valve, powerful pump 
and large funnel and filler plug. Top 
section is easily removed. There are 
no coil cup lugs or nuts to burn off. 
Jobbers supply at factory prices. 
Write for a catalogue. 


CLAYTON & LAMBERT MFG. CO. 


10619 Knodell Ave. 
DETROIT, MICH., VU. S. A. 





No. 22 Fire Pot 
Ask for latest price. 





G. F. Wright Steel & Wire Co. 











Manufacturers of 


SUPERIOR 


Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 














BURNLEY 


T he Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 





PEN > 


Ja 





Sample free. 
BURNLEY BATTERY & MFG. CO. 


NORTH EAST, PENN. 

















FINISHES 


HARD FIBRE 


ey uF niles Fibre Co. Inc., Tonawanda, N. Y. 

















The 


| H B.[lvesCo. 


New Haven, Conn. 
ay U. S. A. 


Established 1876 
Incorporated 1900 





Manufacturers 


BUILDERS’ HARDWARE 
HIGH GRADE WINDOW AND DOOR 
SPECIALTIES 


WRITE FOR ILLUSTRATED FOLDER 














The Harold McCalla Co. 


STEEL AND IRON 


Of Every Description 


PLAIN AND GALVANIZED BARS, HOOPS, BANDS, 
ANGLES, CHANNELS, TEES, PLATES, SHEETS AND 
WIRE, CUT NAILS, PLAIN AND GALVANIZED; WIRB 
NAILS, PLAIN, COATED AND GALVANIZED; BARB 
AND TWISTED WIRE, PAINTED AND GALVANIZED, 
HAND POWER PUNCHES AND SHEARS. 


Perforated and Expanded Metals 


LARGE STOCK OF GALVANIZED BARS, BANDS, 
HOOPS, SHAPES, BTC. 


Pier 56, North Wharves, Delaware River 


Beach Street and East Columbia Avenue 
PHILADELPHIA, PA. 
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Made of Stanley cold rolled steel. 
the nails from slipping in driving. 
of strap do not cut the hands. 
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STANLEY 





BOx en 


No. 3002 Self-Tightening 


The ribs prevent 
Round edges 


No. 3002 THE STANLEY WORKS 
pa oe New Britain, Conn. 
300 feet New York Chicago . vee Francisco Los Angeles 
eatt 


Manufacturers of Wrought Hardware and Carpenters’ Tools 
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E. 
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ADJUSTABLE 
KEYCO pire” wrencues 





PATENT APPLIED FOR 


“Keystone quality."" Made from Alloy Steel, heat treated 
y our own process. The most durable Wrench on the 
market. Light in weight, can be used with one hand on 
pipe, nuts or studs. Fully Guaranteed. Packed 12 to a 
Carton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 














RUSSELL JENNINGS’ 


SOLID HEAD EXPANSIVE BIT 





Creeping of the bit cutter is absolutely pre- 
vented. Precise adjustment is remarkably 
easy. 
They are made with both SQUARE 
SHANK and PRECISION SHANK. 


The Russell Jennings Mfg. Co. 


CHESTER, CONN. 








: E NOX . 
HACK SAWS — BAND SAWS 





LENOX “OE Baden pS Bo" ew Ty a 


AMERICAN SAW & MFG. CO. 
SPRINGFIELD, MASS, U.S.A. 


See ee eee, a eee ee 
Se a ee ee ee 


=a eeSeSsesBan aes 8 ®, 











_ ROCK ISLAND PISTON VISE 


Swivel 





2% to 5” Piston Capacity 
Vises designed to meet the requirements of every service 


for which a VISE is used in wood or metal working. Write 


for complete catalog Vises and Hardware. 
ROCK ISLAND MFG. -CO. 
ROCK ISLAND, ILLINOIS 














PUMPS| 


A Type for Every Service 


THE GOULDS MANUFACTURING COMPANY 
Seneca Falls, N. Y. 


GOULDS 











Geo. W. Diener Mfg. Co. 
400 N. Monticello Ave., Chicago, Lil. 
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[SOSS) Sym 


FLUSH DOORS—CLEAN 
LINES—NO PRO- 
JECTIONS 


You can profitably sell Soss In- 
visible Hinges to Builders, Fur- 
niture Manufacturers, and Cabi- 
net Makers. They are specified 
by Architects. 


Send for Sample Hinge and 
Catalog. 


SOSS MFG. CO., INC. 











UR large list of repeat customers would 

easily convince you that Paine Toggle 
Bolts are recognized 
by users, both large 
and small, as_ the 
most practical and 
efficient toggles on 
the market. 








If you are not now 
using them it would 
pay you to investigate. 











Samples on request 














775 Bergen St. The Paine Company '*7 .Y. Yar Buren St 
BROOKLYN NEW YORK . pany CHICAGO, ILL. 
a pean BLUNT NEEOLE 
NER NO ORIFICE TO 
«si Prepare for Barnes House 
Cold Weather Pumps 
ox over yout sate eee 
AND ‘ it is ‘6 ” 
not complete, place an order AT Barnes ‘Handy House Force 
ONCE so you will have the tools Pump with polished brass cyl- 
on hand when your customers need . b | b 
SAR es inder, brass plunger, brass 
ou shou purchase some reliable : 
mene so your vgge 7 rim a ae brass ooo 
satisfactory results. Order the “‘AL- n n rass valve seat. 
WAYS RELIABLE” torches and ree oe ee es oe 
seis sty —— oe practical, eco- Attractively finished in bright 
nomical and durable. : - 
Jobbers can supply at factory prices. gloss red with bronze trim. 
FOR KEROSENE 
seem OTTO BERNZ CO., INC. 
No. 79 Torch, Quart. NEWARK, N. J. The BARNES MANUFACTURING COMPANY 
0. orech, Pint. Established 1876 
Gasoline-k . With , MANSFIELD, OHIO. 
caimanalne —— Manufactur re of torches, furnaces, and , Fig. 211 














Electrical, rope, 
barbed, plain, nails, 
tacks, spikes, bale- 
ties, hoops, springs, 


netting, wire fences, 
steel posts, steel gates, trolley wire, rail bonds, 
flat wire (strip steel), piano wire, horse shoes, 
round and odd-shape wire, screw stock, con- 
crete reinforcement. Aerial tramways. 





Illustrated books describing uses, FREE 


AmericanStel&Wire | (= 




















a red by 
t NY 
Chicago—New York Company E. T. i RL GG & Gs COMP A 
aWwee%, OHIO 
We ra The best tackie 
oo f the best 
Soames | MILBRADT brags the, test com, uoching, Jachl : 
BBinn 5 i= —— etees ove Se Se dt F 
~ — c wan te 
ea F LADDERS Imbrie"’ torte. ie fr hag 
Sr you are not already 
a ing this |ong- 
——— Will pay for themselves in a handl 
ae short time by enabling you Betablished first-class fishing tackle ABBEY & IMBRIE 
: to wait on more trade, save 1826 send at once for a cat- 
the wear and tear on your og. Identification ae teteton of Baker, Murray 4 Imbrte 
fixtures and goods, as well dealer in fishing tackle essential. 97 Chambers St., New York 


as bring the appearance of 
your store up to date. 


Write for catalogue show- 











ing a large number of styles S { T D | ; I TE 
suitable for all kinds of 
shelving. 
Incandescent Lamps 
Milbradt Mfg. Co. A guaranteed Tipless. Line of wolity 
2411 N. 10th St. Tungsten, Nitrogen, Mill Type an 


Lamps that gives absolute satisfaction. 


BEDFORD LAMP WORKS, INC, 
22 Hudson Street. New York City 





St. Louis, Mo. 
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VAUGHAN’S 

HANDY HOUSEHOLD HELPERS 

home in your community has use for Vaughan’s 
Hardware dealers are selling dozens of 
ea every year. Displayed prominently and they sell 
right then and there. Millions are sold annually. 

Here’s A Few of These Sure Sellers: 
Condensed Milk Can Opener, Kettle Scraper, Milk Cap 
Lifter, Spatula, Cake Turner, Ice Picks, Key Ring, Com- 
— Can Opener and Cork Screw, Orange Peeler, etc., 


e 
Vaughan’s Combination Can Opener and Cork Screw ite 
advertised nationally in Women’s Magazines. Be sure 
it is in stock. 
Let us send you our complete catalog 20-A 


VAUGHAN NOVELTY MFG. CO., INC. 
3211-25 Carroll Ave., Chicago, Ill. 


Every 
household tools. 


Aaa, 


aw 
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Millions of People See This 


Advertising Monthly in 
the Leading Magazines 















STAPLD STANDARD ARTICLES 
QUICK SALES WHEREVER 
DISPLAYED 


Send for Price List 


MOORE PUSH-PIN CO. 
Wayne Junction, Philadelphia, Pa. 
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& Electrical Supplies 


Harry Alters “POCKET- 
BOOK” is a net price, monthly 
catalog containing hundreds of 
radio-electric bargains. Sent 
free to dealers only. 

If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive a 
copy monthly. 

Since all prices in the 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. ‘“‘The sooner you 
write, the sooner you save.” 


HARRY ALTER & CO. 
Dept. 23 
Ogden & Carroll Mees. 


Radio 





Chicago 














GOOD BARROWS—PRICED RIGHT 


Here’s a line of 
Barrows which 
are easily as- 


Here’s a sample 





—— 
oo : 






\We a sembled because 
Z | WANES Roe of their sim- 
NE a 
Ay \DERe py | | plicity; easily 

pes vl sold because of 


their very ap- 
parent quality, 
and profited in 
as liberal a 
manner as you 
could wish. 
Write 


Defiance, Ohio 


ALY 





DEFIANCE GARDEN BARROW, 
seasoned hardwood, planed and smoothed. 
Painted, striped and varnished. 


DEFIANCE BOX CO. 











eulneegentin! MUTT 


PTTrist trie i. 
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all profes- 
sional barbers, as 
well as many home users, 
find complete satisfaction in Koken Razor 
Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 


TNE 


 6eehGGten = eee eee 
errrrrs 7. fit r 
--=- 
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Koken Companies, St. Louis, U.S.A. 
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UTILITY SPRAYERS 





EVERY 
REQUIREMENT 


SPRAYER CO. 
Albert Lea, Minn. 





FULTON 
DUST POCKET 
DUST PAN 
An assembly of every 
practical feature ever 
incorporated in a dust 


pan -— 

Dust Pocket 

Steel Edge 

Reinforced Corners 
Heavy Material and 
Handsome Proportions 














The Pinnacle of Practical and Durable Dust Pan 
Construction. Ask your jobber. 
Patent Novelty Co., Inc., Fulton, IIL: 






















ae . CUSHION 


| TIRE : 
i. WSTORE LADDERS 


Insure perfect shelf service for any line of mer- 
chandise. Deep tread steps, properly spaced, with 
| convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. — 
Both hands free to remove or replace stock without . 
danger of falling. Cushioned Tired Trolley and | 
Truck Wheels eliminate noise and prevent vibra- , 
tion. Erection as simple as A, B, Utilize 
small space. Make top shelves safely 
available for stock purposes. One 
style—neat of design—nicely 
finished—any height ceil- 
- ing. Thousands in 


Bock Grotior en 40L 


\\ 

























request. 
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S OSBO RNE RCO 
NEWARPRK,N 


Osborne High Grade Punches 


aa we ORR ao 





Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 

The above tools will please your customers as well as our famous Round and Oval Pwaches. 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 

We stand back of every tool we make, Try us. Write for Catalog and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 








MANUFAOTURSRS OF 





THE H.L. BROWN FENCE AND MFG. CO., Cincinnati, Ohio 


All Picketa Made of No. 9 Heavily GaWwanized Wire 


at eas, Ornamental Lawn Fence 
3% k=; Walk, Drive and Farm Gates 
Baa Rubbish Burners, Trellis 
Gay ae Flower Border, Tree Guards wee oe: 


PROMPT SHIPMENT 
FROM STOCK 
WRITE FOR PRICES 


abs 
antag aneneeanteaaey juin 
oe a SEOHEUCEOGSAGLSLERENE 5: EERE 
ape 














descent Lamps—A Complete Line 
CONSOLIDATED _ —eteemas 











TAPS 


Dies, Screw Plates 
WINTER BROS. CO. 


Wrentham, Mass. 





American Can Company 




















ame | | SILVER LAKE| | “toy tens pee 
and Bull Dog-Grip”’ 
Glass Knobs SASH co RD Manufactured by 
Sets NET WEIGHTS FULL LENGTHS U. S. Clothes Pin Co., Montpelier, Vet. 
Silver Lake Co., Newtonville, Mase. Sales 
Reading Knob Works Reading, Pa. 1015 Union Bank "hase ‘Pittsburgh, Pa. 


























TACKS 


GEO. BAKER & SONS 


The “TORREY” 
A Real Man’s Razor 


J. R. Torrey Razor Co., Worcester, Maes. 





| - RAZORS 


that give Satisfaction 
Ask for Catalog No. 21 
GEO. W. KORN RAZOR MFG. CO. 
Little Valley, N. Y. 


Send for Catalogue of Full Line 























Freight Elevators 
and Dumbwaiters 


Write for 
our catalog 


Energy Elevator Company 


214 New St. Philadelphia, Pa. 








= RIVETS= 





J. L. THOMPSON MFG CO. 
Waltham, Mass. 


| SCYT SCYTHES 
Tubular and Bifurcated 


AXES 


bags of ata 


RIXF 0 sox Highgate, Ve. 





—— 











BROCKTON, MASS. 
Economy 


Hose pty 


For connecting hose smooth 
faucets. Slips on and * easily. 
Keenomy Mfz. Co. 
5350 ecmenneun Ave. 
Philadelphiie. Pa. 











| SELFSEAL PRESSURE COOKER CO., Inc. 
JAMAICA, NEW YORK, U. S.A. 


9 gt: $15.50 12 qt. $17.50 
15 qt. $20.00 f.o.b. Jamaica 
COMPLETE—No Extras 


Liberal discount to trade 


BALE TIES 


Best Made—Prompt Shipment 


Baur Bale Tie Co. 


INDIANAPOLIS, IND. 








GENUINE MARTY TRAPS 
2,000,000 Sold 
Burditt & 
Williams Co. 


Sole Importers 
Boston, Mass. 






















CRAYONS 


FOR EVERY PURPOSE 


STANDARD “FAx08, Mig. C°- 








YERDON CAST 
BRASS HOSE BANDS 
give JUST THE SERVICE 
you want Hose Bands for 


on All Hose Connections. 
A trial will convince. 


WILLIAM YERDON, Box 102, Fort Plain, N. Y. 















EYELET TOOL CO Setator F'osttive Saw Set 

a 
Manufacturers and Sets (Hand All steel. Fully 
Drive and Foot Power) for Leather, Cloth and Guaranteed. Send 
Metal, Punch and Dies. ~ 


kinds and sizes made to order. Write jobb for Free Book. 


Booklets free. Established 1 
TA 
190 Dorchester Ave., Boston, Mass. INTOR MFG. 


co. 
113 Chambers St. N. ¥. City 














Isaac Church Expansion Bolt Co. 
East Norwalk, Conn, 
ee 


y) 


“Duplex” 
Toggles 
Speeial 
Designs , 


my 
*Perfect’’ Pat. Feb. 28, 1933 
Leaders in Expansion Bolt Designs for 35 Years 




















Easily first in the manufacture of 

effective tools for stone-working. 

Send for our catalogue—FREE. 
TROW & HOLDEN CO. 


Barre Vermont 
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BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 


WE VROTECT THE DEALER. 
BS 


BROWN & SHARPE MFG. CO. 
Providence, R. I, U. S. A. 














DEALERS WANTED EVERYWHERE Iron Fence, Gates 


Lawn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 


hiatal 
MTU 
Nf eraasel | 


THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati 0. | 




































































U. S. E. Psd ta BOLTS 


A Type 
for 


Every Job 


U. S. Expansiun Bolt Co., 139 Franklin St., New York 





Plain or enameled in 


STRATTO ist 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Ete. 
STRATTON MFG. CO., Stratton, Maine 











THE FOWLER & UNION 
HORSE NAIL Co. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 
1000 MILITARY RD., BUFFALO, N. Y. 


BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 








—— 


. “BURNT IVORY BRAND 


Known everywhere as the best’’ 





IVORY HANDLE COMPANY 


HOPE, ARKANSAS 











STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given universal satisfac- 
tion. None sell so readily to 
Barbers and Horsemen. We 
make both kinds. 


American Shearer Mfg.Company 
Nashua, N. H. 








in Copper Utensils 


Sold through dealers for 30 years 


ROME MANUFACTURING CO. 
ROME, NEW YORK 














THE GENUINE 


HUNTER’S SIFTER 


The Standard of the World Since 
1880 


The Fred J. Meyers Mfg. Co. 
Hamilton, Ohio 






Imitated But {fj 
Never Equalled 





















LAMPS 


“More Profit to You” 
NITROGON ELECTRIC CO. 








46~48 Spring St., Newark.N.J 


18% Were Sold Direct 


1055 Housewives sonata’ — —_——— 
Dryer information in 1922 

sold direct because we had no ‘setae Pa mg 
Received over 2800 inquiries so far this 
year. 


HILL CLOTHES DRYER CO. 
39 CENTRAL ST. Worcester, Mass. 


Distributors Metropolitan District 
erman Kornahrens, Inc. 
111 Murray St., New York City 















PADLOCKS 


FOR EVERY CONCEIVABLE PURPOSE 
FRAIM-SLA YMAKER 


HDW. CO., INC. 





ree 


SSAA OETEN DN MRSC CUVERGE TTPO, 


WHITE AY2e iB Ome) 8748 Fh id On ICE PACK 
OPALITE ROL “ _NG PINS OPALITE 





CLEAR MEDION TALL LEE DISC 
-|cRYSTALI aan ace nal WOOD 





UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 











Everything in Pocket Knives 
“Hammer Brand” 
Pocket Knives 


Made by 


New York Knife Co. 
Walden, N. Y. 
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Business Opportunities 


Business Opportunities | Business Opportunities 





To the right man with ten to 
twenty thousand dollars to invest in 
a going Hardware, l’lumbing. Ileat- 
ing and Miil Supply business in- 
corporated for $50.000, we offer an 
exceptional] Soper y. We solicit 
investigation. Address Box F-915, 
care Harpware Ace, New York 





FOR SALE--Up-to-date hardware 


store, new stock and hxtures in kast- 
ern Pennsylvania town.  [’opulation 
over 6000. Good freight and trolleys 
service. Twelve miles from Capu:tal 
City. Many industres, good farm- 


ing community. Four story brick 
building, 65 feet by 200 feet deep 
on Main Street. Pest location. Con- 
tains five apartments, twenty bed- 
rooms, fully equipped, large dining 
room, and kitchen. Warehouse and 
a arage. A good proposition, 
will sell the entire outfit. Reason 
ie aulitnen advanced age and poor 
health, Address Box F-944, care 
Harpware Ace. New York. 





PARTNER WANTED—Man who 


is in position to invest $5,000 in 
going business handling hardwaie 
and John Deere implements. Town 


of 1200, located in Eastern Oregon. 
Future prospects for growth in busi- 
mess cannot be surpassed. Full in- 
formation to interested parties. Ad- 
dress Box F-952, care Harpware 
Ace, New York. 





FOR SALE—Retiring from busi- 
ness. Hardware and housefurnish- 
ing store on main street of smal! 


town, twenty-six miles from New 
York. Good location, rapidly grow- 
ing neighborhood; cash trade. A 


fine opportunity for investment of 
capital. Address Box F-954, care 
Harpware Ace, New York. 








Machinery For Sale—One Roving 
Twister; one No. 3 Braider Square; 
one 36 Bobbin Rhode Island 
Braider, brand new; two glass fus- 
ing machines; three large lubricat- 
ing tanks. Will be sold at a bar- 
gain. STRONG MACHINERY & 
SUPPLY CO., 292 Church St., 
New York City. 





Rare opportunity to buy out and 
continue running an old well-known 


going concern handling hardware 
and factory supplies located in 
Brooklyn, N. Doing an annual 


business of approximately $80,000.00 
to $90,000.00. Established for over 
25 years. A good sound business 
proposition. Address Box  F-957, 
care HarpWARE Ace, New York. 





For Sale—A prosperous general 
hardware business in thriving little 
city of 2,400 in one of the very best 
dairy and fruit sections of west- 
central Michigan. Exceptionally 
clean up-to-date stock inventorying 
about $16,500 cash. Excellent two 
story 44 x 100 foot brick building, 
full basement, steam heat, leased for 


three years, and can be bought 
reasonably. Address O. L. Bristol, 
315 East Dayton St., Fremont, 
Mich, 


Business Opportunities 





FOR SALE: GENERAL HARD- 
WARE BUSINESS in a rapidly 
growing manufacturing city of 120,- 
000 population; is located in exact 
center of retail district and was 
founded in 1872; clean, well bal- 
anced stock and up-to- date fixtures; 
sales 90% cash; stock will run about 
$40,000; owing to age and long ill- 
ness offer exceptional opportunity ; 
no agents. Make me cash offer after 
investigating. Jos. A. Scott, 29 Oak 
Lane, Trenton, N. J. 








FOR SALE: EXCEPTIONAL 
OPPORTUNITY TO ACQUIRE 
OLD ESTABLISHED RETAIL 
HARDWARE STORE IN THRIV- 
ING CITY OF TWELVE 
THOUSAND PEOPLE. NORTH 
WESTERN OHIO. SPLENDID 
MANUFACTURING AND FAR- 
ING COMMUNITY, $70,000.00 
BUSINESS ANNUALLY PRAC- 
TICALLY ALL CASH. FINE 
LOCATION ON MAIN STREET, 
LONG LEASE, NICELY BAL- 
ANCED STOCK, UP TO DATE 
FIXTURES, MODERN BUILD- 
ING. WILL REQUIRE ABOUT 
$15,000.00 TO HANDLE. OTHER 
INTERESTS REQUIRE ALL 
PRESENT OWNERS TIME. AD. 
DRESS BOX F-958, CARE 
HARDWARE AGE, NEW YORK. 


SALE AT PUBLIC AUCTION 


The entire plant machinery, 
equipment and real estate of the 

arlin Firearms Corporation, located 
at New Haven, Conn., will be sold 
at public auction by William H. 
Wakelee, official auctioneer for the 
District of Connecticut, on January 
5, 1924, at 10.30 in the forenoon. 
Inspection may be had on any Mon- 
day, Tuesday, Wednesday or Thurs- 
day prior to the sale. Louis H. 





Strouse, Eugene S. Bibb, Receivers 
in Equity. 
For Sale: My half interest in a 


hardware and furniture store. Well 

established. Doing good _ business. 

Ninety miles from St. Paul in cen- 

tral Minnesota. Reason for 

selling, wish to retire. Address Box 

vos care HarpwareE AcE, New 
ork. 


i 








TYPEWRITERS: All makes of 
slightly used machines, $20 up. Easy 
monthly payments if wanted. Free 
trial. Express prepaid. Guaranteed 
two years. Write today for price 
list. Payne Company, Department 


282, Rosedale Station, Kansas City, 


Help Wanted 





Have a position open for a Sales- 
man who thoroughly understands 
hardware, mill supplies —“o = 
sporting goods. The N. Phelps 

ompany, Barre, Vt. 


Positions Wanted 











Kansas. 


Married man, ,28 years old wants 

sition in retail ‘hardware business. 
Eight years’ experience, Can sell, 
keep stock, do anything. Some 
lumber experience. Want perma- 
nent position. Central West pre- 
ferred. Address Box F-950, care 





Harpware Ace, New York. 
Salesman, 35 years old, with 11 

years’ experience calling on the 

wholesale hardware, saddlery and 


automotive trade, covering territory 
from Chicago to Salt Lake City and 
from Duluth, Minn., to Houston. 


Texas. Will be open for a position 
Jan. ist. Can furnish best of refer- 
ences. Address Box F-933, care 


Harpware AcE, New York. 











You Will Be Interested to Know— 


That Hardware Age, year after year, leads all hardware 
publications in the quality of its subscribers. Manufacturers 
recognize the dominant selling power of the Hardware Age 
family of readers who do the great bulk of the business in 


the hardware field. 


This recognition is reflected in the advertising of these 
manufacturers in Hardware Age which, because of its vol- 
ume, diversity and high quality, has great business value for 
the dealer-reader. 


Get into the habit of reading carefully the manufacturers 
sales messages contained in the advertising pages. They will 
give you many valuable ideas on salable merchandise and 
successful selling methods. 
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Positions Wanted 


Sales Representatives 
Wanted 


Sales Accounts Wanted | Sales Representatives 





A concern needing a man of prov- 
en ability to manage a large retail 
hardware store, to promote sales and 
put new life into the business would 
do well to write me. Have twenty 
years’ experience, in which I man- 
aged.two of the best money makers 
in the country. Would be willing 
to invest in a small block of stock 
in an established concern. Would 
consider a position as buyer for a 
wholesale or retail house. Address 
Box F-959, care Harpware AGE, 
New York. 


Sales Accounts Wanted 











AGENCY WANTED — We 
are in the market for a good 
agency. Must be a first class 
concern with first class goods 
with merit that fill a more or 
less universal need. New York, 
New Jersey and the New Eng. 
land States. Hyfield Mfg. Co., 
292 Church St., New York City. 














MANUFACTURER’S AGENT 
established, selling two lines. to 
Hardware a and Dealers, 
Michigan, Indiana, Illinois, Mis- 


souri, wants another established line 
tools, shelf hardware or _ related 
items. Box 7018-A, care HARDWARE 
Acg, Otis Building, Chicago, II. 








Responsible selling organiza- 
tion invites ar ae ey from 
manufacturers of tools, hard- 
ware specialties, similar lines, 
desiring representation on the 
Pacific Coast. Competent also 
to take care of National or In- 
ternational distribution of 
Specific lines. Exclusive repre- 
sentation only considered. Ref- 
erences exchanged. Address Box 


4, care Harpware Ace, 320 
— Street, San Francisco, 
al. 











Wanted 
SALESMEN 


I can handle another good line 
with the one I now have in the 
States of Pennsylvania, Delaware, 
Maryland and District of Columbia. 
I am calling on the Hardware and 











Small Tool Manu- 


Electrical Jobbers and Mill Supply facturers 
— and rade’ already, established WANTED ae one pete export syndicate of 


tool manufacturers having 
representatives and salesmen in 
various parts of the world is open 
for one or two more members in- 


To sell on liberal commission 
basis, 10%, imported cylinder 
locks and cylinder padlocks 


Address Box F-778, care HARDWARE 
Acg, New York. 





to jobbers and retailers in all allied but non-competing lines. 
Am opening sales headquarters in |] parts of United States. The Address replies to 
Portland, Oregon. Desire to com- line is well known, has been Room 1011 


municate with manufacturers of 1457 B’ way, New York City 
different hardware line who desire 
representation in Pacific Coast 
States. Experienced hardware man 
who knows retail business in 
Northwest in charge. Address Box 
F-953, care Harpware AGE, ew 
York. 


on the market several years 
and the trade has recently 
been circularized extensively. 
The prices are less than half 
those of domestic manufac- 
turers. 

Territories are open for 1924. 

Address Box. F-960 

care HARDWARB AGE, New York. 














WANTED—One or two stron 
lines of merit that will repeat an 
a fair volume of business secured 
for the hardware, implement or de- 
partment store trade for New York 
State and Pennsylvania. Commis- 
sion basis. Established trade of 











Salesman with fifteen years’ road 
in ‘Colorado and Wryo- 

















ont Sd personally every de- years standing; aggressive represen- 

artment store buyer, hardware and tation; fully responsible. Address 

amber dadier i eheve ome etnies. The Indiana Aluminum Ware | Box F-956, care Harpware Acz, 

Wants a few more lines which would | Corporation, Elkhart, Indiana, man- | New York. 

interest above merchants. Can give | Ufacturers of Aluminum | cooking 

you high class moreemntesion after po onan want a good Mg og 

January arrell, Saiesman to carry their _* exciu- ALESMEN: CALLING ON 
sively and also six good side line 


413 Charles Bldg.. Denver, Colo. 





General hardware and _ specialty 
salesman with fifteen years’ success- 
ful road experience in Michigan de- 
sires connection with manufacturers 
of reliable hardware, sporting goods, 





furniture, housefurnishings, auto 
accessories, or electrical lines on 
commission basis. Address Box 
F-945, care Harpware Ace, New 
York. 

Established manufacturer wants 


salesmen calling on hardware, house- 
cares and auto accessory trade, 
to handle new items as side line. 
Goods are high grade and something 
needed by everyone. Liberal com- 
mission, protected territory. State 
lines now handled and territory cov- 
ered. Address Box F-955, care 
Harpware Acs, New York. 





salesmen—good territory and the 
cpa man can make big money 
st have close association with 
and ss furni- 
— sales- 
also manu- 


hardware - department 
ture stores. Only ex 
man considered. 
facture two styles a Electrical 
percolators and prices are right. 
Applications strictly confidential— 
give experience and references in 
first letter and state whether apply- 
ing for exclusive or side line. 

dress Box F-914, care HarpWars 
Ace, New York. 





SALESMEN desiring an _ excel- 
lent side line for the hardware and 
department store trade, secure our 
proposition to sell our souls — 
of labor saving Magic Weeder H 
Give full particulars as to age, on 
perience, line now sold, extent of 
territory covered, etc. Richard 
Mfg. Co., Bangor, Pa. 


. Address ‘“‘S. 





THE HARDWARE TRADE WHO 
TO a athe 
AS SIDE 

IMPLEMENT. AST SE 

AND NATIONALLY ADVE 
Lt a” en FOR PAR. 
TICUL TRENTON sey 
MANUFACTURING COMPANY, 
ue —T STREET, TREN: 


a%>5 ae 





MANUFACTURERS of full line 
household specialties want local rep- 
resentatives in all important cities 
to handle line on commission. De- 
partment houses, premium _ con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. e want none but those 
who can “make good.” For such 
our proposition is an excellent one. 

’, care HARDWARE 
Ace, New York. 











the latest selling hints. 


Get The Fighting Spirit 


Your business paper—HARDWARE AGE—brings to you each week 
We realize that “inspiration” and “deter- 
mination” are just as essential to business success as is ability. 
Get in the habit of reading your trade paper carefully from cover 
to cover each week; get the fighting spirit it instills and your books 
will show a better balance at the close of 1924. 

















STEEL 


In ware— 


David Lupton's 











Gupton 


SHELVING 


house stock 
Sons Co.,Phila 





ENT VALUE 








Fredericktown Bells 








A Larger Bell and Greater 
Volume for the Same Money 
Write for Illustrated Catalog 


52 Front St. 
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MOON Tee Caas sete weccesess — 
Koken Companies, Inc......... 131 


Korn Razor Mfg. Co., Geo. W..132 


L 
Lalance & Grosjean Mfg. Co....122 
Landers, Frary & Clark......... — 
Laundryette Mfg. Co.......... —- 
Lefkowitz & Bros., Inc., Louis... — 
RE Bs ea dee dechsedeeea.s — 
Ce COS ent weou pias — 
Lindemann & Co., O........... — 
ML Sdn wide cceneeenes — 
Lowell BB. Ce... cscs ceccenss 112 
LE: Ts Mis 6 o66es tev dewc -~ 
Lowell Specialty Co............ 119 
Lucas & Co., Inc., John........ — 
Ludlow-Saylor Wire Co........ 112 
Lupton’s Sons Co., David...... 135 
M 
MecCalla Co., Harold. ........- 128 
McCaskey Register Co......... 33 
McKinney Mfg. Co............ 89 
Marcy Tool Works, Inc........ 118 
Marine Decking & Supply Co....111 
Marion Tool Works........... —- 
Martin Varnish Co............. — 


Marvel Equipment Co., The.... — 


Maydole Hammer Co., David... 12 


Mayes Bros. Tool Mfg. Co...... 
Mayhew Steel Products, Inc.... — 
Metallic Industries 
Meyers Mfg. Co., Fred. J......133 
Milbradt Mfg. Co..... 
Miller & Gleason 
Miller Lock Co., The.......... -— 
Millers Falls Co.......... Loose 
Milwaukee Air Power Pump Co. — 
Milwaukee Motor Products, Inc. — 


Miniature Incandescent Lamp 
COU. 6sdenueetscotcednssece + 
Monarch Metal Products Co.... — 
Montauk Paint. Mfg. Co........ -— 
Moore & Co., Benjamin........ _- 
Moore Drop Forging Co........ 16 
Moore Push Pin Co........... 131 
Morrill, Inc., Chas....... onaedeen 
Mossberg Co., Frank.......... _- 
Murphy Varnish Co............ _ 
een _- 
Myers & Bro., F. E........ 109, 131 
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Alphabetical List of Adverti 
as 
seumieleiatensiadiddesinmmenetedteesineitiahidiememninatemaidiide = 
N Revere Rubber Co............. SOR t meemnemt Tall: Can... .ccccckucecs 110 
Meee GOR occ cncassdcane Ee err ier 10 
National Carbon Co., Inc...... — | Richards-Wilcox Mfg. Co....... 91 | Trow & Holden Co............. 132 
National Enameling & Stamping Ritch & Pidge Mfg. Co., Inc... — | Truscon Steel Co.............. 99 
Oe nT: Pe Giiewes s56 bg 132 | Tubular Rivet & Stud Co....... 106 
National Lead Co.....+..+++++- ee Ce Batt  Wosseseeccetewss — |Turner & Stanton Co.......... on 
National Mfg. Co..........++-. 48 | Roberts Giana de deiad eddie — | Turner Brass Works........... — 
National Sign Stencil Co., Inc.. — | Robertson, Arthur R........... 116 | Turner, Day & Woolworth Han- 
New Haven Clock Co.......... = } pocetie Cam. Cosi si. scvccdnss — Tae cabndicdayacudesdboeds _— 
N. Y. Knife Co........+.+++0+- 133 | Rock Island Mfg. Co.......... 129 | Turner Mfg. Co....... cectbcbce. = 
N. Y. Wire Cloth Co.......... — | Rome Brass & Copper Co....... 109 
Ney Mfg. Co......----+-+++e0 105 | Rome Mfg. Co......+..eeeeees 133 U 
Niagara Metal Stamping Corp.. — | Rose & Bros., Wm...........-. 118 
Nicholson File Co............-- — | Royal Metal Mfg. Co..........-. — | Union Hardware Co...... vaeda’ 13 
Nilco Lamp Works, Inc........ — | Rubber Insulated Metals Corp.. — | United Royalties Corp......... — 
Nitrogon Electric Co........... 133 | Ruby Chemical Co............. — | U.S. Chain & Forging Co...... -- 
No-Liquid Door Check Co...... <li ...130 | U. S. Clothes Pin Co.......... 132 
North Bros. Mfg. Co.........- 120 | Russell & Erwin ile. eis csaas 32 | U. S. Electrical Tool Co...cccc. = 
North Wayne Tool Co.......... — | note Bie no-f B- U. B: Bupan. Bolt Ca... ..cce: 133 
Northwest Fence & Wire Works — | “--— U. S.. Navy...00.. chindesacsue = 
Ss U. S. Playing Card Co......... 95 
: United Steel & Wire Co., Inc. ..127 
O Sacks, Inc., Louis...... eee | Classes Iniduitelel Cise...... s 
; Sager Metal Weather Strip Co... — 
Ohio Canvas Co...cccccccccess Ten Contin Werks 29 Updyke & Opdyke ............ — 
Ohio Wire Products Co........ mag Oe ay Gree eh eames i 
Oliver Iron & Steel Co......... 122 ~hnsoeten o> lamar cea 
: : WE Fe iis cece ceisesdsccens 28 V 
Oneida Community, Ltd........ al Electric C mie 
One Minute Mfg. Co........... ie ee eee ee Valenti & C Ey 
Save the Surface Campaign..... — | ¥@entine Ovescnresecevsens 
Ce, SOE. - 2 nt vecesevececbce — | Schatz Mfg. Co _._ | Vaughan & Bushnell Mfg. Co... 3 
Osborne & Co., C. S...++0 000-152 | ginnefel Bros, ..c.cc0scoc0s0-124 | Vaughan Novelty Mfg. Co., Inc.131 
Oswego Tool Co........++++-+- —~ | Schrade Cutlery Co...........- 124 | Victor Peninsula Co........... 17 
Schrader’s Sons, Inc., A.....-. [We Oe eer 7 
Pp Seaman Safety Bracket Corp... — 
Selfseal Pressure Cooker Co....132 Ww 
Paine Co., Wi dvitsanede pees 130 Shaler Co., ge ES i 
Parker Metal Goods Co........ — | Shapleigh Hardware Co........ 140 | Walden-Worcester Co., Inc..... 116 
Patent Novelty Co.........-+-. 131 | Selby Spring Hinge Co....... 121 | Wall Mfg. & Supply Co., P.....121 
Patterson-Sargent Co. ........- —— | Sherer-Gillett Co. ....22..0000. — | Walworth Mfg. Co............- 8 
Peabody & Co., Henry W...... — | Sherman Mfg. Co., H. B....... ome EW TINE ki ccccenscweevedcess _ 
Peck, Stow & Wilcox Co......- — | Silver Lake Co.....sseesseees: 132 | Warren Co., J. D..........-2- 105 
Peerless Level & Tool Co.....<. — | Silverstone & Co., Harry....... — | Warren Tool & Forge Co...... 118 
Penn. & Atlantic Seaboard | Simon & Skidmore Mfg. Co.... — | Wausau Abrasives Co......... one 
Hdwes Ass'n ...+.+-+++++0+s — | Simonds Saw & Steel Co....... 9 | Wedler-Shuford Co. ........-. we 
Penn. Lawn Mower Works..... ai ch ee rene — | Wetherill & Co., Geo. D....... 38 
Penn. Lawn Rake Co.......... “—~ | Smith & Hemenway Co., Inc...103 | White Co., H. C............... — 
Perkins-Campbell Co. .......... ee Be FEO. 6 6.0 55 6c eus aig wee Eh ee Gas Be & By Bicecccdcncs 123 
Peters Cartridge Co........ ses “~ | Smith, Seymour & Son, Inc.... — | White Lily Mfg. Co........... — 
Phenix Mfg. Co.....+--++++++e- — | Snap-On Wrench Co.........-- — | White Mop Wringer Co......... — 
Philadelphia Lawn Mower Co.... — Sommer Faucet Co., John...... — | Whiting-Adams Co. ..........- == 
Piqua Handle & Mfg. Co....... Oe Tide WR Gb... cccecetcoess 130 | Whitman & Barnes Mfg. Co.... — 
Pittsburgh Shovel Co.........-. — | Spaulding Fibre Co., Inc...... 128 | Wickwire Bros. ............... 36 
Pittsburgh Steel Co........---. 25 | Standard Crayon Mfg. Co...... 132 | Wickwire Spencer Steel Corp... 40 
Planert & Sons, F. W.......... 7. ee: Srewee, TOss. cccccces 129 | Wilder & Cou. wccccccccccecess 127 
Plymouth Cordage Co.......... 24 | Starrett Co., L. S........ soc opal Ce: MII Cast ccecccses _— 
Porter, Inc., H. K.........-.-. — | Sterling Grinding Wheel Co..... 27 | Wilder-Pike Thermometer Co... — 
Potato Implement Co........ ** “" | Sterling Wheelbarrow Co....... 139 | Williams & Co., J. H.......... 18 
Pratt & Lambert, Inc.......... er Cee. 6k eben eee — | Winslow Skate Mfg. Coa., 
Prentiss Vise Co......-+++++++- Oe Mee iceoaees —_ Eo ces danas ens ——— 
Progress Paint Mfg. Co........ 125 | Stewart Iron Works Co., Inc...133 | Winter Bros. Co.........+++-+- 132 
Progressive Mfg. Co.........-- 121 | Stratton & Terstegge.........+. — | Wirfs, E. J...sseeeeeeeeeeeees = 
Putnam & C0....++++++eeeeeees ~~ | Stratton Mfg. Co.....ccccccees 133 | Witt Cornice Co..........--+++: ~- 
Pyrene Mfg. Co........-+++-++- 39 | Stuber & Kuck Co........s00:: 124 | Wolverine Supply & Mfg. Co... — 
Pyrex Sales Division.......... ~~ | Sure Grip Adhesives, Inc...... — | Wooster Brush Co.......... ooo 
Worthington Co., Geo.........- 42 
Q T Wright Steel & Wire Co., G. F.128 
Queen Incubator Co. ......... —~!Taintor Mig, (Cov. csi cccccicese 132 Y 
Zee Bee. Cis ccccccccesacs — 
R Technical Glass Co., Inc...... 106 | Yale & Towne Mfg. Co......... 26 
Thompson Mfg. Co., Judson L..132 | Yerdon, William .....-...+++++: 132 
Reading Iron Co.......eeeee0e% ow | Tiechener Co., EB. Huccccccccces — | Yost Mfg. Co.....cccccccvecees 7 
Reading Knob Works.......... 132 | Toledo Cooker Co.........s2+0: — 
Reliable Incubator & Brooder Torrey Razor Co., J. R......... 132 7 
BE ee ete s OND eae eee S 96 | Tower Mfg. Co......ccseseees — 
Remington Arms Co., Inc...... w= | Townsend, F. J..ccccccscccccce 123 | Zimmerman, Inc., G. F. S..... — 








THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE. 
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City 


Today and every day this year 


& Directory 


you are wondering how 
239 West 38th Street, 


TARTING the new year, 
you can better your store and 
the service it renders your com- 
munity. For greater efficiency 
all along the line, use the catalog 
data in Hardware Buyers Cata- 
log every business day this year. 
lt will help you in buying—it 
will save you time—it will pre- 
vent your clerks from losing 
sales. 

Hardware Buyers Catalog 














January 3, 1924 


HARDWARE AGE 
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Price or Sertormance 


Page consumers of barrows have 


learned that the economies to.be fig- | 
ured by performance over a period — 
of satisfactory service are the true © 


economies. t to make price the 


controlling influence of their buying © 


is to pay double through mainte- 
nance cost. 


‘That the wheelbarrow is subject 


to hard service and little care, and 
for these reasons should be of 
the very highest quality. 


| Sterling Wheelbarrows prove sat- 

isfactory to both the buyer and © 
wheeler, as they notonly outlast | 
mm) the ordinary kinds, but also are — 
fm) designed so as to wheel easy, © 
} and balance properly. 
| Whether youhave a large or - 


small demand you will profit by 


selling “Sterlings: 


Sterling Wheel barrow PE Mihikee Cis. | 


Boston, New York, Ch Kore feo} Cleveland, Detroit, St. Louis 





How DoYouBuy Wheelbarrows | 


No / General Furpose 





Leg shoes are only 
one of the many 
Sterling improve 
nen CS 
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